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NAIA Policy Of 1951 
On Commissions To 
Continue In Force 


Report of the Special Commission 
Committee Rejected After 
3-Hour Vigorous Debate 


SLAWSBY ELECTED PRES. 


Authorize New Committee to Col- 
lect Acquisition Cost Data for 
Use of State and Local Assns. 











By Epwin N. Eacer 


New Orleans, Oct. 6 — Culminating 
three hours of vigorous debate here on 
commissions the board of state directors 
of the NATA today unanimously adopted 
a motion that a special committee be 
named by the NAIA executive committee 
to gather all available data on acquisition 
cost allowances and commissions, of in- 
surance companies and bureaus, which 
may be made available to such state 
associations as desire information to 
use aS Weapons to oppose commission 
reduction proposals by the companies. 

This action was one of the most im- 
portant to be taken and it followed 
rejection by the directors by a vote of 
31 to 18 of a report of the special com- 











| Elections on Page 26 


See Page 26 of this issue for NAIA 
election of officers and executive coni- 
|mitteemen. Archie M. Slawsby is new 
|President and Paul H. Jones is vice 
| president. 


ae 








mission study committee headed by 
Executive Committeeman Paul H. Jones, 
Tucson, Ariz. This committee had pro- 
posed some extension and clarification 
of NATA’s 1951 policy statement on com- 
missions, approved by the state directors 
in New York in April of that year. 


1951 Declaration Remains in Force 


The 1951 declaration, now remaining 
in force by virtue of the non-approval of 
the anes committee report, is as follows: 

That commission structure should 
frst and foremost be predicated on public 
interest, 

2. That the National Association be- 
lieves unalterably that supervision of in- 
Surance business should be kept at state 
evels, 

by That the National Association is 
°pposed to government, either state or 
im il, imposing commission level con- 

r0 

“4. That the National Association 


(Continued on Page 23) 
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Colonial Adopts 
GRADED PREMIUM SERIES 


Based on Size of Policy 
New Plans ¢ Competitive Rates 
More Flexibility °¢ Higher Values 
More Liberal Policy Benefits 


PLUS Guaranteed Insurability Plan and Many 
Other Exciting Innovations To Help You Sell 


Ask your nearest General Agent, Branch Office or Regional Super- 
intendent for rates and details. They are yours for the asking! 


The 
@ Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
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Joint Tax Committee 
Of ALC To Explore 
All Aspects Of Tax 


To Develop Bills on Both Major 
Approaches, Offering Wash- 
ington Orderly Presentation 


POINTED TO TAX HEARINGS 


Tax Subject Prominently Featured; 
Committee Is Not Committing 
Itself to Any Particular Plan 








By CrarENcE AxMAN 


Chicago—Leaders of the American Life 
Convention came to its fifty-third annual 
convention in session at Edgewater 
Beach Hotel this week determined to 
take action to clarify the atmosphere 
relative to Federal income taxation of 
life insurance companies and to do so 
without committing itself at this time to 
any proposed plan because of different 
positions which have been taken by com- 
panies in relation to plans. There are 
two principal approaches, one designated 
total net income plan and the other the 


net investment income plan. The Joint 
Committee prepared a statement of its 
position and this was read to the Con- 
vention, 


Statement of Committee 


In brief, the statement is to the effect 
that the committee will continue its 
efforts to explore the situation, will make 
further study of the two chief tax pro- 
posais while also giving consideration 
to other proposals and will do this in an 
effort to develop a satisfactory solution 
which may even be a compromise measure. 

In the meantime, it promises coopera- 
tion with the government in giving it 


«what facts the government wants or 
other information. 


How Covered on Program 


At the executive session of the main 
convention, which opened Tuesday after- 
noon, it had on its agenda the report of 
Deane C. Davis, president, National oi 
Vermont; Louis B. Menagh, Jr., execu- 
tive vice president, Prudential, member 
of subcommittee on total net income plan, 
and Walter O. Menge, president, Lincoln 
National Life and member of subcom- 
mittee on net investment income plan. 
On Thursday afternoon a forum on the 
federal taxation of life companies was 
held at which viewpoints of following 
executives were given in the order in 
which they appeared. Louis W. Dawson 
president, Mutual Of New York; Frazar 
B. Wilde, president, Life Insurance As- 
sociation of America and of Connecticut 
General; Richard B. Evans, president, 
Life Insurers Conference and president 
Colonial Life; J. J. O’Connell, Jr., Wash- 
ington counsel for National Association 
of Life Companies; and John A. Lloyd, 
president of Union Central and a mem- 
ber of the Joint Tax Committee. Mr. 
Dawson is chairman of the Temporary 
Committee for Federal Income Taxation 
of Mutual Life Insurance Companies. 


(Continued on Page 4) 
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_S. Has Many Friends 
In Asian Countries 


ROBERT DECHERT TELLS ALC 





Department of Defense Counsel Says 
‘This Country Must Stand Firm 
Against Communist Pressure 





Chicago—Robert Dechert, general coun- 
el, Department of Defense, a leading 
Philadelphia lawyer and in civil life 


general counsel Penn Mutual Life, re- 

cently returned from the Far East where 
Hue visited 16 countries which will resist 
Communist China invasion and battle to 
become members of the free world. He 
told ALC Legal Section Tuesday that 
these countries, all friends of United 
States are placing their faith in us to 
keep them free and declared that we 
will not abandon them. And he declared 
that in the event of a Chinese attack on 
these free world nations there are more 
than two million troops in armies of 
those nations which could and would 
combat such an invasion. Among other 
things he said: 

“We must be strong in our weapons 
of today and of tomorrow. We must 
provide but at all times must remember 
that if we run wild and spend ourselves 
into bankruptcy those hostile to our way 
of life will have accomplished their aim 
without actual warfare. Much of our 
strength in the world today comes from 
the fierce determination of many of our 
allies around the world that they will 
not fall under the despotism of Com- 
munism. I have just returned from a 
5-day inspection trip which took in all 
he Non-Communist Asian countries 
from Japan and South Korea all the way 
around to India and Pakistan. The Com- 
unist firing on Quemoy started the day 
after we flew from America. What we 
aw and heard was set against the back- 
round of the urgencies created by that 
situation. 


Found Circle of Resistance 


“We saw a half-circle of countries 
around the perimeter of Southern Asia 
which include a number that are dedi- 
ated in their will to resist falling under 
the Communist yoke. South Korea, For- 
osa, South Vietnam are full of strong 
men who have left all their possessions 
0 escape that yoke and who still have 
close relatives and friends behind the 
barrier anxious themselves to escape into 
the free world. The overwhelming choice 
of the Communist Chinese prisoners in 
Korea to get to Formosa rather than 
back to their homes told a dramatic 
story. 

“IT have talked in the last few weeks 
to men in South Korea and South Viet- 
nam who have equally personal stories 
to tell. Thailand and Pakistan are other 
countries with. strong armies dedicated 
to withstand Communist infiltration. Al- 
most two million fighting men in existing 
armies are in those five countries alone. 
And in case of hostilities we would find 
other allies I am sure among the Non- 

mmunist countries in that part of the 
world. Each of these countries by itself 

Mlone would probably be overrun by a 
Communist attack but the joint power 
of all these Non-Communist nations with 
ur own firm backing creates a defense 
wi the free world in southeast Asia 
which the Communists would do well 
ot to attempt to attack. But the doubt 
Which the Communists are attempting to 
eate is whether we of the United 
States can be relied upon to stand firm 
N our principles. 

“I was in the Far East at the time of 
President Eisenhower's clear statement 
hat we are going to stand behind our 
tiends there; that hostile force was not 
ong to succeed in accomplishing the 
nims of those using it. That message of 
rity of strength of purpose brought 

newed faith in the leadership of the 
hited States and of the future defense 
hf the principles of the free world. No 
balpable Communistic propaganda will 















Financial Sec. Names Bower 

Chicago — The Financial Section of 
ALC elected as chairman Perry S. 
Bower, vice president and treasurer of 
Great-West Life of Winnipeg. Sherwin 
C. Badger, vice president of New Eng- 
land Life, was made vice chairman, and 
Carleton G. Lane, vice president—invest- 
ments of Union Mutual Life of Portland, 
Me., secretary. 


Leavey Heads Legal Section 


Chicago—H. Harold Leavey, vice presi- 
dent and general counsel of California- 
Western States Life of Sacramento, is 
the new chairman of the Legal Section, 
with James N. Ackerman, general coun- 
sel of Bankers Life of Nebraska, as 
secretary. 








Service Bureau Reports: 


Chicago—Over-all revenue of Ameri- 
can Service Bureau for past 12 months 
was nearly 84%% above that of previous 
similar period, it was reported to ALC 
by President Lee N. Parker. Reporting 
services have been expanded including 
forms used for Family Plan policies, 
combinations of life, accident and health 
and hospitalization and family major 
medical. The Bureau, which is 39 years 
old, has 50 branch managers in the field. 


Oppose Credit Life Rules 


Chicago — New regulations governing 
credit life insurance adopted by the 
New York Department August 29, 1958, 
have been questioned by Old Republic 





Life, Chicago, and Credit Life, Spring- 
field, Ohio. Action on behalf of the 
companies was brought in New York 


Supreme Court in Albany County against 
New York Department. Case came up 
for hearing this month. The proceeding 
was brought under Article 78 of Civil 
Practices Act of that state questioning 
constitutionality of and statutory author- 
ity of Department’s regulations. 





To defeat it 


succeed in my judgment. 
and firm and 


we must remain strong 
united in our purpose.” 


Rolland E. Irish, New ALC President, 
One of Maine’s Outstanding Citizens 


Chicago—Rolland E. Irish, president of 
Union Mutual Life of Portland, Me., 
who was elected president of ALC this 
week, has long been one of Maine’s 
outstanding citizens. 

Mr. Irish is president of Maine Gen- 
eral Hospital and vice president of Maine 
Medical Center, a large group of hos- 
pitals, including eye and ear and chil- 
dren’s institutions. Another activity is 
being treasurer of Maine Development 
Corp., a semi quasi-public credit organi- 


zation set up to finance small business, 


an innovation which has been followed, 
by New York, Massachusetts, Rhode 
Island and some other states. Maine 
Development Corp. has been successful 
in locating business concerns which 
while growing have been in need of 
capital. 

Mr. Irish, born in Everett, Mass., a 
suburb of Boston, went to work at an 
early age and entering life insurance 
became an agent of Reliance Life in 
Minneapolis. At age of 23 he was in 
charge of five states in midwest as 
supervisor of agencies. For two years he 
was superintendent of agencies of Bank- 
ers Reserve Life of Omaha and then 
went with Central Life of Chicago as 
head of agencies. 

Mr. Irish joined Union Mutual in 1934 
as managing vice president and was 
elected president in 1939. Formed 110 
years ago Union Mutual will at end of 

oe 
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On Executive Committee 


Chicago—ALC elected this week four 
new members of executive committee. 
They are R. J. Wetterlund, chairman, 
Washington National; Frederic W. 
Ecker, president, Metropolitan Life; J. 
C. Higdon, president, Business Men’s 
Assurance, and Walter Menge, president, 
Lincoln National. 
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ROLLAND E. IRISH 


this year have $105,000,000 assets and 
$950,000,000 insurance in force. It does 
business in 46 states and Canada, being 
one of the first of the companies licensed 
there. Mr. Irish has a 200-acre tree farm 
in Maine about 16 miles from Portland 
which he operates successfully. 





Heads Combination Cos. 


Chicago—Elected chairman of the Com- 
bination Companies Section of ALC was 
Glen J. Spahn, second vice president of 
Metropolitan Life, with W. Sheffield 
Owen; -CLU, vice president for business 
development of Life Insurance Co. of 
Georgia, as secretary. 





Evans Sees No Threat in 


Multiple Line Situation 
Chicago—Richard B. Evans, president 
Life Insurers Conference and president 
of Colonial Life, discussed the multiple 
line situation at a panel of agency sec- 
tion of ALC. 
Slightly more than a year ago his 
company became affiliated with Federal 


*Insurance Co. A number of affiliations 


of life and property insurance companies 
have taken place during past several 
years with rumors that more of them 
will be taking place. 

“Is this trend a serious threat to our 
agency system?” Mr. Evans asked. “I 
for one do not believe it is.” Continuing, 
Mr. Evans said: 

“Most of those life companies’ who 
through affiliation have been participat- 
ing in multiple line or all needs service 
have continued to build their agency 
organization along conventional lines as 
well as expanding their brokerage serv- 
ices. ; 

“Furthermore, in all insurance fields 
we have the very successful specialist 
companies who have grown substantially 
by concentrating on one specific area of 
service. In my opinion, they will con- 
tinue to grow and prosper in the life 
insurance business. 

“Finally and most certainly, this cur- 
rent trend of multiple line or all insur- 
ance needs service development should 
not be considered a threat to the highly 
respected American Agency System.” 

Other speakers on multiple line opera- 
tions were Robert B. Hamor, vice presi- 
dent, Continental Assurance, and A. W. 
Tompkins, agency vice president, emne 
Farm Life. 
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Joint Tax Committee Makes Report 


Judge Deane C. Davis, Chairman, Tells ALC of Impasse on 
Formula; Warns of Effect in Washington of Industry 
Disunity; Hearings November 17 


Chicago—A special report on subject 
of Federal taxation of life insurance 
companies was made to the convention 
by Judge Deane C. Davis, chairman of 


the Joint Tax Committee of the life 
insurance industry, who is also president 
of National Life of Vermont. Mutual and 
stock insurance companies have not been 
in accord on what should be a fair tax. 
Companies had long awaited a formula 
from Treasury Department for a perma- 
nent plan of taxation of life companies. 
Finally, the Treasury placed itself on 
record in favor of a total income ap- 
proach, with a suggestion as to various 
modifications which might properly be 
considered by the Congress to adapt a 
total income approach to life insurance 
company operations. 


Treasury Proposals 


The proposals of Treasury Depart- 
ment appeared in a letter it wrote to 
Senator Byrd and Congressman Mills. 
The Treasury letter suggested that Con- 
gress consider a modification of the 
present law to increase the portion of 
investment income subject to tax to 
accord more closely with the prevailing 
margin of investment income above re- 
quired interest, which margin was stated 
to be about 30%. 

A second modification of such an in- 
vestment income formula was suggested, 
which would be one assuring a more 
appropriate tax on those companies with 
relatively small amounts of investment 
income. Specifically, the letter suggested 
that this might be made effective “by 
means of a minimum tax provision which 
would require that the tax rates on a 
specified proportion of the net gain 
from operations after policy dividends.” 

The receipt of the letter launched a 
number of meetings of the companies’ 
Joint Tax Committee. The development 
of the situation from then on including 
meetings with Treasury executives and 
with chairman and staff of Ways and 
Means Committee were then described 
by Judge Davis. 


Judge Davis’ Summary 


The following were concluding re- 
marks of Judge Davis to ALC conven- 
tion: 

“Through all the discussions in Wash- 
ington it was clearly and plainly stated 
to the Treasury Department and Ways 
and Means Committee that a majority of 
the Joint Tax Committee and a large 
majoritv of the member companies were 
opnosed to a total income tax approach. 

“During the past week a new proposal 
was develoned which was presented to 
the Joint Tax Committee at its meeting 
this week. Under this new proposal an 
aggregate tax for the entire industry 
would be computed on an adjusted total 
income tax basis but the distribution of 
such aggregate tax among companies 
would be on an excise tax applicable to 
both premiums and investment income. 

“After protracted consideration the 
Toint Tax Committee authorized the ap- 
pointment of a subcommittee to explore 
and develop further this new concept. 


Hearings Begin November 17 


“The burning question of the moment.” 
Judge Davis continued, “is how shall 
the industry be represented at the com- 
ing hearings to begin November 17. This, 
in turn, involves the question of what 
shall be the function of Joint Tax Com- 
mittee in preparation for and in repre- 
senting the industry at these hearings. 
At the present time we have no unified 
industry position. A large number of 
companies, probably a substantial ma- 
jority, do not believe any total income 


plan can be devised which will be satis- 
factory to them. They are opposed to 
any total income plan of any _ kind. 
Another large segment of the industry 
believes it may be possible to work out 
a total income approach which can satis- 
factorily protect the interests of all seg- 
ments of the industry. At the moment 
it is questionable whether a majority of 
companies would go on record affirma- 
tively in favor of either of these plans 
which have been produced by the sub- 
committees of the Joint Tax Committee. 

“Tt has been made clear by the Treas- 
ury Department, the chairman and staff 
of Ways and Means Committee and by 
some members of Senate Finance Com- 
mittee that this issue will not be settled 
until every possible modification and 
application of the total income theory is 
objectively considered. If the industry 
were unanimously opposed to any total 
income approach there is every indica- 
tion that the best interests of this indus- 
try would be served by an objective 
consideration of all aspects of all kinds 
of modification of the total income ap- 
proach. 

“If it should be demonstrated as a 
result of such procedure that there is 
no way to construct a total income ap- 
proach that can be applied without un- 
due discrimination between companies 
and kinds of companies, Congress will 
reluctantly turn to some other method 
of measuring the tax. This industry, 


rightly or wrongly, has a reputation be- 
fore Congress that it is not willing to 


assist in a collective consideration of the 
total income approach merely because it 
would appear to greatly increase the tax. 
If that impression, now so widely held, 
can be erased or diminished it will re- 
dound to the benefit of the entire in- 


dustry. 
“The Joint Tax Committee is the 
creation of the three associations. It 


can be controlled in its action by the 
three associations, or it can be disbanded. 
If it is disbanded, some other instru- 
mentality or group of instrumentalities 
will need to be constructed to replace 
the vacuum left. While I am sure that 
every last man on the Joint Tax Com- 
mittee from a personal viewpoint would 
be very happy to be relieved of any 
further responsibility, the real question 
is what is best for the interests of all 
the life companies. The principal func- 
tion of the Joint Tax Committee is to 
coordinate the views of all member com- 
panies in an attempt to reach a united 
position. In the past when that united 
position has been achieved it has been 
a further function of the Joint Tax 
Committee to represent the industry 
position before the committees of Con- 
gress. To disband the Joint Tax Com- 


Mr. Lloyd, immediate past president 
of ALC, in closing the forum took a 
strong position in favor of the invest- 
ment income approach and urged the 
convention to take a similar stand. 

If there is any evidence of the high 
tension between stock and mutual com- 
panies making its appearance in general 
sessions of this convention it will be 
at an executive session following a forum 
on the income tax situation. 

Many of the top executives of the 
insurance business are attending the con- 
vention which is regarded as one of the 





Tax Subject Featured at ALC Meeting — 


(Continued from Page 1) 


mittee in face of these impending hear. 
ings would, I believe, seriously affect the 
standing of this industry before Cop. 
gress. I believe it is possible for the 
Joint Tax Committee, even in the dis. ' 
united position in which we find our. Ch 
selves, to continue to serve this industry 
in the crisis that is before us. Its fune- §yere 
tion will need to be somewhat differen §.% 
than it has been in the past. I suggest 85th 
that this committee should continue to petal 
be free to handle discussions with all BLega 
Government officials from now up to the wile 
time of the hearings, during the hear-B-, - 
ings, and in the aftermath, and should 56 fe 
be free to discuss any proposal of inter. there 
est to appropriate Government officials | he ni 
from time to time, but with the unders{...,,, 
: : mane 
standing that the committee has no 
power to bind this industry to support 
or Oppose any particular plan without 
resubmission to the membership. 

“It is entirely possible that during the 
preparation for the November hearings, 
and as a result of the testimony at these 
hearings, the issues may be sufficientlyJquenc 
narrowed and clarified so as to make iV In 
possible for an industry position to | 
emerge. We should be prepared for such 
an eventuality.” 
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most important yet held. Once again}U00 fo 
the opening session got under way lateftion ¢ 
because of the World’s Series ball game 0'Mal 
which was watched in a number of room’ “ 
where sandwiches and_ coffee were 
served while the guests looked at the 
game on TV. suranc 


What Committee Statement Proposedfof stat 

The statement of Joint Tax Committefness t 
read to the convention follows: “With-§ +}, 
out changing its position in favor of ; 
the investment income basis for the tax- Mr, K 
ation of life insurance companies, andftion d 
after thorough consideration of currentPlife it 
tax developments and attitudes,  thisfcompe! 
committee proposes: ents, 

“1. To continue to explore and discussfcoming 
within the business and with governmentfAging. 
representatives the two principal tax 
approaches, thereby meeting the request 
of government for assistance and _in- 
formation. 

“2. To offer itself as a vehicle throughf. 
which the several presentations of testi- 
mony at the November hearings may be 
coordinated, thereby assuring a full and 
orderly body of testimony which wil 
reflect credit upon the business and be 
in the public interest; 5 

“3. To develop and to study bills on 
both major approaches, so that the com- 
mitte may express its opinion relative 
to them, and to give prompt and ernest 
consideration through a new sub-com- 
mittee to the development of a solution 
or compromise measure designed to be 
acceptable to a substantial section of the 
business and the government; Frext ye 

“4 To make clear at all times to the This 
authorities that committee cooperation Steady 
and efforts do not constitute support byt eran 
the business of any of the several plan Mr, Ka 
under consideration until such time apPsed ai 
formal approval by the business has beenf' ‘wo y 
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NALU President Pritchard };'3;... 
Talks at Breakfasf, °°": 
Chicago, Oct. 9—President Pritcharé Many s) 
of NALU talked at. Edgewater Beaclfiojyi,,, 


Hotel here this morning at the Busine$yp}i. ¢, 
Men’s Assurance breakfast. He spol Acciag 
emphatically about the menace of inlla§, \ 2:5 
tion and advised insurance people "bongicjer, 
join with all thrift organizations in pU0Beney..) 
licly fighting inflation and - socialistfo)i.;... | 
trends. setts. an 
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A. E. Wall Agency Chairms 2S 


Msurancs 
Chicago—A. E. Wall, vice president ig e!'ts 
charge of agencies for Confederati0 
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American Life 
ge hear. . 
eel Tastner Reviews 
for the 
he dis. Chicago—Discussions about life insur- 
nal ance company Federal income taxation 
s fune-Byere of paramount interest during the 
ifferent gsth Congress, Ralph H. Kastner, gen- 
nue’ eral counsel of ALC reported at the 
vith all PLegal Section meeting. Although there 
) to the was a last-minute extension of the 1955- 
ae 36 formula for the tax year of 1957, 
f inten there are clear indications that there will 
ofiicials [he no further extension, and that a per- 
under“ }janent basis for taxation of life insur- 
nae ance companies will be developed for 
without 1958 on. 
“Failing that,” Mr, Kastner said, “our 
‘ing the life companies become subject to the 
ot tHe old 1942 law with the drastic conse- 
ficiently,pquences that will flow therefrom.” 
make it)’ In his review of life insurance legis- 
tion tofition for 1958, Mr. Kastner outlined 
oo changes in Federal laws affecting So- 
—_—— [ijal Security, investments and mortgages, 
employe welfare, jurisdiction on Fed- 
eral courts, among others. He noted 
that the Senate has appropriated $363,- 
e again}W00 for a Judiciary Committee investiga- 
vay lateftion of the antitrust laws, and that the 
toe O'Mahoney Subcommittee intends to 
» will investigate the operation of Public Law 
at thegl5, which applies specifically to life in- 
surance companies, and the effectiveness 
roposedfof state regulation of the insurance busi- 









Other Federal matters reviewed by 
the tan Mr, Kastner included proposed legisla- 
ies. andgtion dealing with government employe 
currentflife insurance, federal unemployment 
compensation as it affects life insurance 
wents, veterans’ insurance and the forth- 
spcoming White House Conference on 
Aging. 
Subjects Before the States 


“Activity in state legislatures, as _ re- 
ported by Mr. Kastner, included pre- 
mium taxes, income taxes, Group life 
insurance, accident and health insurance, 
credit insurance, company investments, 
employe welfare trust funds, capital and 
surplus, agents and brokers law modifi- 
cation, corporation matters, variable an- 
nuities, uniform act developments, the 
creation of study commissions, among 
a host of other subjects. 

More newly proposed Insurance Codes 
were projected in 1958 than any former 
ub-com-pyear. Alabama, Arkansas, Florida, 
solution Georgia, Montana and South Dakota 
d to bef! have full scale revisions under way. 
an the}alifornia will consider  recodification 
#iext year. 

s to the) This year showed a continuation of the 
peration steady pressure to increase taxes on life 
pport bypnurance companies and policyholders, 
ral plans Mr, Kastner said. West Virginia im- 
time posed an additional 1% premium tax for 
has beenft two year period ending June 30, 1960. 

Nsurance codes proposed in Arkansas 

ind Montana, to be introduced in the 
Megislatures of those states, have the tax 


through 
of testi- 
may be 
full and 
ich will 
and be 


bills on 
he com- 
relative 
d ernest 













rard M annuity considerations eliminated. 
-akfast Several aspects of Group insurance 
Steck ceupied the attention of legislation in 
rite lany states, there being considerable 
r Beac Ctivity respecting such insurance for 
BusineBublic employes. 

€ spo"— Accident and health insurance laws 


of inlatn various 

eople “Ponsiderable 
5 in pub 
ocialistil 


states were the subject of 
attention, cancellation and 
tnewal provisions of accident and health 
dlicies receiving attention in Massach- 
tts and New York, Louisiana pro- 
: ibited the issuance of hospitalization 
yirmaiesurince which excludes payment of 
sident i benefits for services rendered by a pub- 
sderatio Iely-owned charity ‘hospital. 

shairmag,’@™10us amendments to laws in New 
~ Secrtgtsey, New York, Georgia and Missis- 
Beesley PPi dealt with investments of life in- 
Societe’tance companies. Particularly inter- 
sting was the New York enactment 
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Year’s Legislation 


authorizing domestic insurers to invest 
not more than 2% of assets in invest- 
ments not qualifying under Section 81 
of the Insurance Law, subject to certain 
investment limitations provided  else- 
where in the Insurance Law. The meas- 
ure likewise increased the %% of assets 
limitation on investment in non-qualified 
corporate obligations to 2% of assets. 

Mississippi remains the only state in 
the Union with a limit on the amount of 
non-medical insurance which may be 
written on the life of an _ individual. 
Refusing to repeal the existing statute, 
the state simply increased the permissive 
amount from $10,000 to $15,000. 

A commission in Kentucky will study 
health insurance, with final report and 
recommendations by November 15, 1959. 
Massachusetts’ commission on_ health 
insurance is continued, and will file its 
report by December of this year. South 
Carolina continues committees to investi- 
gate insurance rates and time install- 
ment financing; and to investigate en- 
forcement and functioning of the state’s 
insurance laws, 

Mr. Kastner reported that next year 
every state, as well as Alaska and the 
Territory of Hawaii, with the exception 
of only Kentucky, Mississippi and Vir- 
ginia, will hold legislative sessions bring- 
ing the possibility of revenue and other 
requirements of substantial dimensions 
in many jurisdictions, These could stem 
from new issues, or some that have been 
less active in the past. He added that 
notwithstanding prior successes, the in- 
dustry must stay on the alcrt and not be 
complacent, since neither the pace, the 
pattern, nor the impact of prospective 
legislation can be accurately gauged at 
this time. - 


Need Challenging View, Says Myers 


Chicago—It is the duty of life insurance 
management today to take the most 
challenging view of its responsibilities, 
to be the philosophers and the statesmen 
of the business, Clarence J. Myers, pres- 
ident of New York Life, told ALC at its 
general session on Thursday. 

“In the final analysis we have no 
choice but to think big,” he said, “for 
taken together we are the custodians 
of the largest and most effective insti- 
tution of thrift the world has ever 
known. Our attitudes and hence our 
decisions affect not only our millions 
of policy owners, but the entire economy 
and an indepedent way of life. 

“My proposition, simply stated, is that 
the manager, whether he wishes it or 
not, is by definition the philosopher in 
his field of activities. That is, no matter 
what else the manager is—lawyer, finan- 
cial or investment expert, actuary, agen- 
cy man, or whatever—regardless of his 
specific training and experience, he is a 
top ‘think’ man in the area of his re- 
sponsibility. And that ability to think 
hard and straight greatly affects the 
present success and future prospects of 
his company. 

“Balance, then, is one approach. An- 
other I would like to offer is adaptability. 
I believe it is the job of the manager 
first, to spot changing conditions and 
secondly, to adjust to them in the best 
interests of his organization. 

“There is no doubt that in the past, 
and particularly in more recent years, 
the life insurance business has shown 
itself to be unusually adaptable. In a 
time of profound change—technological, 


economic, social—life insurance has 
grown steadily, even dramatically, until 
today it is overwhelmingly accepted 
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among Americans and Canadians as 
their primary instrument of thrift and 
protection. 

“It is my feeling that adaptability is 
a continuous process because the changes 
that necessitate it are themselves con- 
tinuous. The better we see the inter- 
dependence on which modern American 
society is based, and the more effectively 
we adapt life insurance to thé modern 
world, the better are the chances for our 
business to serve and thrive. In my own 
view, much depends upon our willingness 
to accept adaptability as a tenet of a 
philosophy of life insurance manage- 
ment. 

“Besides balance and adaptability, I 
would offer a third tenet for a manage- 
ment philosophy—an attitude, a positive 
attitude. What I am suggesting is a 
habit of mind that perceives advantages 
as readily as it spots dangers, a way of 
thought that changes threats into op- 
portunities. It is my belief, for example, 
that a positive attitude in our dealings 


with government would be extremely 

helpful to life insurance, our policy 

owners, and the American public at 
, 


large.’ 





Big Credit Life Expansion 

Chicago—Associate Counsel Thomas J. 
Gilhooly, ALC, told the Legal Section 
this week that at end of 1957 credit life 
insurance in force totaled $19,007,000,000 
under 34,000,000 policies and certificates, 
an increase of 6% in number of policies 
and certificates. Also he explained the 
Commissioners Model Bill on credit in- 
surance and some legislation which fol- 
lowed that enactment, including new 
regulations of New York State on credit 
insurance announced on August 29 this 
year. 





Mutual Life Companies 
Endorse McCormack Bill 


Chicago—Speaking for 26 mutual life 
insurance companies Louis W. Dawson, 
president of Mutual Of New York, at 
an executive session on Federal income 
tax, urged the insurance industry to sup- 
port the Federal tax bill introduced by 
Congressman McCormack of Massachu- 
setts. He told the ALC the bill was 
workable and reasonable. He said pre- 
mium payments are capital deposits and 
should not be considered income to a 
company. 


Harry Redeker Tells of 
Illegal Practice Cases 


Chicago—Harry Redeker, joint chair- 
man committee on practice of law and co- 
chairman National Conference of Law- 
yers and Life Companies, told the legal 
section of ALC some recent important 
developments in legal field. 

He explained that in Chicago Bar 
Association versus Financial Planning 
Inc., a lower court recently ruled that 
defendants practices of submitting to 
clients detailed analysis with recom- 
mendations for solution of estate prob- 
lems constituted illegal practice of law 
even though the recommendations were 
subject to review by a lawyer. In Con- 
necticut bank cases certain practices of 
trust companies in planning and adminis- 
tration of customers estates were held 
to contribute to unlawful practice. These 
cases may be expected to prompt mor? 
inquiry by the organized bar into prac- 
tice of law questions than heretofore. 








MUTUAL TRUST NAMES LOGAN 


Appointment of Bruce R. Logan as 
genera! agent in Spokane, Wash., has 
been announced by Mutual Trust Life, 
Chicago. Mr. Logan has been a regional 
agent in the Spokane area for Mutual 
Trust since November, 1957. Previously, 
he was with Prudential. 
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Gillon Discusses Insurable Interest 


Chicago—Suggestions for life insurance 
companies, in light of a decision by the 
Supreme Court of Alabama dealing with 
liability and insurable interest, were of- 
fered to ALC’s Legal Section by John 
W. Gillon, of general counsel, Liberty 
National Life, Birmingham. 

Mr. Gillon explained that in March, 
1958, in a widely-publicized decision, the 
Alabama court held that “it is a question 
to be submitted to and decided by a 
jury as to whether a life insurance com- 
pany is liable in damages under the 
‘Wrongful Death Statute’ where the 
insurer issues a policy of life insurance 
to one who has no insurable interest in 
the insured life and who murders the 
insured to collect the proceeds of the 
insurance, because a life insurance com- 
pany owes a duty to use reasonable care 
not to issue a life insurance policy in 
favor of one who has no insurable inter- 
est.” 

The crucial points of the decision, Mr. 
Gillon explained, were that the theory 
that issuance of life insurance to one 
without insurable interest puts the in- 
sured in such peril of his own life that 
the insurer ought reasonably to expect 
the insured to be murdered by the owner 
of the policy; and the theory that 
the issuance of the policy could never 
have produced the death of the insured, 
the act of the owner of the policy in 
murdering the insured was not such 
independent intervening cause as to 
relieve the insurer of liability. 

The unreality of the peril to life theory 
was demonstr ated conclusively in a line 
of cases originating with a decision by 
the Mississippi Court in 1887, and cul- 
minating in a U. S. Supreme Court 
decision in 1911, he said. 

“The difficulty of the present position 
of the courts in attempting to require 
the existence of insurable interest is 
that, in the case of life insuré ince, insur- 
able interest exists only in the debtor- 
creditor relationship,” Mr. Gillon said. 
“The first of the five elements, all of 
which must exist, is that the insured 
must possess an interest of some kind 
susceptible of pecuniary estimation 
known as an insurable interest. 

“In short, insurance is an indemnity 
agreement. The element of indemnity is 
almost wholly absent from life insurance, 
for ...a human life cannot be valued 
in money.” 


Compiles Guides for Companies 


Mr. 
of a monumental 
their interpretation, were: 

1. In many cases application forms 
should be revised to develop whether in- 
surable interest exists. 

2. A statute is needed in every state 
authorizing the insurer to rely on the 
statements in the application as to the 
facts which constitute insurable interest. 

3. In order to meet the needs of mod- 
ern society, a statute is-needed in every 
state extending the privilege of purchas- 
ing life insurance to certain classes not 
now included in the decisions or statutes 
defining “insurable interest.” But the 
remedial statute must be so framed as 
to furnish reasonable protection against 
the “quick buck” element in society. 

There should be gradual elimination 
ahi the concept of insurable interest as 
related to life insurance, and the ac- 
ceptance of a factual and logical realistic 
concept. 


5. Whatever standard is accepted, it 
should be simple and easy of application. 


6. Wherever a statutory definition of 
insurable interest has been adopted, a 
saving clause is needed to preserve cer- 
tain well-founded approved insurable in- 
terest relations which were found to 
exist before enactment of the statute, 
and which do not fit the definition con- 
tained in the statute. 

Mr. Gillon gave these suggestions in 


Gillon’s suggestions, the outcome 
study of state laws and 


























“The attempt to apply an insurable |VYWVUVVVVVVVVVY 
interest rule to life insurance is a mis- 
take,” Mr. Gillon commented. “Factually, YOU MAY BE THE MAN ( 
the peril to life arising from life insur- WE NT 
a report on all 48 states, the District of ance is negligible. Legally there is no WA 
Columbia and the Territory of Hawaii. common law against life insurance nor der aneteih aakiheies Wk eo tee Cl: 
Taking each jurisdiction, he provided against wagering. Of all relations which ile nail "All bulti - Li = 3 iesl 
the answers to 21 basic questions, among the courts and legislatures have thought P oe er 
them, “Which persons: OF 1 agencies have insurable interest to exist, the only rela- Why not place your employment 
an insurable interest; “Must an as-_ tion which fits the definition of insurable ituation in the hands of th 
L . a t : ition: situation in the hands of those who 
signee have insurable interest?” and _ interest is that of creditor. know the COMPANY, the INSURANCE 
—— Community Property affect life Some risk to life arising out of the BUSINESS and who have been re- Ch 
Me Gi existence of life insurance does come cruiting insurance personnel for more [may 
Pe vi Gillon presented answers to the from the criminal element, he said, but than 20 years? No obligation, of course, [shou 
21 basic questions in convenient table added that the rule which finds that per- Your present affiliation protected * Bi marl 
form, with the suggestion that com- _ sons in certain relationships may carry : Adat 
panies use the table and the accompany- insurance furnishes a reasonable safe- Current Openings Include: told 
ing case notes as a guide. suar i his el : cD 6 
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Chicago—In this day of merger and behooves us to make certain that the CITY COMPUTING PLACEMENT “Fy 
“one-stop” insurance Utopias, the Na- over-all benefits of our contracts for a year, 
tional Life of Vermont remains in the successful general agent exceed what PAUL S. MILLER, MANAGER. eG 
Ordinary field and has not entered the those benefits would be if we used the 320 Penn Square Bidg., Phila. 7, Pa. ang 
Group, Health and Accident or other managerial method.” LOcust 8-1163 LOcust 8-1164 B cover 
fields, yet the company’s insurance in Mr. Welman continued, saying that in “FROM TRAINEE TO EXECUTIVE” includ 
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panies is that National Life depends on for this purpose.” agents was just under $30,000. Thi «7 6, 
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i ae aan alle ‘ks hi plan. It was omitted at their request almost $53,000, or an increase of W@ pass ; 
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managers do not have, therefore, “it have had a_ so-called ‘Yardstick’ or agent in the company since 1954.” fay 
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we’re no Ma am sak, 


we think we’ve got something that will help you turn your 
present “pumpkin” into a “golden coach.” Look at these facts: 


1. We've got the top agency building contract for the man who wants to build 
an agency of his own. 


2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 


We have several excellent territories still available in the United States and Canada. 
If you’re interested in an agency of your own with an expanding organization, 


contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 








Detroit 2, Michigan. 


MACCABEES — a Lie Insurance Society 


Founded in 1878 Home Office 


Detroit 2, Michigan 
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Sees 1958 As Record Production Year 


Claris Adams, ALC Executive Vice President, Says Volume 


In Force Should Pass Half Trillion Mark 


~ & 4 
AN 
Eastern 
panies! 
>yment 
e who 
ANCE : 
Bn ree Chicago—Life insurance sales this year 
- more may exceed the all-time high of 1957 and 
course, should exceed the half-trillion dollar 
ed. mark by the end of the year, Claris 
Adams, executive vice president of ALC, 
told the annual meeting here this week. 
»,000+. | “Up to the present, 1958 has been a 
9.000 fpgood year for life insurance,” said Mr. 
3000 |g Adams.. Futhermore, the last quarter 
y'500 (gbids fair to be better. In spite of the 
5 500 dip in our general economy which we 
PEN experienced during the first half of the 
year, life insurance sales have held up 
well. , 
MENT “For the first eight months of the 
year, production in general was off ap- 
yER. proximately 3%. However, the lag was 
7.P in Group insurance principally and _ it 
0FQ FB nust be remembered that sale statistics 
8-1164 Bcover new groups set up only and do not 
» Binclude additions under Group insurance 
contracts already in force. The sales 
ys of industrial insurance also declined but 
ordinary insurance scored an appreciable 
gain even over its spectacular advance 
gents ain 1957. 
superiog’ “With the evident pickup in our econ- 
hey havomy, it is very probable that by the 
ceive Uf end of the year total life insurance sales 
ere We will equal or possibly exceed the all- 
-terming time high of 1957. However, one thing 
1 amoule chould be pointed out in commenting 
ey and Bon new Ordinary sales. The number of 
at deatfinew policies placed is fractionally less 
- than a year ago and the increased volume 
1S ee is due to larger average sized policies. 
net ‘ta 
gener Assets $105 Billion 
0. Th “Legal reserve life insurance in force 








Tease Win the United States is approximatelv 
its totas4o0 billion as of October 1 and should 

or. pass the one-half trillion dollar mark 
> SeNIMhy the end of the year. The assets of 
4. mall U. S. companies now total $105,000,- 

















000.000. Benefits paid for the first seven 
months of 1958 total $4.249,000,000 as 
compared with $3,845,000,000 for a similar 
period last year. 

Impressive as these figures seem, we 
must constantly remind ourselves that 
life values in the United States are 
under insured. The average family pro- 
tection has increased from $7,600 at the 
end of 1956 to perhaps 2s much as 
88.500 at the present time. This is erati- 
fyine, However, the additional insurance 
per family onlv raises family protection 
Irom 17 months to 18 months of dis- 
posable family income. 

“On the financial front, the vear has 
been an eventful one. The slowdown in 
economic activity in the Spring in- 
fluenced the Federal Reserve Board to 
reverse its policy from one of restraint 
to ease in an attempt to stimulate busi- 
ness activity. This was a change from 
a tight money to a relatively easy money 
Policy. As new volume was pumped into 
the money supply, interest rates softened 
and money was readily available for 
borrowers at a reduced rate. However, 
as the economic pickup began and busi- 
ness confidence was restored. increased 
financial demand developed. Thereupon 
an inflationary pressure upon prices 
Tather than a recession of business activ- 
ity became the problem. Interest rates 
stiffened; the market reflected the 
change and the Federal Reserve again 
took steps toward restraint, 


Sees Strain On Capital Market 


cf . 

“At this writing the huge requirements 
' governmental financing due to a very 
Mtge federal deficit presents the Treas- 
"y with a problem. The upturn in 
‘ousing starts and therefore an_ in- 
Teased requirement for mortgage financ- 
Ht the reputed decision of many in- 
Ustries to make substantial new invest- 
‘its in modern productive equipment 






















By End of Year; Reviews Situation 


7. 


Harris & Ewing 
CLARIS ADAMS 


plus the unusually large necessities of 
the government for new money un- 


doubtedly will strain the resources of 
the capital market in the months to come. 
These factors will influence a general 





1. THEIR PRODUCT IS IN 
STEP WITH THE TIMES .... 
Federal Life offers their men 
the finest Accident and 


Health contracts available 
today. In turn, our men can 
offer prospects non-cancel- 


lable, guaranteed renewable 
accident and health contracts, 
and participating as well as 
non-participating life insur- 
ance plans. 








POLICIES HAVE IMPACT! 


If you’re not hitting with present policies read what Federal has to offer. 





FEDERAL LIFE 
INSURANCE COMPANY 


6100 North Cicero Avenue, Chicago, Illinois 


firming of interest rates. Since the cost 
of insurance is affected so importantly 
by its margin of investment earnings, 
the market trends above outlined will 
have an appreciable effect on our oper- 
ations. However the turnover of life 
insurance investment portfolios is neces- 
sarily gradual and temporary fluctuations 
in money rates do not have the full 
immediate effect upon life insurance that 
they do in the case of financial institu- 
tions which are primarily in the short 
term loan market. 

“All in all, it would seem that the 
institution of life insurance is in a very 
sound condition. It is operating eco- 
nomically, efficiently. and profitably. Its 
strength is beyond cavil. New and 
modern marketing methods which have 
been introduced in recent years show 
that it is not static and its sales results 
reflect a dynamic power which is en- 
couraging. We have every reason for 
confidence. However, there is no justi- 
fication for complacence. Our achieve- 
ments are significant—the challenge for 
a greater future is obvious. 


Membership 270 Companies 


“As of this date, the American Life 
Convention has a membership of 270 
legal reserve life insurance companies 
domiciled in 44 of the 49 states of the 
United States and three provinces of 
Canada. These member companies have 
more than 98% of the life insurance in 
force in the United States. The Conven- 
tion maintains its principal administra- 
tive office in Chicago. This operation is 
under the immediate direction of Admin- 
istrative Vice President Lee N. Parker. 
All general Convention services are dis- 
tributed from there. Matters pertaining 
to state legislation are handled by Ralph 
Kastner, general counsel, and his legal 
associates. Actuarial services are rend- 
ered by Alfred N. Guertin, actuary of 
the Convention, and his assistants. The 








2. FEDERAL LIFE HAS A 
VARIETY OF POLICIES .... 

Federal Life men are able to 
obtain more business be- 
cause they have a policy for 
every need. To name a few: 
Major Medical, Major Hospi- 
tal, Secured Income Plan, 


and Non-Cancellable 
Disability. 














Julian Schweizer 


Your clients are entitled to the finest 
in life insurance protection, at low cost, 
CUSTOM-TAILORED to fit their needs. 
Whether it’s term or permanent— indi- 
vidual or group—let us tell you about 
CANADA LIFE’S wide range of plans. 
The rates are low and they’re easy-to- 
sell. Why not give me a ring today? 
JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 Sth Ave., N. Y. C. MU. 4-5779 


General Agents 


“ Canapa LIFE 
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Chicago staff consists of 31 persons who 
as a team turn out an immense volume 
of work. An executive office is main- 
tained in Washington where the execu- 
tive vice president is located. In addition 
to responsibility for matters of over-all 
policy, he and the Washington staff 
handle all matters relating to federal 
problems which is a constantly growing 
aspect of our activities.” 


Federal Income Tax 


Mr. Adams discussed at leneth devei- 
opments in the important Federal income 
tax matter which was scheduled to be 
presented in all its aspects from all 
viewpoints during the meeting. 

Among other matters referred to by 
Mr. Adams were: the Supreme Court 
decision in the FTC case, in which the 
court upheld lower courts’ rulings deny- 
ing FTC jurisdiction over accident and 
health advertising liberalization of Social 
Security; employe welfare legislation; 
and other Federal legislation. 





LUTC Faculty Conferences 


Twenty-six LUTC instructors’ confer- 
ences are currently being held through- 
out the country, according to an an- 
nouncement by Levi E. Bottens, CLU, 
LUTC director of administration. Al! 
members of the LUTC faculty are in- 
vited to assemble in centrally located 
cities for these two day seminars which 
are held in preparation for LUTC life 
classes. Each conference is conducted by 
a member of the LUTC headquarters 
staff. 

The purpose of the instructors’ con- 
ference is to give instructors an oppor- 
tunity to review LUTC training tech- 
niques and administrative procedures 
and to exchange ideas on the _ broad 
subject of life underwriter education and 
training. The conferences are highly 
productive for the class moderators, and 
are valuable aids in maintaining uni- 
formity in LUTC classes in all geo- 
graphical locations. 
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President Stewart Reviews ALC’s Year 


Agreement on Federal Income Tax Method Dominating 


Subject; Committee Reports Scheduled For Wednesday; 
See Inflation as Greatest Threat 


Chicago—The most important 
before ALC during the year, seeking a 
formula for agreement on a method of 
Federal income taxation for life compa- 
nies, was reviewed by Harry J. Stewart 
as president of ALC at the annual meet- 
ing here. Mr. Stewart is also president 
of West Coast Life. 

“Extraordinary efforts have been put 
forth by members of the Joint Tax Com- 
mittee and its subcommittees under the 
direction of Deane Davis as chairman, 
in their endeavor to find some basis for 
common agreement,” said Mr. Stewart. 
“These leaders in our business have come 
together on short notice from all parts 
of the country, repeatedly and without 
hesitation, in their efforts to reach an 
acceptable solution. 

“The exhaustive studies that have been 
made of this complex problem, and the 
discussions that have followed, have been 
conducted with dignitv and with the 
consideration of opposing view- 


utmost 

points. 

“Divergence of opinion is frequently 
productive of good results, especiallv 


when discussed objectively. There is still 
good reason to hope that in due course 
a satisfactory basis for resolving the 
issues mav be reached in this instance, 
just as in the past. 

“Certainly, whatever has been said or 
done, or that mav be said or done, should 
neither be permitted to impair this pos- 
sibility nor interfere with the splendid 
cooperation that prevails jin other areas 
where there is agreement.” 


To Re-examine Committee Functions 


After reviewing the work of commit- 
tees of ALC Mr. Stewart said: ie 

“The reported function of the joint 
committees is to make policy recom- 
mendations to the governing bodies of 
the parent organizations, and in some 
instances to give advisory directions to 
the staffs as to procedure within the 
framework of established policy. 

“Altogether these committees 
record of excellent accomplishment, but 
it is increasingly in the area of defi- 
nitive action rather in that of recom- 
mending policy. More and more of the 
work of the Convention is done in the 
joint committees, with members selected 


have a 


jointly and not specifically representing 
either parent organizations, and less and 
less in the executive committee and in 
the standing committees. 

“A re-examination in this regard 
would appear to be timely, and if the 
present procedure is what is desired 


then it would appear that there should 
be a facing up to the realities of the 
situation, with abolishment of those 
standing committees of the Convention 
that are no longer required and on which 
membership has become rather mean- 
ingless. 

“Meanwhile, it is suggested that the 
governing bodies give consideration to 
the establishment of some new procedure 
that will preclude joint committees from 
taking any action on a matter of policy 
other than that of recommendation, or 
of reporting any such action taken to 
other than governing bodies. 

“The same procedure could very well 
include a provision for prompt referral 
to the governing bodies of controversial 
questions that are not brought to a vote 
w:thin a reasonable period, or resolved 
by a reasonable majority, except when 
emergency action is required. The gov- 
erning bedies could then determine 
promptly whether any such question 
should be referred to the membership 
for consideration. 

“This should heln to 
vantages of the joint 
at the same time avoid 


preserve the ad- 
committees and 
committee action 


matter 





HARRY J. STEWART 
by rather evenly divided opinions that 
may not represent the thinking of a 


substantial majority of member compa- 
nies. It may also help to prevent a 
deepening of the cleavage in divided 
opinion to the point where it becomes 
irreparable. 

Threat of Inflation 


“The third matter referred to is the 
need for a look at what is being done 
by life insurance companies to combat 
the overwhelming threat of continuing 
inflation. It is my desire to raise the 
question as to wether there should not 
be broader and more effective particina- 


SPECIAL WHOLE LIFE 
for 
PROFIT-SHARING PLANS 


Provident offers the ideal medium for insuring imme- 
diate death benefits under a profit-sharing plan in 
order to take maximum advantage of the favorable 
new estate tax - regulations. 


values first policy year . . 
. Favorable annuity purchase rate guaran- 


tees. Competitive advantages like these, together with 
home office assistance, have made Provident specialists 
in the pension and profit-sharing field among the most 
successful producers in their communities. 


writing . . 


iit 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 








Life Agency Man Available 


Experienced home office agency man, 
who is director of sales for a medium 
sized Eastern company, is now avail- 
able for bigger opportunity. Graduate 
of LIAMA school in agency manage- 
ment; also college and law school. 
Ready to step into home office as 
superintendent of agencies, preferably 
in East. Salary open. Address Box 
2653, The Easte:n Underwriter, 93 
Nassau Street, New York 38, N. Y. 














tion by life insuranc> companies in the 
efforts made to curb further inflation. 

“Efforts that have been made and are 
being made by our companies, through 
the Institute of Life Insurance, are most 
commendable and deserve the utmost 
support. But are the e efforts not rather 
modest and somewhzt inadequate, con- 
sidering the vast size of our business, 
the magnitude of responsibilities to poli- 
cyowners and beneficiaries, and the vital 
imoortance of their success to the fu- 
ture welfare of the nation? 

“Can it be that we h-ve been too much 
concerned with adapting the fundamental 
concepts of our busine’s to the require- 
ments that inflation may impose on fu- 
ture buyers, and not enough concerned 
with discharging the responsibilities of 
stewardship to those who for so many 
years have entrusted their savings and 
financial futures to our care? 

“Can it be that we have been too 
fearful of the possible adverse effect of 
such efforts upon our sales, or of public 
reaction to the readjustments that must 
be made if such efforts are be suc- 
cessful ? 

“Member companies may differ on such 
questions as income taxation and mor- 
tality tables, but surely here is one ques- 
tion upon which all can agree and stand 
shoulder to shoulder, and together put 
forth our best efforts to maintain the 
monetary stability so essential to the 
welfare of our country and the concept 
of our business. Certainly, the invisible 
tax levied by inflation is more insidi- 
ous than any that can be imposed by 
legis‘ation. 
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“The worthwhile suggestion is being J jc 
put forth currently by Holgar Johnson, 


president of the Institute of Life Insur- 
ence, that the fight against inflation and 
for a stable dollar should be a matter of 
national policy. The steps to be taken 
in establishing such a policy have been 
outlined in some detail and are regarded 
as concomitant with the national employ- 
ment policy that is now a commitment 
of government, business and labor. 

“This proposed national policy may 
well arouse great enthusiasm and prove 
to be the focal point around which forces 
can be organized to successfully com- 
bat further inflation. The public under- 
standing so essential to such an under- 
taking requires most effective communi- 
cation and education. None are better 
equipped to undertake and provide the 
leadership for this monumental task than 
are the life insurance companies. 

“May the Convention be among. the 
first to endorse this program and may 
member companies be in the forefront 
of the effort to win the public acceptance 
so necessary to carry it through to a 
successful conclusion.” 


Osborn Gives McCahan 


Lecture on Family Life 
Chicago—Dr, W‘liam Fielding oe 
former professor of sociology at Uni- 
versity of Chicago, delivered this week 
the David McCahan lecture held un- 
der joint auspices of American Life Con- 
vention, the David McCahan Foundation 
and Chicago Chapter of American So- 
ciety of CLU. His theme was the fam- 
ily life in America. 
This lecture series was established as 
a memorial to the late Dr. McCahan 
who was president of American College 


LIFE—ACCIDENT & HEALTH L 
OPENINGS—$12,000—$7,000 
East Pension Consultant $12,000 
Midwest Pension Attorney 11,000 
Midwest Life—A. & H. Systems 
Mor. 0,000 YC! 
Midwest H. Office-Asst. Agcy. Dir. 10,000 ship 
Colorado Life Adminstrative Asst. 9,000 life 
Midwest Group Life Pro. Supv. 8,000 befo 
S. West Life—i. B. M. Supv. 7,800 day. 
East Actuarial Student 7,000 In 
Wide selection of Life—A. & H. openings atior 
available in all sections of the country. parti 
Employers pay part or all service charge dent 
in majority of our listings. Confidential ‘Aller 
handling of all inquiries. Write for HOW both 
WE OPERATE. No obligation to register. ie 
a pu 
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of CLU and professor of insurance of do with 
Wharton School, University of Penn- tality an 
sylvania. ‘ of medic 
“Dr. Osborn said the family tie isf*tomic I 
weakening. If families .handle person-[°emed v 
alities well the result will be happiness a virt 

athers ; 


for all. He estimated that four out 0 
five marriages are happy, but 20% of 
marriages become so unhappy that the 
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family is broken up. Tragedy always ac- 
companies a broken marriage, evel 
though it is outlived and happiness may 
be found in a second marriage. 

When the marriage proves not lasting 
personalities of some children become 
twisted and juvenile delinquency results. 
He thought children should receive from 
parents more knowledge of “the facts 
of life.” Many families do not save fof 
old age, spend money recklessly. O0 
a more optimistic note he thought. the 
quality of family living can be raised for 

all families by research and a procedure 
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“Chicago—An analysis of the relation- 
ship of the lawyer and the actuary in a 
life insurance company was presented 
before the Legal Section of ALC Tues- 
day. : 

4 a paper, “Functions of and Coordin- 
ation Between Actuarial and Law De- 
partments,” Dwight Brooke, vice pres- 
ident and general counsel, and Harold 


Allen, second vice president and actuary, 


both of Bankers Life Co., Des Moines, 
pointed out that law departments have 
a public relations responsibility in guid- 
ing affairs of the company. While the 
corporate lawyer is not responsible for 
the coverage offered, he does have re- 
sponsibility for the form, the wordage 
hand performance of those obliagtions, 

Similarly, product performance is a 
common meeting ground—perhaps there 
is no more important single instrument 
for creating and maintaining good pub- 
lic relations, which has as much to do 
with the faith people generally have in 
life insurance than its willingness and 
ability to fulfill obligations. 

Favorable legislation results from good 
public relations, the authors noted. This 
is an important collaboration between 
lawyers and actuaries in the legislative 
field. Drafting is another important area 
of contact between the two departments, 
including drafting of policies and all of 
the forms used in life insurance. It has 
always been the desire of both depart- 
kments to clearly express the intent as 
simply as possible; the fine-print criti- 
cism directed at some insurance policies 
is not properly directed to most life in- 
surance policies. 

Avoid Technicalities 

The actuaries and lawyers have long 

recognized that the way to merit public 
confidence is to pay claims. It is wise 
to limit contestability even though this 
results in the payment of some claims 
that would not be paid as a matter of 
traditional law. The same_ philosophy 
is beginning to permeate some of our 
incidental benefits such as double indem- 
nity where restrictions were more com- 
mon in the past. In this connection, as 
well as in others, it is the law depart- 
ment’s function to assess risks. It is the 
lawyer’s duty to advise the actuary of 
the dangers there may be in adopting a 
particular course of conduct or wording, 
but it is also his duty to take the long- 
range view and to avoid unnecessary 
legalistic and technical approaches to a 
given problem. 
The actuary employed by a life insur- 
ance company applies the _ principles 
of probability to the sound financial 
operation of the insurance and pension 
plans sold by this company. He has to 
do with such unknowns as future mor- 
tality and morbidity rates, and the affect 
of medical research, fast automobiles and 
atomic bomb on them. He is also con- 
cerned with interest earnings under con- 
trols virtually unknown in the days of our 
‘athers; and the future expenses of oper- 
‘tion under booms, depressions, inflation 
Pend threats of war. 

Life insurance is a very competitive 
usiness in which the easy road of excess 
Margins for error is closed; accordingly 
Hts apparent that the work of the actu- 
‘ty is far from an exact science. The 
«tuary’s use of his mathematical tools 
ives an erroneous appearance of exact- 
‘ess to his co-workers in other fields. 














he test of a good actuary is his ability 
° avoid the same error himself. Judg- 
Nent and experience are as necessary to 
J€ actuary as to the lawyer, and effec- 
ve cooperation between them is abso- 
utely necessary to the sound conduct 
M4 the life insurance business, 

0 determine the extent of effective- 
'éss and harmony that exists between 
awyers and actuaries, the authors sent 


Lawyer-Actuary Functions Told by 
Dwight Brooke and Harold Allen 


a questionnaire to some 40 life insurance 
companies, and found overwhelming evi- 
dence of effective cooperation. Where 
there are common problems and division 


of responsibility (drafting of forms, liai- 
son with state insurance departments), 
unless primary responsibilities are defi- 
nitely fixed, occasions may arise where 
problems are not properly handled. 
Professional Cooperation 
Where professional _ responsibilities 
touch, rather than overlap, both profes- 
sionals cooperate fully in reaching agree- 
able solutions to common problems, or 
they appeal to higher authority. Where 
discord exists it probably stems from 


personality differences. 

Where cooperation is less than per- 
fect, the solution lies in better under- 
standing of the problems involved. Some 
lawyers look upon actuaries as members 
of an exact, scientific profession. Some 
actuaries look upon the law as an exact 
science. Neither assumption is correct, 
the.authors stated; the ultimate solution 
to problems depends on the facts, the 
judgment and the professional opinions 
which are brought into play. 
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Executives today are finding life insurance the 
answer to many tax and business security prob- 
lems. They are buying ever larger amounts to safe- 
guard their families as well. 


Accustomed as they are to quantity discounts in 
business dealings they give strong approval to the 
economy feature in our new “EXECUTIVE 
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Clark Bryan Reviews Litigation 


Chicago—Of the 313 cases digested in 
the Legal Bulletin of ALC during the 
past year, 48.9% were decided favorably 
to the insurance company, according to 
a report presented to the Legal Section 
by C. Clark Bryan, assistant general 
counsel. 

The Legal Bulletin digests recent court 
opinions of interest to life, health and 
accident insurance personnel, including 
digests of cases in other fields, such as 
taxation, labor law, credit insurance, 
bankruptcy, variable annuities, mort- 
gages, trusts and unauthorized insurers. 

Life insurance litigation seems to have 
dropped considerably, Mr. Bryan report- 
ed, whereas accident and health litiga- 
tion has increased with the tremendous 
growth of that type of insurance. Last 
year there were 110 A. & H. cases di- 
gested, compared with 90 a year ago 
and 34 ten years before that. 

In 1958 the Supreme Court “wasted 
little breath, time or effort in putting 
to bed the claim of the Federal Trade 
Commission that it had jurisdiction over 
advertising and health insurance compa- 
nies operating in interstate commerce 
through the agency system. The court 
said that an examination of the Mc- 
Carran Act and its legislative history 
establishes that the act withdrew from 
the FTC the authority to regulate insur- 
ers’ advertising practices in those states 
which are regulating those practices 
under their own laws,” Mr. Bryan said. 

In the field of variable annuity con- 
tracts, the Securities rege A Commis- 
sion suffered as serious a defeat as the 
FTC in the advertising cases, he contin- 
ued. The SEC with the aid of the Na- 
tional Association of Securities Dealers, 
sought to enjoin the Variable Annuity 
Life Insurance Co. of America and the 
Equity Annuity Life Insurance Co. from 
selling variable annuity contracts un- 
less registered with the SEC in accord- 
ance with the Securities Act of 1933, and 
unless the companies complied with the 
Investment Company Act of 1940. The 
Court of Appeals for the District of 
Columbia Circuit affirmed judgment for 
the insurer, and the case is now on ap- 
peal to the Supreme Court. 


Pre-Authorized Check Case 


A case of considerable import to many 
companies using pre-authorized check 
plans was decided last year by the 
Fourth Judicial District Court of Utah. 
The bank was held liable for the face 
amount of a life insurance policy which 
the insurer claimed had lapsed for non- 
payment of premiums. Apparently the 
bank had lost or misplaced the insured’s 
authorization through carelessness. The 
case is now on appeal to the Supreme 
Court of Utah. Banks have begun ques- 
tioning all pre-authorized check plans 
even though the joint committee of the 
insurance business on this subject issued 
a public statement distinguishing the 
draft plan in this case from the more 
common check plans now in existence. 
Not until the Supreme Court of Utah 
speaks will we know whether a “save 
harmless” agreement may be void for 
lack of consideration. 

Mr. Bryan reported on a case of Rus- 
sian roulette, in which a young man 
killed himself. There were two policies, 
an Ordinary life policy which excluded 
death “occurred by his own hand or 
act”; and an accident policy. The court 
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reasoned that the insured was not in 
such a mental state that he deliberately 
killed himself, and judgment was affirmed 
on the Ordinary policy for the benefi- 
ciary. As to the accident policy, the 
court stated that since the death was 
not natural it follows that it was acci- 
dental. Judgment was for the beneficiary. 

During the year, Mr. Bryan went on, 
several cases involving binding receipts 
were decided. Ambiguity in the language 
of the receipt figured in three cases 


which were decided in favor of the in- 
sured, 

In an unusual case, the original appli- 
cation for insurance was signed while the 
applicant was residing in China, and the 
beneficiary claimed the agent had prom- 
ised a reduction of premium if the in- 
sured should return to the United States. 
The beneficiary claimed that if the re- 
duction of premiums had been made 
there was sufficient reserve to keep the 
insurance in effect past the date of the 
insured’s death. The insurer claimed the 
policy had lapsed for non-payment of 


premium. The New York Court of Ap- 
peals affirmed judgment for the bene- 
ficiary. 


Need To Train Leaders—Virgil Smith 


Chicago—A call to search out young 
people who can eventually assume lead- 
ership in the life insurance business was 
sounded by Virgil H. Smith, president of 
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Every man has his Mt. Everest — and to 
these nine men, Mt. Everest was the C.L.U. 
designation. We are especially proud of these 
new C.L.U.s from the Equitable Life of Iowa. 

To all men who have attained this stature, 
we extend congratulations and our best 
wishes for a most successful career. 
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Chicago 
CAREER OPENING C 
For college graduate with insurance back- 
ground. Claims experience preferred. Some 
travel. Relocate Pittsburgh. Send full C 
resumé to: Box 2652, The Eastern Under- pro 
writer, 93-99 Nassau St., New York 38. : 
Hig 
inv 
clared. “To train individuals to become hig 
such leaders is not an easy task. It is tain 
of such importance that is properlyf gro 
requires a willingness on behalf of top} jnst 
management to devote a reasonable part T 
of their time and attention to the edu- 
cation and development of their suc. J, the 
cessors.” loca 
Mr. Smith felt that the life insurance priv 
companies might do well to go to high} . | 
schools and colleges more often as a _" 
source of leadership personnel. On the 4@™ 
basis of his own observation, he said, J hou: 
there is an apparent lack of interest In 
shown by youngsters in the insurance : 
business, adding that more effort is amet 
needed in counseling young men to seek} Vest 
life insurance as a career. ALC 
“Counselors in high schools and col-f of J 
leges should be fully apprised of the siral 
opportunities afforded in the life insur- Sy 
ance industry. We might well see the eal 
value in establishing scholarship funds | ft 
The need in our business for trained Nc 
and clear thinking actuaries has never} antic 
been greater. The demand for experi- ey 
enced underwriters, medical advisors,§ the | 
legal counsel, is at an all-time high# whet 
The future will make even greater the 
demands upon these professions,” MrB of w 
Smith said. title 
_ Turning to another aspect of the lifef jife , 
insurance business—the relative size off tract 
the various companies—Mr. Smith statedp Hel 
that the business needs both large andf 1], 
small companies. The experience of theB ment 
larger companies serves as a_ beacon; purcl 
the smaller companies are an important} ayth, 
segment of the insurance business—andB 4 ct. 
he went on, “I am persuaded that no Ric 
one is going to squeeze out the smallf auth 
companies. of er 
“As I see it,” he said, “the problem§ to pe 
facing the medium and small-sized com-] The 
panies today is not merely meeting the§”jnter 
challenges, for I feel confident that thesel seek; 
can and will be met. The natural desireB cond, 
to grow will automatically do this. that 
“I do believe most sincerely that wh awar 
must ever keep paramount in our mindf yy 
that our first responsibility, the primaryp occu; 
cause for our existence, the basic force pecoy 
which has enabled us to build the monu-} Nece. 
ments of financial strength which ar! conc} 
ours through the companies we repre$ Jegalj 
sent, is not net costs, nor is it cheaper must 
by-the-dozen policies, nor any of thi tion 
so-called frills. It is the faith and conf- Howe 
dence placed in our hands by the Ametif’ recon 
can people. This trust and confidencef 4 pics 
we must hold ever sacred. It is the§ puja; 
‘pearl of great price’ in our business} of ch 
tion. 
BANKERS LIFE SCHOOL - tl 
Fifty-one salesmen from 31 agencie§ th. r 
of Bankers Life of Des Moines attende tion | 
a recent home office sales training school with 
The school, first in a series of threeh yoi¢, 
was under the supervision of Directof ay. -¢ 
of Training Schools Roy A. Frowick. § fife ¢, 
the cc 
lord-t 
Woodward, Ryan, 
e 
Sharp & Davis} ,,’.' 
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55 BROADWAY, NEW YORK 6 J ls 
Telephone HAnover 2-5840 Siler 
chase 
not n 
O’TOOLE ASSOCIATES f ;,." 
uyer 
Incorporated marke 
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Insurance Companies Nation 
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220-02 Hempstead Avenue the te 
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back- 
Some “she ss 
full Chicago—The enormous road-building 
nder- program contemplated by the Federal Aid 
| AE Highway Acts of 1956 and 1958, which 
———'— involve contruction of 41,000 miles of 
becon highways over a 13-year period, is cer- 
- It ish tain to have a substantial effect on the 
roperly— growing real estate investments of life 
of top— insurance companies. 
a Le There will be a similar effect during 
ir sue-f, the same period, as Federal, state and 
local authorities acquire more and more 
surance f private property for public purposes, 
“ high such as post offices, schools, hospitals, 
as a ogee ° . 
On the dams, utilities, airports, parking lots and 
e said, J housing. 
nterest In making these statements about 
fort “B eminent domain and life company in- 
is : 
to seek} vestments before the Legal Section of 
ALC, Churchill Rodgers, general counsel 
nd col-f of Metropolitan Life, said that the de- 
of the sirability of contracting parties consider- 
_Ansur-# ing and including in the purchase con- 
see the} tract provisions governing possible con- 
. funds} demnation, is apparent. . 
trained Normally, a life company desires the 
> never} option to rescind the contract and 
exper recover its deposit and all expenses in 
dvisors,f the event of condemnation proceedings, 
E high whether they are begun before or after 
greater the contracting signing, and regardless 
.” Mr.f of whether the condemner has acquired 
.. | title by the closing date. As seller, the 
the life jife company normally seeks a firm con- 
size O'f tract wherein the purchaser assumes all 
. stated® risk of condemnation. 
ge andf [ny acquisitions for urban redevelop- 
- of the ment, the life company may contract to 
beacon'f purchase property for a condemning 
iportam® authority for housing construction under 
sS—an’e a state redevelopment law. Such laws, 
that ney directed at the cure of urban blight, 
e smallf authorize governmental use of the power 
of eminent domain to acquire properties 
problem§ to be conveyed to the private developer. 
ed com- _The life company becomes a party with 
ing the interest with the condemning authority, 
at thest# seeking to uphold the legality of the 
1 desir¢§ condemnation proceedings and concerned 
MS. that the amount of the condemnation 
that WH awards are not excessive. 
J minds Where a life company owns and 
primary} occupies properties, these properties may 
ic forcel become the subject of condemnation. 
> monu} Necessary appearances must be made, 
ich ar conclusions must be drawn regarding the 
+ repres legality of the taking, evidence of value 
nee must be accumulated and full participa- 
of 4 tion in the proceeding must be had. 
d cont# However, a life company might not be 
Amett- recompensed for such factors as loss of 
ache? a historic company address or a symbolic 
is th building style, or for the inconvenience 
isiness.?, of changing its business to a new loca- 
tion, 
L In its housing developments and other 
“ company-managed investment properties, 
aoe the life company encounters condemna- 
acer “fT tion problems posed by its relationship 
, with third parties. Two things are in- 
ft “om volved: how a possible condemnation 
ae award will be apportioned between the 
WICK, life company and tenant; and what effect 
the condemnation will have on the land- 
lord-tenant relationship. 
3 Sale-Leaseback Situation 
avis _A typical pattern for income-produc- 
ing real property investments is the sale- 
leascback, where the life company ac- 
K 6 quires property and simultaneously leases 
> #' it back to the vendor, who operates it 


TES 





under a long-term lease. Since the pur- 
chase price in a_ sale-leaseback does 
not necessarily reflect the price that 
would be negotiated between a willing 
buyer and a willing seller in an open 
Market, it is obvious that a lease which 
Provided for termination upon condem- 
nation and for all awards to be retained 
‘ by the landlord, could severely penalize 
the tenant if condemnation should occur. 
t is customary, therefore, to tailor the 
lease provisions so that any award would 


| Churchill RodgersOn Eminent Domain 


be apportioned between landlord and 
tenant to reflect their respective invest- 
ments in the property. 

If a life company purchases or erects 
a substantial building on ground leased 
from another, it is essential that its 
interest in the building be protected 
should condemnation occur. The award 
should accurately reflect the value of 
the tenant’s interest in the building. 

Condemnation’s greatest impact on life 
company investments has been, and may 
be expected to be, in the real estate 
mortgage area. Under state law, decisions 
have been in accord with the proposition 
that mortgage debts may be satisfied out 
of the condemnation award when mort- 
gaged property is taken or damdged to 
as to impair the mortgagee’s security, 
provided that the mortgagee takes all 
necessary precaution to enforce his 
rights. 

Many life company residential mort- 
gage loans are insured or guaranteed, as 
the case may be, by FHA or VA. Neither 
law nor regulations expressly mention 
the subject of condemnation or its im- 
pact on investors’ rights. VA regulations, 
as they have been interpreted, place a 


severe burden on the lender in condem- 
nation and other legal proceedings; 
failure to observe the applicable require- 
ments can, after foreclosure, result in 
a reduction or loss of the VA’s guaranty. 
Fortunately, the position has been taken 
by the VA that there will be no diminu- 
tion of the guaranty if the lender’s 
default does not result in any loss to 
the guarantor. The FHA has indicated 
that the risk involved in a condemna- 
tion proceeding is not assumed by the 
Commissioner but rather rests with the 
lender. The life company, according to 
FHA view which are not necessarily 
shared by lenders, must take all neces- 
sary steps to insure that the amount of 
any award is adequate compensation for 
the property taken, such adequacy to 
be determined, perhaps, with hindsight 
by the FHA. 
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Disclosure Act Background by Shield 


Chicago—The Welfare and Pensions 
Plans Disclosure Act was passed by last 
Congress as culmination of five years 
of Congressional study and legislative 
work. It was enacted as result of ex- 
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... here are five main reasons 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
esult: 


personal and business life. 
the 


quality policies for all of 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 

3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a_ satisfactory level. Result: 
establishment in business without 


indebtedness! 
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4. Group sales: Monarch men can 
offer group insurance as well as 
pene PORN AM, som disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a management training program 
that is working! 


ae 


Want more details on why | 

| Monarch men get further 

| faster? | 
Write to our Dept. PR-4. 


INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 


posure of flagrant abuses in the field 
of welfare and pensions funds. Un- 
fortunately, the new law would give to 
the Secretary of Labor wide regulatory 
powers and a much larger measure of 
regulation in such fields as life insur- 
ance, Group insurance and_ pensions. 
Attitude of the companies is to help 
make it work by not being too technical 
or increasing the power of Government 
agency regulation. 

In commenting on this law W. Lee 
Shield, associate general counsel, ALC, 
said: “The men in the House of Repre- 
sentatives who authorized this bill were 
dedicated to the philosophy that the 
reporting of this information on employe 
benefits should be a direct employer- 
employe relationship without any inter- 
ference of the Federal Governmental 
agency. This was the reason for limit- 
ing any regulatory or enforcement 
powers for the Secretary of Labor, a 
philosophy which we heartily supported. 

“The price which we must pay for 
this approach is to assume responsibility 
for interpreting the law and making the 
reports required therein without running 
to the Secretary of Labor for views on 
how these things should be done. Tra- 
ditionally, the life insurance business 
has opposed Federal regulation. This 
new law was purposely designed to avoid 
Federal regulation in this area so widely 
served by us. The law undoubtedly has 
its shortcomings. Nevertheless, if we 
do not make it work, then Federal regu- 
lation of Group insurance and pension 
business will very quickly become an 
accomplished fact.” 





NALU Moves October 31 


National Association of Life Under- 
writers will move its headquarters on 
October 31 from 1800 H St., N.W., to 
610 13th St. N.W., about two blocks 
east of the White House. This is an- 
nounced by NALU Managing Director 
Lester O. Schriver. Also moving to the 
new address will be NALU’s monthly 
magazine Life Association News and the 
General Agents and Managers Confer- 
ence of NALU. There will be no change 
in telephone numbers. 

The move will put NALU nearer the 
center of the Washington business dis- 
trict and also nearer the Capitol, Con- 
gressional office buildings, and numerous 
government administrative agencies. 

“We probably shall stay at the 13th 
St. address two years, during which 
time we have every reason to hope that 
NALU will build or buy a new perma- 
nent headquarters office building,” said 
Mr. Schriver. 





CITIZENS NAMES ROSENBERG 

Citizens Life of New York has ap- 
pointed Arthur Rosenberg, Brooklyn, as 
a general agent of the company. Albert I. 
Dub, of the Rosenberg Agency, has been 
appointed associate general agent. 
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Compensation Restrictions Handicap 


To Companies, Says Daniel Cavanaugh 


Chicago—A review of state laws which 
regulate the methods of compensation 
for insurance company employes was 
presented by Daniel P. Cavanaugh, as- 
sistant general counsel, Aetna Life, to 
the Legal Section of ALC. 

Making it clear that he was expressing 
his personal opinion and was not speak- 
ing for his company, Mr. Cavanaugh 
pointed out that the restrictions enacted 
many years ago have become outmoded 
in the light of modern business practices 
and are making it increasingly difficult 
for life insurance companies “to apply 
to the manpower of the business the 
same ingenuity and the same adaptability 
to changing conditions that they have 
applied in meeting other needs of the 
business.” 

Among the restrictions still on the 
books in some states are laws that pro- 
hibit payment of pensions, bonuses, de- 
ferred compensation and also the use of 
stock option plans. The legislation gov- 
erning these pay plans stemmed from 
recommendations drafted more than 50 
years ago for regulating the life insur- 
ance industry. 

Tracing the history of the restrictive 
statutes, Mr. Cavanaugh stated that at 
the time the proposals were advanced, 
“nearly two-thirds of the states rejected 
the idea of interfering with the reason- 
able discretion of company management 
in the matter of compensation plans for 
their employes. 

“Seven of the original states which 
adopted the laws now have repealed all 
of the restrictive legislation. One state 
has not changed its statute since it was 
enacted 50 years ago. Consequently, 
salaried employes of domestic life insur- 
ance companies in that state cannot even 
be paid pensions on retirement, if the 
pensions are to extend over a longer 
period than five years. 

“In the laws of the ten other states 
which still retain some residue of the 
orginal statutes you will see pay restric- 
tions which seem equally strange and 
out-of-place in the present-day business 
world.” 

The report suggested that the statu- 
tory restrictions are a major factor in 
explaining why insurance companies 
have not made more use of the modern 
pay plans adopted by other industries. 


How Companies’ Hands Are Tied 


“Life insurance companies, in states 
where they are handicapped by these 
restrictive statutes — and this includes 
many of the older and larger life insur- 
ance companies—of course have their 
hands tied. And since there is a tend- 
ency toward similarity in compensation 
afrangements among companies of com- 
parable size within a particular industry 
it is not surprising to find that so many 
life insurance companies in other states 
have continued to follow the old-fash- 
ioned styles in pay patterns forced by 
law upon the companies in the restrictive 
states,” Mr. Cavanaugh said. 

“Furthermore, the fact: that a particu- 
lar compensation plan has been declared 
by statute to be against the public policy 
of certain states may well cause manage- 
ment of companies in. other states to be 
reluctant to be among the first to experi- 
ment with such a plan, even though 
counsel may give assurance that there 
are no insurmountable legal obstacles. 
Life insurance companies in all states 
are ever conscious of the fact that they 
must be prepared to justify their com- 
pensation practices to governmental au- 
thorities, the general public and to their 
own policyholders, shareholders’ and 
employes, in terms of logical policies 
that are consistent with the public in- 
terest. Consequently when even a few 
states of commercial importance have 
by law declared that certain compensa- 


tion practices are inconsistent with the 
public interest in those states such 
laws, however unsound they may be, are 
likely to cast extremely long shadows— 
shadows that extend to the minds of 
men in many other states. 

“If our life insurance companies are 
to make any real progess in developing 
competitive employment practices—prac- 
tices which will be effective instruments 
for recruiting, holding and appropriately 
motivating the management talent re- 
quired by their business—it is essential 
that these statutory impediments be re- 
moved. Their removal would do more 
to stimulate constructive thought and 
action in this area than almost any- 
thing that can be imagined. 

“There may be some who have the 
idea that if these compensation restric- 
tions in the state insurance laws were 
repealed the repeal might be construed 
as unbrindled sanction for fantastic 
salaries and other unrealistic compensa- 
tion schemes. If anyone does. have that 
idea, it is unwarranted. Such a mistaken 
impression could only come _ about 
through crediting these restrictions in 
the insurance statutes with an exagger- 
ated degree of importance in the control 
of unsound employment practices. It 
overlooks other more practical and more 
effective checks and controls which 
presently exist, and which would con- 
tinue to exist, even if the statutes in 
question were to be repealed. 

“Actually, if these restrictive provi- 
sions in the insurance laws of a few 
states were the only check on the em- 
ployment practices of life insurance com- 
panies, one would not have to strain 
his imagination to picture a number of 
unsound employment schemes, including 
the payment of unreasonable salaries, 


that would not be covered by such 
statutes. 
“On the other hand, one can also 


think of a number of perfectly sound 
and reasonable employment arrange- 
ments that are prohibited or unduly re- 
stricted by some of these statutes. This 
includes incentive bonuses designed to 
spur performance and to provide no 
more than reasonable rewards for serv- 
ices rendered. It also includes deferred 
pay agreements, profit-sharing plans, 
thrift plans and stock option plans, if 
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as a compensation plan. Generally each 
of these plans is just as economical from 
the standpoint of cost to the company 
and just as reasonable from the stand- 
point of compensation to the individual 
as though the amount put into the plan 
by the company for the individual’s 
benefit had been included in his current 
salary. Why, then, should the state 
attempt to interfere with the use of such 
plans? Such interference, as contained 
in present statutes, is of little if any 
value as a deterrent to unsound practices. 
It serves only to hamper those who 
should be free to apply to the manpower 
problems of the life insurance business 
the same ingenuity and the same adapt- 
ability to changing conditions that they 
have applied in meeting other needs of 
the business. 


Publicity More Effective Than 


Restriction 


“If statutory controls are to be 
credited in any way with the fact that 
life insurance companies have, on the 
whole, been reasonably free from criti- 
cism about their employment and pay 
practices, since the Armstrong Investi- 
gation, I believe it will be found that 
credit must be given not to these re- 
strictive statutes in force in a few states 
but to the publicity requirements in the 
statutes and regulations of all the states. 


“Publicity, rather than regulation of 
details, was Charles Evans Hughes sug- 
gested as an effective control. He wrote 
in the Armstrong Report that it would 
be ‘utterly impractical to attempt to pre- 
scribe deails in regard to expenditures 
of insurance companies.’ He also said 
that ‘the legislature should aim to per- 
mit freedom of management subject to 
general regulations and complete pub- 
licity.’ 
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requirements had been in effect prior to 
the Armstrong Investigation it is prob- 
able that most of the abuses disclosed 
would not have taken place. There never 
would have been any reason in the first 
place for the state legislature to attempt 
to regulate the details of life insurance 
company pay practices. 

“Under the present insurance laws the 
state insurance departments do have the 
power to require that life insurance 
companies give adequate information in 
their annual statements about their 
compensation practices. Given _ such 
publicity their practices will be judged 
in the court of public opinion by a jury 
composed of supervisory officials, policy- 
holders, stockholders, competitors, the 
general public and even Internal Revenue 
Agents. The prospect of such a trial is 
the best possible deterrent to those who 
may be tempted to abuse their positions 
in management. That apparently is the 
conclusion of those who drafted and ol 
those who have been charged with the 
responsibility of keeping up to date the 
Securities Exchange Act—the most far- 
reaching piece of legislation ever r adopted 
in this country to protect those who 11 
vest in publicly owned enterprises. 

experience has proven that com- 
pulsory publicity, rather than attempted 
regulation of details, is the answer 1 
the case of all the great industries 0! 
this country whose securities are regu 
lated by the Securities Exchange Act, 
why shouldn’t that experience be applied 
to the life insurance business.” 








JOINS E. C. JAHN AGENCY 

Peter J. Kopatz joined the Edward C 
Jahn agency of Connecticut Mutual P 
Newark as agency _ supervisor. 
Kopatz goes to Connecticut Mutual 
after a wide and varied experience i 
real estate and the life insurance bust 
ness. 
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Northington Weighs Regulation Threats 


Chicago— The dynamic qualities in- 


are demon- 


herent in state government 
strated by the success of state regula- 
tion of insurance, the president ot 


National Association of Insurance Com- 
missioners, Arch E. Northington, Ten- 
nessee Commissioner, told ALC. 

Continued existence and increased 
strength of state regulation “in these 
times which have been a trend toward 
centralized authority proof that local 
government can be fully sufficient to 
cope with the complexities of current 
business practice,” Mr. Northington 
said. 

“One of the most remarkable features 
of insurance regulations has been the 
almost complete lack of political bias 
in administration of the insurance laws 
In my experience in the National Asso- 


is 


ciation of Insurance Commissioners I 
have never been aware of a difference 
of opinion arising between commission- 
ers because of their political back- 


ground. « 
“This serves to strengthen my convic- 


tion that the theory of state insurance 
regulation is sound, and that it tran- 
scends party affiliation. Certainly any 


system which can meet such a rigid test 
merits the encouragement and approvi al 
of all the citizens of this gree it country. 

Mr. Nerthington said that every Insur- 
ance Commissioner in the nation faces 
the problem of securing and maintaining 
a department adequately staffed with 
competent personnel. 

“It will be of little avail to enact 
many and detailed statutes providing 
broad authority if our departments are 
not manned by capable personnel. It is 
highly important that studious attention 
be given to the question of enabling 
insurance departments to receive their 
fair share of the very substantial reve- 
nue derived from premium taxes paid 
annually to the states by policyholders 
through the medium of insurance com- 
panies,” he _ said. 

“A high level of salaries for Insur- 
ance Commissioners well as staff 
members would attract topflight men to 
these important jobs, and do much to 
encourage dedicated commissioners and 
department personnel to rem uin in their 
present positions and give the public the 
continuing benefit of the knowledge and 
experience they have gained.” 

Mr. Northington noted that since the 
passage of the McCarren Act, which per- 
mitted the states to continue their regu- 
lation of insurance, development of model 
legislation was needed to fill any sup- 
posed gaps in the regulatory pattern of 
the states. In the past dozen years 
practically all of the states have passed 
the series of recommended model bills 
which NAIC has adopted. 

One of these model statutes, the Fair 
Trade Practices Act, developed by 
NAIC and passed by various jurisdic- 
tions, with the aid and support of ALC 
and other trade organizations, has proved 
a successful barrier to attempts by the 
Federal Trade Commissioner to extend 
its jurisdiction into the field of accident 
and health insurance advertising. 

Mr. Northington said that the past two 
or three years have seen increased ac- 
tivity on the part of insurance depart- 
ments and the NAIC in several areas 
which could have serious implications 
for the life insurance business. Any one 
of these could develop into the opening 
wedge by some branch of the Federal 
government into the regulation of the 
life insurance business. Some time ago, 
he recalled, NAIC recommended to the 
states model legislation for disclosure 
and regulation of union welfare funds; 
and last year a. Code of Ethics with re- 
spect to the operation of these funds was 
approved by NAIC. 

“The passage of the Welfare and Pen- 
sion Plans Disclosure Act by Congress a 
few weeks ago climaxed investigations 
by the Senate and House conducted over 


as 
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the past several years,” Mr. Northington Chicago—The Canadian banking sys- 


said. “Although this act may appear in- tem is the same one that Alexander 
nocuous at first glance, being confined to Hamilton devised, and although it was 
disclosure alone and not casting any discontinued in the U. S. in 1811. Cz 

Federal agency into the role of admin- : co giabese ee Ket sewed 
istrator, many informed people believe dian banks are still based on Hamilton’s 
that it could presage a move toward Bank of the United States, according to 


John S. Proctor, president of Imperial 


Federal regulation of Group life insur- 
Bank of Canada, speaking at the A.L.C. 


” 
ance. 
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The unique flexibility of the modern Guardian contracts 
gives them built-in sales appeal. Only with Guardian 
can you offer your prospects all these advantages: 


® Guaranteed right to change all Life and Endow- 


ment Policies on an original-age basis to higher or 
lower premiums. 


A choice of four retirement ages on Life Endow- 
ment Income (55 - 60-65 or 70) with the option of 
changing Retirement Age at any time up to 70. 


The right of any type of owner (natural person, 
corporation, partnership, or trustee) to elect op- 
tion settlements to be paid to any type of payee. 


The right to divide proceeds and have the various 
parts placed under different options running con- 
currently or successively. 


Where owner is beneficiary, the right to designate 
a new beneficiary within 90 days of the insured’s 


death, 


All these provisions —and many more — make Guardian 
policies among the most flexible, modern, and salable in the 
industry. For full information, call your nearest Guardian 
Manager, or write... 


The GUARDIAN Life Insurance Company 
OF AMERICA 
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50 UNION SQUARE, NEW YORK 3, N.Y. 


Meet ing At 
J. S. Proctor On Canadian Banking 
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annual meeting. Mr. Proctor noted tha 
Canadian banking requirements are filled 
by nine banks with networks of branches 
There is a branch bank for every 3,74 
Canadians, giving Canada the heavies 
concentration of banking facilities jp 
relation to population of any country 
in the world. In Great Britain the com. 
parable figure is one for every 4,000 and 
in the United States, one bank (includ- 
ing unit banks and branches) for every 
8,200. 

The heavy concentration of banking 
facilities came about through competition 
among banks, competition for deposits, 
loans and revenue, and the desire of 
bankers to serve Canada and the Cana- 


dian people, Mr. Proctor said. 

en ; ; 
_ “That is why there is a branch bank 
inside the Arctic Circle and_ several 


others deep within Canada’s far north— 
all serviced by air,” he added. 

The determination to provide services 
that people want, at a price they are 


prepared to pay, has paid off, Mr. Proctor p 
ea 


said. The latest figure for the total 9 “* 
number of deposit accounts for all banks we ky 
is approximately 11 million and for per- vite 
sonal savings accounts, 9,229,000. That <i r 
means a bank account for practically} Gd 
every adult enema in. ane 
Pater dae li , tional 
nder the Canadian constitution, legis- Mr 
lative control of banks and banking rests ee, ; 
with the federal authority. The result aloe 
Ce << 
is that one basic law, the Bank Act, consu 
. ° . e ( 
governs banking in every section of the ato 
country, making for uniformity and aor 
simplicity. ar 
uating 





In effect, the Bank Act is taken apart The 
and put together every 10 years, involy- hin cs 
ing searching public inquiry by a com- song ; 
mittee of the House of Commons, with Prude 
evidence from the central bank, the iat 
government and from bankers, business- dite 
men, economists and other interested] yy, 
parties. In this way, Mr. Proctor said, 





Canadian banking legisl: ition is kept up- 
to-date with the economic changes and 
developments inherent in a young, pro- 
gressive and rich nation. 

The great expansion of banking and 
the remarkable increase in the number 
of people who use Canadian banking 
facilities have posed great problems in 
the executive end of the business. Bank 
staffs have increased from 40,000 in 1947 
to 62,000 in 1957. But still the banks 
are hard-pressed to maintain the high 
standards of service, the accuracy and 
speed that Canadians have come _ to 
expect of the banking system. The total 
number of entries, debit as well as credit, 
made each year in current and savings 
accounts, exceeds 700 million, nearly 
2,800.000 every banking day. In 1949 the 
comparable figure was 375 million, and 
in 1953, 475 million. 

“There were 84,747 shareholders of the 
nine chartered banks in 1957, and of 
those, 65,477 were Canadians owning 
72.09% of the shares,” Mr. Proctor said. 
“The number of shareholders has gone 
up from 64,556 in 1951 and 53,983 in 1946. 

“For all banks in 1957 and for each 
dollar paid in dividends, we paid $5.18 
in interest to depositors; $5.32 to em- 
ployes in salaries; $1.60 to governments 
as taxes and 39¢ to staff pension funds. 
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In those four cost factors alone, for counsel 
every dollar in dividends, we paid out §,, pene 
$12.49.” ie 
nT. 

Davis \ 

COMMONWEALTH LIFE MANAGER |, At 1! 
Homer D. Parker, executive vice pres- Insuran 
ident, Commonwealth Life, announce mal or 
the appointment of William H. Heady, teat ; 





Issuance 
exchang 
Superio 





Jr., as manager of the Mobile, Alabama 
district. : 

Mr. Heady joined the company ™ 
1952 as an agent in the Kentuckiana dis- the two 
trict. He has qualified for membership resit 
in the 1957 Quarter Million Dollar Club ge Lif 
while a member of the St. Matthews #™ent o 
district office. vas con 
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Pearce Shepherd President 
Of Society of Actuaries 
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PEARCE SHEPHERD 


services 

ley are 

Proctor Pearce Shepherd, vice president and 
€ total actuary of The Prudential, was elected 
1 banks president of the Society of Actuaries 
OF Phat at its annual meeting at Cincinnati. Mr. 
- / Math shepherd succeeds Henry F. Rood, vice 
ctically president and actuary of Lincoln Na- 


. ftional Life. 
1, legis-F My Shepherd has been engaged in 
ig Tests B ctuarial work for his entire business 
result Feareer, He started with Marcus Gunn, 
ik Act, consulting actuaries in Chicago, while 
of the Rill a student at University of Chicago, 
y andB and continued with that firm after grad- 


uating in 1924. 

















n aparth The following year he joined the North 
involv-B American Reassurance Co. In 1932 he 
a com-Ewas appointed mathematician for The 
s, With B prudential. He was elected vice presi-. 
ik, the Bent and associate actuary in 1947, and 
ISINCSS- Bactuary in 1954. 
erested Mr, Shepherd became a Fellow of the 
or said, Society of Actuaries in 1928 and at the 
ept UP- Hime of his election as president served 
es and on the Society’s board of trustees. He 
g, PTO- His a past president of the Home Office 
Life Underwriters Association. A resi- 
ng andfident of East Orange, N. J., he is a 
vumber Bbréther of Bruce E. Shepherd, execu- 
anking itive vice president of the Life Insur- 
ems \ ance Association of America. 
; yank 
in 1947 _ 
banks 
e high Great Southern Merges 
cy ane 
me © With Superior Ins. Co. 
pee At a recent hearing held in Austin, 
savings the Insurance Commissioner and the At- 
nearly gomney General of the State of Texas 
49 the B¢PProved the acquisition of the Superior 
n. and §/"Surance Co. of Dallas, by Great South- 
s ern Life of Houston. 
of the lle meeting was held to act on an 
ind of PePPlication by Great Southern Life to in- 
swning Bore@se its capital stock to $5,400,000 by 
. oe charter amendment. With Commissioner 
5 gone William Harrison present, his counsel, 
ny 1946. Will Davis, was joined by Dean Davis, 
- each J¢Presenting the Attorney General in 
{ $5.18 faring the application. 
oe Representing Great Southern Life 
iments @’Cte President Pat M. Greenwood, Ex- 
funds. Poutive Vice President H. Lewis Rietz, 
e, for S.S. McClendon, Jr., of the company’s 
id out geounsel, and H. C. Avant, assistant secre- 






tary. Acting for Superior were President 
E. Earnest and Secretary Henry 
Davis Yeargan. 

At the conclusion of the hearing, the 
surance Commissioner issued his for- 
mal order approving the increase in 
Great Southern’s capital stock and the 
Issuance of the 40,000 shares created in 
exchange for the total 100,000 shares of 
Superior stock, completing the merger of 
the two companies. 
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ership resident Greenwood, of Great South- 
- Club fen Life, stated no change in manage- 
thews #™ent or personnel for either company 





vas contemplated. 














Homer Wood Discusses 
“Life Insurance—1968” 


ADDRESSES GOTHAM GROUP 





Mutual Of New York Official is First 
In Series of Speakers to Cover 
1958-59 Program Theme 





“The Market for Life Insurance in 
1968,” as affected by population, income, 
mobility, women in the labor force and 
automatic data processing, was discussed 
by Homer G. Wood, assistant to the 
vice president for sales, Mutual Of New 
York, at the October meeting of the 
Gotham Group. Mr. Wood was the first 
in a series of speakers who will cover 
“Life Insurance—1968,” 1958-59 program 
theme of the Greater New York organi- 
zation of life insurance advertising, sales 
promotion and public relations people. 

Population will increase from about 
173 million today to approximately 198 
million in 1968, groups under age 24 and 
over 50 will make up the major. growth 
markets, and there will be population 
shifts by state, from rural to metropoli- 
tan areas and from central cities to the 
suburbs Mr. Wood predicted. This will 


mean an over-all. growth of market 
potential, but will require changes to 
sell more effectively in’ younger and 
older age group markets. Also, the life 
insurance selling career must be made 
more attractive because the 25 to 39 
year age group, its best source of man- 
power, will remain static or shrink 
slightly. 

Growth in disposable personal income 
from about $280 billion today to approxi- 
mately $425 billion in 1968, and con- 
tinuing increase in the percentage of 
families with incomes above $4,000 will 
mean growth in total market. But it will 
be necessary to overcome the lag in 
insurance buying habits of people being 
upgraded economically. And insurance 
purchases will face strong competition 
from tangible purchases in the under 24 
group. Increased mobility in that group 
will pose problems in obtaining policy- 
holder loyalty, getting sales from “old” 
policyholders and efficient location of 
agencies, Mr. Wood pointed out. The 
growth of women in the labor force will 
make it important to develop products 
and salesmanship that will appeal to 
them. 

Mr. Wood anticipated that automatic 
data processing machines would vastly 
increase the amount and nature of sales 
and marketing information. This would 
lead to greater efficiency in such areas 
as location of agencies, cost control, im- 
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Member of the N. Y. C. Insurance Agents Ass'n 





proved identification of the individual 
agent’s markets and heightened effective- 
ness of sales tools, as for example, direct 
mail. 





ELECTED A DIRECTOR 
Arthur Lewis, president, Protective 
Security Life, Los Angeles, announces 
the election of John Golden, vice presi- 


dent and general manager of Western 
Costume Co. of Los Angeles, to the 
board of directors. 














G. WILLIAM CORFIELD 


Pasadena, California 


Dear Don: 


Office. 


A Career 


without a ceiling 


Mr. Donald N. Adamson, Manager 
The Franklin Life Insurance Company 
385 East Green Street, Suite 305 


It was no easy decision for me to resign from a position which had paid me a 
substantial annual salary over several years and to enter into an entirely new field. 
Like most people I wanted security, but I finally made a decision that I did not want 
to settle for security alone. I came to the conclusion that the type of security I really 
wanted for myself and my family, was an opportunity for a career that placed no 
ceiling or limitations on my income. This thought motivated my association with 
The Franklin Life Insurance Company as a member of your agency. 


After looking around and interviewing a number of well-known insurance companies, 
my decision to cast my lot with you and The Franklin Life was due almost entirely 
to the salability of our exclusive merchandise which puts us pretty much beyond the 
range of competition and enables us to serve the public in.a unique manner. 


Each year with Franklin Life, my income has progressed steadily upwards. During 
the first eight months of 1958, I have delivered 174 new contracts. My first year 
commissions alone have exceeded $12,000 for the year to date. I fully anticipate that 
my first year income, exclusive of renewal commissions, will exceed $18,000 at year-end. 


In closing I wish to express my appreciation for the valued cooperation received 
from you, Mr. George A. Landis, our State Manager, and his staff, and our Home 


Sincerely yours, 


G. William Corfield 


An agent cannot long travel at a faster gait than the company he represents! 















The Friendly 


FRANKLIN LI 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 , 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Three Billion Dollars of Insurance in Force 


CHAS. E. BECKER, PRESIDENT 


August 29, 1958 


INSURANCE 
COMPANY 
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HAS MILLION DOLLAR MONTH 


Peter A. Peyser Agency of Mutual Of 
New York Marks Second Anniver- 
sary With Record Production 
The Peter A. Peyser Agency of Mu- 
tual Of New York, with offices in White 
Plains, N. Y., announced its first million 
dollar paid month in September. This 
achievement came on the agency’s second 








PETER A. PEYSER 


anniversary. The Peyser Agency opened 
two years ago, October, 1956, as a scratch 
agency with no brokers and no full- 
time producers. The agency’s growth 
has been consistent and there are now 
11 full-time career men and a select 
number of qualified brokers. In its first 
year, the White Plains Agency led the 
entire company in gain over quota. 

Mr. Peyser entered the life insurance 
business in 1946 as an agent for Man- 
hattan Life and in 1953 became associ- 
ate general agent for the company. He 
was associated with his father, Percy A. 
Peyser, general agent in New York for 
Manhattan Life. 

Mr. Peyser was a member of top pro- 
duction groups for a number of years 
and in 1955 led the entire company 
in premium income. He joined Mutual 
Of New York in February, 1956, is a 
graduate of Colgate University and a 
veteran of four years service with the 
U.S. Infantry during World War II. 
He is active in civic and community 
affairs in Westchester County, where 
he resides, and has served as command- 
ing officer of Company G of the 7lst 
Regiment, New York National Guard. 
He is also active in the local life un- 
derwriters association and is now serving 
as a member of the board of directors. 
Currently he is serving as president of 
PTA in Irvington, N. Y. 





Four Regional Conferences 
of Aetna Regionnaires 


Four regional conferences of Aetna 
Life Corps of Regionnaires, national 


honorary organization of the company’s 
leading producers, have been scheduled 
for 1959. 

Conferences will be held at the Moun- 
tain View House, Whitefield, N. H., June 
11-14; Cavalier Hotel, Virginia Beach, 
Va., June 17-20; Santa Barbara Biltmore 
Hotel, Santa Barbara, Cal., July 6-9, and 
Grand Hotel, Mackinac Island, Mich., 
July 12-15. 





IRVING O. SIMONS DEAD 

Irving O. Simons of Brooklyn, an 
Equitable Society agent, died recently 
at the age of 68. Mr. Simons first 
joined Equitable in 1924 as a member of 
the Dunsmore Agency in New York. 
From 1938 until 1947, he was with the 
Society’s Herman Moss Agency in Cleve- 
land. At the time of his death, he was 
associated with the Wenzlaff Agency in 
New York. 


Life Co. of N. A. Passed 
$100 Million in Force 


SOLD FIRST POLICY SEPT. 5, 1957 





Executive Vice President Zalinski Says 
Goal Is Billion In Force 


In Ten Years 

Philadelphia—Life Insurance Co. of 
North America crossed the $100,000,000 
mark in paid-for life insurance on Sept. 
30, Edmund L. Zalinski, executive vice 
president, told the president and directors 
Oct. 1. As of Sept. 30 the Life Com- 
pany had Group cases totaling $66,859,000 
written and in force. Paid-for Ordinary 


life insurance totaled $33,609,726 from 
3,760 individual policyholders. 

Life Insurance Co. of N. A. sold its 
first policy Sept. 5, 1957. “This is the 
largest amount of business ever paid-for 
by a company in its first year of sales 
operations according to information in 
the 1958 Best’s Life Insurance Reports,” 
Mr. Zalinski said. “This means that we 
are right on schedule to reach our goal 
of one billion dollars of life insurance 
in force in ten years.” 

In the first nine months of 1958 the 
company’s Ordinary department paid for 
$32,300,000, Mr. Zalinski said. New ap- 
plications for life and accident and sick- 
ness policies now exceed 1,200 a month. 
Paid-for annual premiums on all lines 
of business for the first nine months of 
1958 totaled $2,247,000. Premiums on 
individual accident and sickness policies 
are currently running at the rate of 
$300,000 per year. 

Life Insurance Co. of North America 
is licensed to do business in forty-six 
states and the District of Columbia and 
has opened thirty-three service offices 
and eight full-time agencies. 





E. L. Zalinski to Address 
New York Managers Assn. 


Bernard S. Bergen, General Agent, 
Mutual Trust Life, Brooklyn, chairman 
of the planning committee of The Life 
Managers’ Association of Greater New 
York has completed arrangements for 
the Association’s fall educational meeting 
to be held October 16 at 12:00 noon, in 
the Brass Rail, 521 Fifth Avenue, New 
York, it was announced by Association 
President Charles J. Buesing, manager, 
Mutual Of New York. 

Luncheon speaker will be Edmund L. 
Zalinski, CLU, executive vice president 
of Life Insurance Company of North 
America. Mr. Zalinski’s subject will be 
“Let’s Review the Bidding” and will be 
both timely and provocative in view of 
the interest expressed in the “one-stop” 
concept of insurance sales and service. 
Since April, 1957, the guest speaker has 
been engaged in the task of creating a 
major Life insurance company whose 
goal is a billion dollars in force in ten 
years. 

Members may invite their supervisors 
and home office officials to the luncheon. 








For 
United States Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











FREE Desk Space Available 
FOR FIVE BROKERS 


in Beautiful Air-Conditioned Lif 


Agency in exchange for nomi 
amount of Life Production. 


Call 
Il. ARTHUR YANOFF 


202 W. 40th St., N. Y. C. 18° 


LAckawanna 4-4469 











LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 




















Here's PROOF OF PROGRESS 


SUN LIFE service and progressive outlook have enabled us to pass the milestone of 
OVER ONE HALF BILLION DOLLARS OF INSURANCE IN FORCE. 


We invite you to grow with us and share our success. We know the kind of service 
you need to profitably sell life insurance and we are prepared to give it to you. 


These are some of the benefits we offer general agents: 


* Top vested commission with lifetime service fees. 
* Quick sale aids with prompt, effective home office cooperation. 
* Complete kit of attractive non par contracts substandard to 500%. 


Write in confidence to: BERTRAM FRANK, Director of General Agencies 


SUN LIFE INSURANCE COMPANY 


of AMERICA 


103 East Redwood S#., Baltimore 2, Md. 
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Metropolitan Life Leases 
Space at 386 Fourth Ave. 


Metropolitan Life has leased, for a 
term of ten years, the entire air-condi- 
tioned, seventh floor in the 20-story 
modern office building at 386 Fourth 
Avenue, New York, through Helmsley- 
Spear, Inc. The property is owned by 
the Cardiff Corp., Aaron Rabinowitz, 
president. Metropolitan Life is to trans- 
fer departments now housed at other 
locations to the newly acquired space. 





JOINS KENTUCKY DEPARTMENT 

The Kentucky Department of Insur- 
ance announced the appointment of C. 
Russell Loy as assistant director of the 
company and agents division. Mr. Loy 
has been employed with Commonwealth 
Life for the past 12 years. 
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Chief Examiner, Actuary 


Commissioner J. Edwin Larson _ ha’ 
appointed John S. 
examiner and actuary 


Insurance Department to fill the vacancy 


of the Florid? 






Ripandelli as _ chielfi 


agencie 


1951 an 
left by the recent death of C. J. McCanng } 
who had been with the Florida Depart-§nators 
ment 39 years before his death. Adverti 

Mr. Ripandelli is a graduate of Colum-f}ts 25th 
bia College in New York, where hefthrough 
majored in mathematics and mathemati-f'ganiz 
cal statistics. He entered the actuariagthat he 
profession when he joined the consulting sales pr 
firm of Miles M. Dawson & Son shortlyg§stance 
before the outbreak of World War II—Me was 
During the war he served as reconnais- . 
sance officer in the combat engineers. Alway 
After his discharge from the services he§*Pect c 
joined the actuarial department of the puthore 
Jefferson Standard Life, Greensborog”tion” 
N. C., and left there after several year” the 

ment A; 


to join the Florida Insurance Depatt- 
ment. 





Mr. Ripandelli has been serving 


as life actuary and assistant chief exam] utuz 


iner for the past two years in the Depart: 
ment. He is an associate of LOMA and 
a member of the Southeastern Actt- 
aries’ Club, Institute of Mathematica! 
Statistics, Insurance Society of Nev 
York, Disabled American Veterans at! 
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Radiation Safety Committee-Floridi ae 
Nuclear Energy Commission, ant rol 
jfe and 
j Cis a 3 
Mutual Trust Names Davis 

Mutual Trust Life, Chicago, recent DET! 
announced the appointment of Arthv'l At the 
L. Davis as general agent in Waterlooffife Ag 
Iowa. Mr. Davis has been an agent witDetroit 
Occidental Life for the past five yeatsfPlected: 
A graduate of both parts of LUT Fidelity | 


Mr. Davis plans to begin his CLU studieqReeves, 


this fall. He is a graduate of Simps0 
College in Iowa and was with the Arm 
in Korea. 
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Lewis B. Hendershot Dead; 


Sales Promotion Executive 


HENDERSHOT 





LEWIS B. 





Lewis B. Hendershot, 68, former assist- 
ant secretary and director of sales pro- 
motion of Berkshire Life, died unexpect- 
edly September 28 at his home in Pitts- 
field, Mass. Mr. Hendershot had been 
associated with the Berkshire Life for 24 
years when he retired in 1955. 

Mr. Hendershot was born in Rochester, 
N. Y., August 1, 1890. He graduated 
from Cornell University in 1914 with a 
B.S. degree and served with the U. S. 
%. Infantry in Europe during World War 

I. Upon his return from the war he 
sles entered the life insurance business as an 

Bagent in Buffalo for Provident Life and 
rust. In 1923 he joined Connecticut 
reneral as educational director and six 
vears later became associated with Life 
Binsurance Sales Research Bureau. 

Mr. Hendershot joined the Berkshire 
ife in 1931 as home office field super- 
visor and was promoted to manager of 
Bagencies two years later. He was named 
essistant director of agencies in 1943 and 
director of sales promotion and field serv- 
ice in 1945, with responsibility for all 
advertising, promotional and __ training 
activities. He was elected assistant secre- 
tary and director of sales promotion in 
191 and retired with that title in 1955. 

Mr. Hendershot was one of the origi- 
nators and a charter member of the Life 
Advertisers Association, which celebrates 
its 25th anniversary this year. It was 
throuch his many years of work in this 
organization and the awards he received 
that he became known and liked by 
sales promotion people in many life in- 
Surance companies throughout the U. S. 
e was elected president of L.A.A. in 
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Depart: 


Colum- 
iere he 
hemati- 
ctuarial 
nsulting 
shortly 
War Il 
sonnais- . 
gineersp Always interested in the educational 
vices heg*SPect of life insurance, Mr. Hendershot 
of the huthored “Life Insurance Agency Organi- 
snsborog4tion” which is still used as a basic text 
al year” the subject by Life Office Manage- 
Depart gent Association. 
serving 
Deui{vutual Trust Life Names 


MA an W. C. Babecki in Chicago 
=natieal William C. Babecki has been appointed 


f Newgeeteral agent in Chicago for Mutual 
ans ang ust Life. Mr. Babecki has been a 
"Floridieokerage supervisor for Mutual Of New 
ork. He has also served as an assist- 
int brokerage manager for Occidental 
‘fe and as an agent for Ohio National. 
He is a graduate of De Pauw University. 
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DETROIT CASHIERS ELECT 















Arthul At the recent annual meeting of the 
‘aterlo’ tte Agency Cashiers Association of 
ent Wi'Metroit the following officers were 
c year lected : President. Marion S. Mavdav, 
LUT idelity Mutual; vice president. Tohn J. 
| studiefReeves, Manufacturers Life: secretary, 


Simpso 
e Arm) 





illias Pate, New England Life: treas- 
life’ Stanley J. Hirlehey, Manufacturers 





Prudential Anniversary 


Observed at Home Office 


The 83rd anniversary of The Pruden- 
tial is being celebrated today, October 
10, with a traditional buffet luncheon in 
in the home office for area business and 
civic leaders. 

Carrol M. Shanks, president, and other 
Prudential officials are on hand in the 
company’s Washington Street building 


to welcome the more than 800 guests who 
are expected to attend. 

Founded in a basement office on Broad 
Street, in Newark, Prudential has grown 
into one of the country’s largest corpora- 
tions, with offices throughout the United 


States and in Canada and Hawaii. 

The company is now engaged in a 
$20,000,000 building and redevelopment 
project in Newark, focal point of which 
will be a 24-story tower building, set off 


Name E. Douglas Cochran 


E. Douglas Cochran has been named 
manager of the Richmond, Va., agency 
of Pacific Mutual Life. 

Mr. Cochran formerly was assistant 
manager for another major life com- 
pany in Memphis. He is a native of 
Corinth, Miss., and a graduate of Van- 
derbilt University. 

In addition to its agency, Pacific Mu- 
tual maintains a claims office in Rich- 


by landscaped plazas. 
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THE MUTUAL BENEFIT LIFE 











INSURANCE COMPANY, NEWARK NEW JERSEY 


THE MAN FROM 
MUTUAL BENEFIT LIFE 
GETS THE BEST 


Whatever his profession, today’s specialist 
depends more and more upon new and better 
tools of his trade. The life insurance agent, 
for instance, needs increasingly specialized 
training and tools to diagnose a client’s needs 
and plan his future protecticn. 


The Mutual Benefit Life man not only 
enjoys the unique advantage of offering 
Mutual! Benefit Life’s famed True Security 
—he also works with the most comprehen- 
sive sales aids in the life insurance field. 


For example, Mutual Benefit Life provides 
him with: 

Audio-visual presentations, each thor- 

oughly sales-tested before he gets them. 


Merchandising and educational material 
such as the following, designed to reach 
the most lucrative individual prospects: 


a. SELECTIVE GROUP MERCHANDISING— 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 


b. MEDICAL FIELD KIT AND “MD” PLAN— 
Complete guides to the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN— 

Brand new packaging of a dynamic selling 

idea to meet the needs of many businesses 

which find usual employee benefit plans 

inadequate. 
Modern selling aids such as these assure 
the Mutual Benefit Life man of a more 
productive, and rewarding career—a more 
predictable and comfortable future. They 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 


MUTUAL BENEFIT 


The [| FE Insurance Company 
for TRUE SECURITY 
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GEORGE H. GREASON 


The appointments of George H. Greason 
and Patrick K. Cahill, CLU, as agency 
managers of Connecticut General Life in 
New York City were announced in our 
issue last week in connection with the 
retirement as an agency manager of 
Russell E. Larkin. Mr. Greason, who is 
now observing his 25th anniversary year 
in the life insurance business, will head 
the agency at 225 Broadway which will 


be a separate brokerage agency, and 
Mr. Cahill becomes manager of the 
41st Street agency. 


Mr. Greason started in the brokerage 
department of the Clancy D. Connell 
agency of the Provident Mutual Life on 
March 1, 1933. He became head of the 
brokerage department before resigning 
in 1941 to join Connecticut General. 

For years he has been an active com- 
mittee worker in the Life Underwriters 
Association of New York and the Life 
Supervisors Association. He also gives 
generously of his time to the George 
Junior Republic, considered a model 


New Connecticut General Agency Managers 


PATRICK K. CAHILL 


home for under-privileged children, which 


-is located at Freeville, N. Y. Mr. Greason 


is a member of the University.Glee Club 
of New York, Mountain Lakes (N. J.) 
Club where he served on the board of 
governors, and the Mountain Lakes Red 
Cross Chapter. 

Mr. Cahill a graduate of Manhattan 
College with a B.A. degree, joined Con- 
necticut General in 1945. He is a CPA 
and also holds the CLU designation. In 
industry affairs he has served on the 
executive committee of the Life Super- 
visors Association of New York and in 
1954-55 he was a member of the Speakers 
Bureau of the Life Underwriters Asso- 
ciation of the City of New York. 

A resident of Flushing, Long Island, 
Mr. Cahill is also active in civic activi- 
ties. Currently he is serving as a perma- 
nent member of the committee to raise 
funds for school expansion of St. An- 
drew’s R. C. Church in Flushing. He is 
also a member of the Sales Executive 
Club of New York. 





Manufacturers Life Plans 


Increase in Dividends 


Manufacturers Life has announced 
that, effective January 1, there will be an 
increase in the scale of dividends paid to 
policyowners. 

This is the fifth consecutive annual 
increase in dividends and it reflects the 
continuing trend of higher interest earn- 
ings by the Manufacturers Life. Also 
announced is an increase from 34% to 
34%4% of interest to be paid in 1959 
on dividends on deposit and on policy 
proceeds left with the company under 
settlement options subject to surplus in- 
terest. 


Canada Life Supervisor 


Canada Life announces the appoint- 
ment of Thomas A. Mason as branch 
supervisor of the company’s Cleveland 
branch. 

A bomber pilot in the European theater 
in World War II, where he flew 43 
U.S.A.F. missions, Mr. Mason holds a 
Master’s Degree in Business Administra- 
tion from Western Reserve University. 
He has had extensive experience in per- 
sonal and business insurance, pension 
planning and supervisory duties. 

Canada Life’s Cleveland branch, which 
is under Manager Harold Franklin, has 
led Canada Life’s United States organi- 
zation for the past four years. 
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YES, We Have An All New== 


A FAMILY INCOME RIDER TO 65 
($20.00 per Thousand) 


THE EXECUTIVE POLICY 
($15,000 Minimum—First year cash value) 


GUARANTEED RENEWABLE 
(Health & Accident—Hospitalization ) 


BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 1891 


MUTUAL BUILDI 





October 10, 19588 oct 






legis 
pani 


Bpens 











Old in tradition and sense of respon- 
sibility-new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 









LIC Stand On Company Tax 


Life Insurers Conference at a special 
meeting in Atlanta Sept. 23, declared 
its “firm support of the net investment 
income approach along the lines of some 
variation of the Mills Law or some 
other suitable net investment income 
approach” to federal income tax for life 
companies. 

The Conference further declared that 
the total income approach “is neither 
equitable nor workable.” 





Adams and Buchanan Named 
To Head NALU Committees 


Albert C. Adams, Philadelphia, for- 
mer president of the National Associa- 
tion of Life Underwriters, will head the 
1958-59 committee on Social Security, and 
Thomas R. Buchanan, Jr., Washington, 
will be chairman of the committee on 
affairs of veterans and servicemen, it was 





Mrs. Henry Moir Dead 


Mrs. Janet Ballantine Moir, widow of 
Henry Moir, noted actuary who was 
president of the United States Life In- 
surance Co. of New York, died last 
Sunday at her home, 364 Park Street, 
Upper Montclair, N. J. 

Mrs. Moir had been active in behalf 
of the Victoria Home for Aged British 
Men in Ossining, N. Y., and was a men- 
ber of the British Women’s Club of 
Montclair. Her husband died in 1937, 

Surviving are a son, Thomas N., and 
two daughters, the Misses Margaret and 
Janet B. Moir. 





Conn. Mutual Conference 

A record 250 agents and 17 home office 
officials of Connecticut Mutual Life 
will attend the company’s 1958 Leader’ 
Round Table conference at Buck Hil 
Falls, Pa., October 20-22. Guest speaker 
will be Lawrence G. Knecht, noted at: 
torney. His topic is “Jnsurance via 
Estate Planning.” 
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We Welcome Your Inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


MORGAN ©. DOOLITTLE, 7@mestown, N. Y. DOUGLAS S. FELT 
President Agency Vice Pres. 
























announced at NALU headquarters in _Home office speakers will ‘ “Ww 
Washington, D. C. Charles J. Zimmerman, president; Vin- d / 
cent B. Coffin, senior vice president * °U@ 

Raymond W. Simpkin, agency vice pres- oor 

ident; E. A. Starr, assistant agency vice aa 

New Conn. Mutual Agency president, and Paul A. Hoeffer, counsel behes 
Promotion of Everett H. Goodale to rs ere One « 
general agent and opening of a new °41° I hay 
general agency to serve the Sacramento Passes $9 Billion Mark an en 
area was announced by Connecticut Mu- The $9 billion mark of insurance inf arran: 
tual Life. The company, which has been force was passed recently by Lincolnff choicc 
represented in California since 1869, now National Life. James L. Forman of theff which 
has seven general agencies in the state. Glenn G. Lamar agency, which repre-§j durin; 
Two are located in Los Angeles, and sents the company in Birmingham, Ala.ff each 
others are in Long Beach, Oakland, wrote the application which boosted theff on re 
San Diego and San Francisco. The Lincoln National Life over $9 billion oiff contr: 
Sacramento area has been served for insurance in force. In recognition of hisff forwa 
many years by a district office of the part in helping the company pass this amour 
San Francisco agency, of which Mr. milestone, Mr, Forman will receive af of the 
Goodale has been supervisor since 1945. hand-engraved sterling silver bowl. fund. 
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Equity Funding of Pensions Not For 


Life Companies, Says E. C. McDonald 


The proposal before the Massachusetts 
legislature to permit life insurance com- 
panies to provide for equity funding of 


Ppension plans by establishing a separate 


investment account within the company, 
was opposed before the Massachusetts 
Joint Committee on Insurance last week 
by Edwin C. McDonald, vice president, 
Metropolitan Life. He proposed that the 
banks and trust companies handle that 
part of the pension to be funded through 
equities and that the insurance element, 
when benefits are guaranteed, be the 
function of life companies. He also em- 
phasized the “inequitable and discrim- 
inatory tax disadvantage faced by in- 
sured pension plans as compared with 
the non-insured trust arrangements.” He 
added, “At the present time, an insur- 
ance company must pay Federal income 
taxes and in many instances state pre- 
mium taxes as well, from which quali- 
fed non-insured plans are exempt. 
“The apparent underlying purpose of 
Senate 815, Appendix A,” said Mr. Mc- 
Donald, “is to permit life insurance 
companies to provide, within the life in- 
surance business, a mechanism for equity 
funding of pension plans which is now 
provided by the banks. This same idea 
also underlies the suggestion that life 
insurance companies should be authorized 
to write Group variable annuities which 
would likewise be funded by equities. 


Sees Intermingling of Functions 


“As commendable as these proposals 
may appear to be from a competitive 
point of view, it seems to me that they 
all involve an intermingling of functions 
which are properly those of life insur- 
ance companies and those which should 
properly be exercised by banks and trust 
companies. I cannot but believe that in 
the long run it would be better in the 
interests of all concerned—the banks, 
the insurance companies, and most im- 
portantly the public—if these functions 
were kept separate. 

“We have customers who have adopted 
a dual approach under which part of the 
pension funds are invested in equities, 
through the use of a trust arrangement, 
and part are used to provide guaranteed 
benefits through an insured contract. 
One of the happiest arrangements which 
I have witnessed is a plan under which 
an employer who desires equity funding 
arranges for the trust company of his 
choice to handle that part of his fund 
which he wishes to invest in equities 
during the active working lifetime of 
each employe. When the employe goes 
on retirement, the trust company, under 
contractual agreement, is instructed to 
lorward to the insurance company the 
amount required to purchase that part 
of the annuity attributable to the equity 
fund. Some employers feel that this 
keeps each agency in the field in which 
it is a properly recognized authority, 
and in which it has had the most experi- 
ence. It is a reasonable combination of 
obtaining whatever advantages may 
accrue from equity funding, through a 
bank or trust company, and then dis- 
charging completely the liability for a 
lifetime pension through an agency 
whose business it is to deal in life con- 
tingencies. 

“Some of these non-insured plans are 
based on the expectation that investment 
In equities prior to retirement will lower 
the cost to the employer. Others express 
the hope that the equity investments will 
result in increased annuities for em- 
ployes who retire in a period when the 
cost of living has risen and more pen- 
sion is needed. Both of these are, of 
course, worthwhile objectives as far as 
the advance funding is concerned. 


Increasing Importance of Insurance 


“However, the life insurance industry 
has its own specialized role to play in the 
Pension field, and, may I say, I think 
it is one that will become increasingly 
Important as the years go by. We are 


all aware of the tremendous gains in 
longevity in recent years. Heretofore, 
improvements in mortality have been 
greatest at the younger ages. Today, 
however, we appear to be at the point 
where substantial gains may be realized 
at the older ages. Major breakthroughs 
in chemistry and in the study of degen- 
erative diseases apparently are close at 
hand. Such developments will have tre- 
mendous implications in the pension field. 
Due to this impending improvement in 
mortality, there are very real and sub- 
stantial risks in annuities. 

“That is why I say let the banks and 
the trust companies handle the advance 
funding of that part of a pension plan 
which the employers desire to, fund 
through equities—that is their business. 
But when benefits are guaranteed, or 
when an equity pension matures and the 
insurance element enters the picture, we 
in the life insurance business should 
worry about the mortality factor. Let 
us provide the guaranteed protection 
which an individual should have—that 
is our business.” 
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Progressive midtown agency desires ambitious 
BROKERAGE SUPERVISOR. Good opportunity! 
Winter, 
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Sale of VA by Life Companies Not 
In Public Interest, Says Dougherty 


The sale of Variable Annuities by life 
insurance companies would not be in the 
public interest nor in the interest of 
the life insurance business itself, Charles 
G. Dougherty, vice president of Metro- 
politan Life, told the Massachusetts 
Joint Insurance Committee at a hearing 
recently on Senate 815 App. B in Boston. 

“Change, innovation and keen compe- 
tition between the companies have al- 
ways characterized the life insurance 
business,” said Mr. Dougherty. “This 
has been true over the years, and it is 
particularly true today. New forms of 
policies, extended coverages, even new 
methods of paying premiums, to name a 
few, have followed one another in rapid 
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The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “‘good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 

exclusively, we are constantly exposed to impaired risks 

in large numbers and wide degree. This fact has 

produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 

we will reinsure cases rated up to 500% on an automatic 
basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with 


To find cut more about our services, and 
what they might accomplish for your com- 
pany, just write for your free copy of our 
booklet, “Reinsurance Exclusively”. 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
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succession. All of this has been done 
with but one thought in mind—to better 
serve the ever-changing needs of the 
insurance buying public. 


Risk Passed to Purchasers 


“Many of these changes have been in 
unchartered fields where there were no 
well established guideposts, and where 
we could make only intelligent estimates 
as to what the actual experience would 
prove to be. There were risks involved, 
but the risks were ours. At no time did 
we undertake to pass these risks on to 
our customers. Historically, the life in- 
surance companies have assumed the 
risks, even when new forms of insurance 
coverages were devised. But now, for 
the first time, in the proposed variable 
annuity, the life insurance company 
would transfer substantially all of the 
risk to the purchaser. The variable 
annuity is not just another new form 
of insurance contract. We feel that it 
is not insurance at all, but rather specu- 
lation—participation in a common stock 
pool—clothed in the respectability of 
insurance terminology. We feel strongly 
that variable annuities have no proper 
place in the life insurance business. 

“In other words, we are fully aware 
of the value of experimentation and the 
importance of continually developing 
new ideas and coverages. The variable 
annuity, however, is one experiment 
which the life insurance business should 
not undertake. 

“We realize, of course, that under 
certain of the variable annuity proposals, 
including the one now under considera- 
tion, the insurance company is to guar- 
antee mortality and expense. Certainly 
this partakes of the nature of insurance, 
but it does not alter the fact that the 
fundamental risk involved in an arrange- 
ment of this kind is the investment risk, 
and that risk is shifted entirely to the 
purchaser.” 

Mr. Dougherty then discussed the 
economic aspects of the variable annu- 
ity saying that while there had been 
a considerable amount of inflation in 
the past two decades, over the longer 
period there have been stable and even 
declining prices so that inflation is not 
always inevitable. 

“In any event, there is no question but 
that the life insurance companies should 
be in the vanguard of the fight against 
inflation,” he continued. “We have the 
greatest stake of any thrift institution 
I know of in the stability of the Ameri- 
can dollar. It is the people of limited 
means who are hurt most by inflation, 
and it is these same people who make 
up the bulk of our more than 100 million 
policyholders. We do not accept the 
theory that we are faced with inevitable 
inflation, whether of the creeping, run- 
ning or galloping variety. We have more 
confidence in the judgment of the 
American people when they see clearly 
the issues involved.” 

Touching on the matter of stock owner- 
ship involved in variable annuities Mr. 
Dougherty said: 

“The ownership of common stock 
means part ownership of the company 
issuing the stock, and it carries with it 
a voice in management. I am told that 
it need not be a very large percentage 
to carry with it an element of control. 
I do not believe it would be in the public 
interest, and I hope you will agree, for 
life insurance companies to _ control 
American industry or any segment of 
industry—or even to put themselves in 
the position where they might be ac- 
cused of such control.” 
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LIFE INSURANCE AND 
CHANGING FAMILY STATUS 


The changing complexion of the Amer- 
ican family from large-scale, interlocking 
self-sufficiency to small-scale, isolated 
self-dependence has created a great need 
for life insurance and probably more 
than any other single factor has brought 
about the tremendous expansion of life 
insurance ownership in recent times, it 
was pointed out this week by Holgar J. 
Johnson, president of the Institute of 
Life Insurance, in a thought-provoking 
discussion before the American Life 
Convention at Chicago. 

The acceleration in the rate of growth 
of life insurance over the past two cen- 
turies has paralleled the increased 
change of pace in the family, with the 
tempo reaching an unprecedented pace 
in the past decade or so. No longer able 
to lean on one another in times of stress, 
members of modern families have sensed 
the need for individually created, ade- 
quate protection with which to make 
their future financially secure. To ac- 
complish this they have turned to life 
insurance, especially in the past decade, 
as the pace of the family change has 
accelerated and the impact of these 
changes has been aggravated. 

There still lingers with many modern 
family groups, Mr. Johnson pointed out, 
a strong wish for family status, even 
though it has become harder to attain 
or maintain. Life insurance has helped 
by providing the economic means of 
holding the family together and thus 
permitting the time element necessary 
for building family tradition. 

Many facets of family change of the 
century have had a reciprocal relation- 
ship with life insurance. The increased 
frequency — even dependency — on two- 
family incomes from dual employment 

within a single family, with nearly one- 
fourth of our families now having both 
husband and wife at work, has done 
much to extend the concept of economic 
value of the individual to women as well 
as men, 

The concept also applied in families 
where the man is still the only income 
producer, Mr, Johnson added. Today 
the housewife as well as the working 
woman has a very considerable economic 


value, and billions of dollars. of life in- 


surance are now owned as a protection 
of this value. This very concept has no 
doubt contributed to the marketing of 
such a policy as the Family Plan, which 
insures all members of the family under 
a single contract. 

Life insurance has a responsibility to 
keep current, even ahead of changes, 
Mr. Johnson said, and this repre- 
sents a challenge to life insurance man- 
agement. He cautioned against the haz- 
ard of ever thinking that “we have met 
all our problems and can settle down to 
the present program. 

“It is necessary for us,” he said, “from 
the standpoint of good business, to be 
ever alert to these basic changes in fam- 
ily relationships. From this close ob- 
servation, we should be able to make 
life insurance of even greater value to 
tomorrow’s families than it is today.” 





Benjamin B. K-:ndrick, assistant di- 
rector of research of Life Insurance 
Assn. of America, last week addressed 
the national conference on _ individual 
planning for retirement sponsored by the 
Chamber of Commerce of the U. S. at 
Chicago on the role of Social Security. 

x * * 


Lambert G. Aloisi, general agent for 
Postal Life, was honored recently with 
a luncheon for setting a new record in 
paid-for business as a first year agency 
with the company. The luncheon was 
held in Centerport, Long Island, and 
was presided over by Donald L. Smith, 
director of agencies for Postal Life. 

* * * 


William L. Lampe has been appointed 
state agent in Pennsylvania by the At- 
lantic Companies (Atlantic Mutual and 
Centennial). His entire career has been 
in insurance beginning in a Harrisburg 
agency after graduation from Duke Uni- 
versity. He joined Atlantic in a field 
office in May, 1948, and subsequently 
spent three years in the production de- 
partment of the New York home office. 
For the past five years he has been 
attached to Atlantic’s Philadelphia branch 
office as a special agent in central Penn- 
sylvania. 

* ok  * 

Paul F. Clark, chairman of the board 
of directors of the John Hancock, has 
been appointed Massachusetts State 
chairman for United Nations Day on 
October 24. Mr. Clark will present a 
United Nations Day Award to Governor 
Foster Furcolo in the Hall of Flags, 
State House, Boston, and will deliver 
a short address commemorating the oc- 
casion. 


W. L. Hapey, Vice President-Secretary 
W. L. Ciapp, Vice President-Advertising 
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MELVILLE P. DICKENSON 


Melville P. Dickenson, senior vice 
president of Equitable Life Assurance 
Society, has agreed to serve as chairman 
of the Business and Professions Division 
of the New York Arthritis and Rheuma- 
tism Foundation, it was announced by 

4 . Bransome, campaign chairman. 
Mr. Dickenson said that the Foundation’s 
campaign goal is $1,000,000. Stressing the 
need for support of the Foundation, he 
said that arthritis is exacting an enor- 
mous toll from the American public. 
Mr. Dickenson said that the Foundation 
conducts a three-point program in meet- 
ing the problems of arthritis. It supports 
research, provides services to arthritis 
patients, and maintains an _ education 
program for doctors and the general 
public. He is a member of the Public 
Relations Society of America and the 
Life Advertisers Association. He is also 
chairman of Equitable Society’s public 
relations committee. He is a graduate 
of Princeton University. 

* * x 


Russell H. Tandy, Jr., has become a 
partner of Flynn, Harrison & Conroy, 
one of the leading insurance brokers’ 
offices in New York. Born December 9, 
1918, in Westfield, N. J., he is a gradu- 
ate of Columbia College and Fordham 
Law School and was admitted to practice 
in New York in 1948. He was a major 
in artillery in World War II. Before 
joining Flynn, Harrison & Conroy in 
1950, Mr. Tandy was associated with 
Chubb & Sons as a bond underwriter. 
He is on the board of governors of Ford- 
ham Law School and a director of West- 
field Federal Savings & Loan Associa- 


tion. 
* * * 


Howard Ennes, director of the Bureau 
of Public Health for Equitable Life 
Assurance Society, spoke before an in- 
ternational conference in San Juan, 
Puerto Rico, on the subject, “Prevention 
of Accidents in Childhood.” He stressed 
the part health education plays in com- 
piling a good safety record at home and 
at school. He urged that the family, as 
well as the child, be educated in acci- 
dent prevention. Mr. Ennes made these 
remarks at the 15th Pan-American Sani- 
tary Congress in the Puerto Rican 
capital. Meeting concurrently was the 
10th World Health Organization re- 
gional committee for the Americas. 
Both meetings ended October 6. 


* * * 


Emil E. Brill, senior vice president, 
General American Life, has been elected 
president of the Down Town Kiwanis 
Club of St. Louis. 
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Raymond C. Johnson of New York® jow-: 
Life has been named chairman of theof p 
Life Insurance Division of the 1958 Fam-§aiter 
ily Fund appeal of the Community Serv-B rec! 
ice Society, Wheelock H. Bingham, pres-§ mayo 
ident of R. H. Macy & Co., and general garet 
chairman of the campaign, announcedfagenc 








Blackstone Studios 
RAYMOND C. JOHNSON 


















































The CSS is the largest nonsectarian’ Thi 
family and health agency in the nationf{votes 
Founded 110 years ago, it provides fam whet! 
ily casework services, group therapy—Rcow 
treatment centers for troubled adoles-gactua 
cents, camps, homemaker service, educafptius 
tional nursing, home economics, resi {toph 
dences and services for the aging. Mrpwhich 
Johnson is vice president in charge olf The 
agency affairs of his company, which tracts 
he joined in 1942 as superintendent oig(rom 
agencies. The following year he was that | 
appointed assistant vice president, and Reall 
six years later was elected an agence! Wi 
vice president. He received the appoint- publis 
ment to his present position in 1956 MeGr 
The new CSS Division chairman has also" Dr 
served in various capacities connectedg"®S ! 
with his industry, including: chairmang"' 
of the Agency Officers Round Table, has b 
member of the board of directors of the takes 
Life Insurance Agency Management As- held 
sociation, and member of the board of publis! 
trustees of the American College oi Aut! 
Life Underwriters. his sil 
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Theo. P, Beasley, president of Republic ge a 
National Life of Dallas, and Mrs. Beas-§ "sbar 
ley, have returned from a two months their 
trip to Europe. Mr. Beasley attendedg calf an 
a meeting of the executive committee og ie ne 
the World Alliance of YMCAs in Brus {Stow 
sels. Theareafter he traveled through hen | 
western Europe visiting offices of nu- ered. 
merous insurance companies with which The 
Republic National Life enjoys a reinsur-f™0rnin 
ance relationship. the co 
ae ae ae! 
milked. 
Clinton R. Black, Jr., president of (dozen 
R. Black, Jr., Corporation of New Yorl§started 
City, has been elected to the board olffcized. 
directors of General American Transpor{{ttying 






Tats ar 
match, 
author, 


tation Corporation. He is a_ directo! 
of the Republic Steel Corp. of Clevelant 
and the Manufacturers Trust Co. of New 
York City. He is also a trustee of the 
Dollar Savings Bank of New York. 


a 


Richard W. Fairbanks, well know! 
New York insurance broker, in the coms 
viction that not only insurance but it- 
vestments should be a part of a well 
rounded security program, has become 4 
registered representative of Investors 
Planning Corp. of America, 60 East 42n/ 
Street, New York, one of the leading 
mutual fund sales organizations. 
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Chicago Sunday Tribune Magazine 
Gets Out a Great Issue 







From the standpoint of running 
stories of particular interest to insur- 
ance people the Chicago Sunday Trib- 
une Magazine of October 5 is way out 
in front of all the Sunday magazines 
published on that date. These particular 
YN articles are the ones about the great 
v Chicago fire of 87 years ago which 
wiped out a large part of the city; a 
low-down on Chicago as the paradise 
of people bringing suits for damages 
after sustaining injuries in accident 
wrecks or otherwise; and the woman 
mayor of Mecosta, Mich, Mrs. Mar- 
garet Roe, who also runs an insurance 
agency. 
The story about the conflagration de- 
votes considerable space to telling 
whether its start was reallv after a 
yecow owned by Catherine O’Leary did 
actually kick over a lantern in her barn, 
e, educagtius being responsible for the catas- 
ics, resi: and great property value loss 
ing. Mr followed. ; 
harge of Tribune’s article 
y, whicitracts from a book written by Robert 
ndent of@Cromie, for 22 years on the staff of 
he wafgthat paper. Title of the book is “What 
ent, an(™ Really Started the Great Chicago Fire?” 
1 agency It will be published October 13 and 
appoint: publisher is McGraw-Hill. Originally, 
in 1956 MeGraw-Hill published business books 
has also" brochures largely of interest to busi- 
onnected™ (ess men, engineers, scientists, account- 
chairman ants, tax experts, but their expansion 
1 Table has been such that McGraw-Hill now 
takes manuscripts covering as wide a 
‘field as many of the other prominent 
‘B publishers. 
Author Cromie did a whale of a lot 
of research in gathering material for 
his volume. He reports that Catherine 
ubery lived in a small shingled cot- 
lage at 138 De Koven Street with her 
‘Busband Patrick O’Leary, a laborer, and 
their children. She kept five cows, a 
calf and a horse and ran a milk route in 
the neighborhood. Cromie’s researches 
show that Mrs. O’Leary was in bed 
when fire in the barn was first discov- 
ered, 
The Chicago daily papers the next 
morning all gave currency, however to 
the cow-kicked-over-the-lamp (or lan- 
tern) theory while the animal was being 
milked. But, according to Cromie, a 
dozen theories of how the fire really 
‘tarted soon sprang up and were publi- 
tized. One was that three men were 
trying out a terrier good at catching 
rats and some one dropped a lighted 
match. Another, said the McGraw-Hill 
author, was that a group of young men 
playing cards wanted milk for an oyster 
stew and carelessly milked the cow 
Which kicked over their lantern. 
wp, Concluding his article Cromie said: 
is much is beyond dispute: the fire 
started in Mrs. O’Leary’s cow barn on 
€ Koven Street and went on from 
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leading’ The Tribune magazine’s article about 





the exhorbitant amounts given to plain- 
tiffs by juries has this title: “Juries 
Are Running Wild. Exhorbitant Awards 
Make Chicago a Gold Mine for Injury 
Plaintiffs and Insurance Rates Soar.” 
One of amazing features of the arti- 
cle is the statement that Chicago juries 
have earned such a nation-wide reputa- 
tion for their generosity that litigants 
come to Chicago from thousands of 
miles away to have their cases tried and 
fatten their pocketbooks on the give 
away programs of Santa Claus jurors 
who put a box car price tag-—tax free 
—on anything from “a slipped disk to 
a broken heart.” But, says the Tribune 
magazine, the skyrocketing swat-the- 
rich jury awards may sound good to 
the lucky few who get them, but in the 
end the jurors are also swatting them- 
selves. While inflation is one reason 
for the verdicts the Tribune says the 
philosophy of take-from-the-rich and 
give-to-the-poor is also prevailing, as are 
changing social and judicial attitudes. 
Among men quoted by Tribune Maga- 
zine about the sky top awards are Ed- 
ward P. Gallagher, executive vice presi- 
dent and general counsel, American 
States Insurance Co., who was reported 
as saying that the personal injury busi- 
ness is “an open sesame greater than 
any jackpot conceived in the gambling 
halls of Las Vegas.” Others quoted in- 
clude Richard C. Cain, executive secre- 
tary Chicago Bar Association; Joseph H. 
Wright, vice president and general coun- 
sel, Illinois Central Railroad; Prof. 
Harry Kalven, director of a five year 
study of the jury system by University 
of Chicago Law School, and Melville 
Stark, general superintendent of claims, 
United States Fidelity & Guaranty Co. 
The article devoted some space to the 
organized group of plaintiff's attorneys 
called National Association of Claim- 
ants’ Attorneys, said to have a national 
membership of 5,000. 
Author of the Tribune’s juries award 
article is Norma Lee Browning. 





The piece about Mayor Margaret Roe 
of Mecosta, Mich., prints seven pictures 
of her and one of her four small chil- 
dren. In addition to running an insur- 
ance agency she is president of the Par- 
ents Teachers Association and_ holds 
other civic or welfare offices in the town 
which has a population of 305. 


* * * 


Ashby E. Bladen Traces History of 
the New York Board of Trade 


The first organization in New York 
City to advocate the building of street 
elevated railways, in order to ease traffic 
congestion caused by horse-drawn ve- 
hicles, and the first to advocate tearing 
them down, was the New York Board of 
Trade, Ashby E. Bladen, vice president 
of the Aetna Insurance Group in New 
York, told the Surety Underwriters 
Association at its meeting on October 
2 at the Lawyers Club, N. Y. 

Mr. Bladen, who is president of the 
New York Board of Trade, traced its 


growth from organization in the historic 
hall of Cooper Union (N. Y.) on Septem- 


ber 10, 1873 to the present. Now cele- 
brating.its 85th birthday, the board was 
organized “to form a permanent asso- 
ciation to promote the commercial and 
manufacturing interest of New York and 
especially to protect such interest in con- 
nection with the matter of transporta- 
tion.” 

While transportation problems in 1873 
had a serious impact upon New York’s 
way of life, they were slight in com- 
parison with those of more modern 
forms of transportation, Mr. Bladen 
said. Among today’s problems affecting 
New York is the railroads’ competitive 
disadvantage viz-a-viz motor transporta- 
tion on state-built highways, as well as 
the effect the St. Lawrence Seaway will 
have upon the Port of New York, and 
street traffic congestion which tends to 
= up mercantile trade in New York 

ity. 

There are almost 1,400 corporate mem- 
bers of the Board of Trade, Mr. Bladen 
told the surety underwriters, each of 
whom is a member of one or more semi- 
autonomous sections. In addition to the 
insurance section, these include inter- 


Blackstone Studios 
BLADEN 


ASHBY E. 


national trade, mercantile, textile, trans- 
portation, general, and the Young Men’s 
Board of Trade. Each section can sup- 
port a program, and support or oppose 
legislation, but it acts not on its own 
behalf but through the Board of Trade. 
The insurance section of the board was 
organized in 1939 and many of its offi- 
cers and members were well known 
fidelity and surety executives, including 
its first chairman, Edward M. Allen, 
then vice president and later president 
of the National Surety Co. With him on 
the section’s executive committee were 
William E. McKell, later president of 
the New York Board of Trade and now 
president of the American Surety; H. 
W. Schafer, one of the outstanding fidel- 
ity and surety producers in New York 
City; Edward Lewis, vice president of 
the Aetna Casualty & Surety Co.; Wal- 
lace Falvey, now president of the Mas- 
sachusetts Bonding & Insurance Co.; 
Welles Allen, then vice president of the 
Standard Accident; G. W. Crist, then 
vice president of the Fidelity & Deposit, 
and William Tomlins, Jr., then vice pres- 
ident of American Surety. 

Present chairman of the insurance 
section is W. Irving Plitt, vice president, 
Atlantic Mutual. The section’s repre- 
sentative on the directorate of the Board 
is Rankin Martin, resident vice presi- 
dent, Standard Accident. 

Williams J. Flaherty, Aetna Insurance 
Group, presided over the Surety Under- 
writers’ meeting, at which nominations 
were submitted for officers for the forth- 
coming year. These nominations, which 
will be acted upon at the annual meeting 
in November, were presented by Fred 
J. Kehrli, Hartford & Indemnity, nomin- 
ation committee chairman. Others on 
that committee were Sidney Moritz, Jr., 
Aetna Casualty & Surety, and Samuel 
M. Williams, Maryland Casualty. 





South African Executive Studying 
Public Relations Here 

I learned the other day that a South 
African life insurance man, A. C. de- 
Villiers of Salisbury, Rhodesia, is now on 
a visit here, his third, purpose of which 
is to study company public relations as 
practiced by U. S. companies. 





deVILLIERS 


A. C. 


Mr. deVilliers is manager for the Rho- 
desias of the South African National Life 
Insurance Co., considered the most im- 
portant Afrikaner company, with home 
office in Cape Town. It was recently 
mutualized. 

He came to the States en route to 
Nova Scotia where he was captain of, the 
Commonwealth team in an international 
tuna fishing contest. Although he and 
other contestants had a lot of fun in this 
contest, no tunas were hooked. 

While here Mr. deVilliers has spent 
three profitable days at the Institute of 
Life Insurance in New York, attended 
a two-day regional symposium conducted 
in Richmond, Va. by the Institute on 
company public relations, and visited the 
LIAMA offices in Hartford. He also con- 
ferred with two leading company adver- 
tising executives—Clifford B. Reeves, vice 
president, Mutual Of New York, and 
A. H. Thiemann, second vice president, 
New York Life. 

In addition to his insurance activity 
Mr. deVilliers is a big game hunter and 
fisherman. He formerly owned and oper- 
ated a large tobacco plantation. 

Rea ar 


Twenty-fifth Anniversary Celebrated 

Harold Jackson, president of Wm. H. 
McGee & Co., New York, and one of the 
best known ocean marine underwriters 
throughout the world, was honored on 
the 25th anniversary of his return to the 
firm by the personnel of the company. 
Presentation of a ship’s clock and other 
gifts was followed by a cocktail party 
in Mr. Jackson’s honor, Mr. Jackson, 
in his early days in New York follow- 
ing arrival from England, was associated 
with Wm. H. McGee & Co. He then 
left to form his own office and 25 years 
ago returned to the McGee organization, 
which he now heads. He is a past presi- 
dent of the American Institute of Ma- 
rine Underwriters and a leading figure 
in the International Union of Marine 


Insurance. 
* * * 


Wrought Iron Standards 

The National Board of Fire Under- 
writers has issued a set of standards 
for the use of wrought iron for “filling,” 
“inside” and “mill-use” piping in the 
construction and installation of water 
tanks. These services are the most cor- 
rosive in the tanks and wrought iron 
pipe is designated because: 

1. Wrought iron’s proven resistance 
to corrosion caused by wet and dry 
conditions, foreign elements found in 
the water and general atmospheric con- 
ditions. 

2. The inaccessability of tank piping 
requires use of a durable material to 
keep maintenance at a minimum. 








October 10, 1958 











Burgoyne Realistic 
In Homeowners’ Talk 


AT MUTUAL ASSN. GATHERING 





Liberty Mutual Officer Says Conversion 
to Homeowners’ Coverage Makes 
Worse Under-Insurance Problem 


Atlantic City, N. J., Oct. 8—An 
creasing volume of insurance written 
under homeowners’ policies—if minimum 
coverage requirements are coupled with 
a careful selling job—has the effect of 
bringing. values up to adequate levels on 
a significant portion of an insurance 
company’s dwelling business. Making 
this point here today at the 62nd annual 
convention of National Association of 
Mutual Insurance Companies at a special 
meeting of the Federation of Mutual 
Fire Insurance Companies, J. A. Bur- 
goyne, assistant vice president, Liberty 
Mutual, brought out: “A policyholder 
who is receptive to the package type of 
policy can be sold on the need for ade- 
quate amounts of insurance. However, 
conversion to homeowners’ coverage, 
makes worse the extent of underinsur- 
ance on other dw elling business remain- 
ing in a company’s portfolio. To up- 
grade this remaining segment will require 
more forceful selling effort than has 
been exerted in the past,” Mr. Burgoyne 
‘leclared. 





in- 


Experience of His Own Company 


Recounting some of the experience his 
own company has gained in studies over 
a period of several years, Mr. Burgoyne 
pointed out: “The recent increase in 
number of dwelling units, and increase 
in dwelling values have had a great 
effect upon the fire insurance business. 
There has been a tremendous increase 
in dwelling premium volume to perhaps 
$500,000,000 annually. Much fire pre- 
mium has been transferred to the mul- 
tiple-peril class. For many companies 
dwelling business is becoming an_ in- 
creaisngly larger share of the total fire 
business, and results in this class are 
having an increasingly greater impact 
upon the total underwriting result 
achieved by such companies.” 

Rate levels on this class of business 
have not been responding to increasing 
loss and expense ratios. Mr. Burgoyne 
noted that in 1957 the average national 
rate calculated upon the basis of his 
own company’s volume and distribution 
showed no change from the 1956 level, 
but in each of the seven preceding years 
average rate level declined each year 
from the previous year. These declines 
expressed as percentages of the previous 
rate level varied from 0.5% to 5.2%, he 
said, and produced a total unweighted 
decrease in 1957 rates of approximately 
17.6% from the 1949 level. A few rate 
level changes have produced some minor 
increases in 1958, which may indicate 
that the downward trend in rate levels 
is reversed. 

Mr. Burgoyne then pointed to facts 
other than lower rate levels which are 
contributing to higher loss ratios for all 
fire insurance companies. They include: 
the increase in number of fire losses; the 
increase in size of the average fire loss 
as the inflationary spiral pushes prop- 
erty values and repair and restoration 
costs higher; the increase in the average 
cost of the very large single losses; and 
the increase in extent and amount of 
underinsurance generated by the rapid 
increase in property values and replace- 
ment costs. “All too often property 
owners are willing to insure in amounts 
which cover a mortgagee’s interest or 
what the insured is willing to gamble 


(Continued on Page 47) 


McKnight of Allstate on 
Stand at N. Y. Hearing 


CROSS EXAMINED BY KAPLAN 








Questions Right of Company to Filed 
Deviation For Line on Which It Has 
Little or No Experience 





Cross examination of L. G. McKnight, 
who is in charge of Allstate’s fire insur- 
ance operations, featured the second 
hearing (October 3) at the New York 
Insurance Department on application of 
the Allstate to write non-residential fire 
risks in New York State at rates 15% 


below «manual. Abraham Kaplan of 
Powers, Kaplan & Berger, counsel for 
the New York Fire Insurance Rating 
Organization, conducted the questioning 
of Mr. McKnight. 

One of the major issues at stake is 
whether under the New York insurance 
law an insurance company has the right 
to make a deviation—or any kind of a 
rate filing—for a class of insurance on 
which it has little or no experience. It 
was brought out that the Allstate is 
trying to do in this filing what it did in 
its independent filing for dwelling fire 
business, i.e. relating the non-residential 
filing to its experience on fire dwelling 
business. Previously it had related its 
fire dwelling filing for a deviation to its 
experience on automobile risks. 

Another major point, one on which 
Sen. Kaplan placed considerable em- 
phasis, was the matter of subsidization. 
He wondered how much subsidization the 
Allstate is getting from its parent com- 
pany, Sears, Roebuck & Co. When the 
hearings resume on Tuesday, October 
21, he is expected to go further into 
this matter. 

Arthur F. Lamanda, First 


(Continued on Page 47) 


Deputy 








Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 


26 rue du Lombard, Bruxelles, Belgium 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 





Honor Fred S. James & Co. 
On 100th Anniversary 


Fred S. James & Co,, insurance brokers 


with headquarters in Chicago, is cur- 
rently celebrating its 100 year anniver- 
sary. Marking the occasion, six of the 


nation’s oldest and most prominent in- 
surance firms recently honored the firm 
with a testimonial parchment scroll 
which proclaims: “In recognition of 
service to the insurance industry and 
the public, we the undersigned, repre- 
senting long-established organizations in 
the business, pay tribute to Fred. S. 
James & Co. on this milestone in its 
distinguished history.” 

The scroll bears the names. of 
Critchell- Miller Insurance Agency, 
Moore, Case, Lyman & Hubbard Insur- 
ance, John Naghten & Company, W. A. 
Alexander & Company, Rollins Burdick 
Hunter Company, and Marsh & Mc- 
Lennan. 


OPENS LOUISVILLE OFFICE 

Reliance of Philadelphia has opened a 
new multiple line office at Louisville, 
Ky., which expansion of facilities is in 
line with the company’s general pro- 
gram. J. W. James, Jr., is designated 
resident manager. 
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Justice Dept. Given 
Records of Hearings 


ON AVIATION — INSURANCE 





Senator O’Mahoney’s Views of Subcom. 
mittee Study Sent to V. R. Hansen; 
Senator Also Attacks Navarre Speech 


Senator Joseph C. O’Mahoney (D, 
Wyo.) this week made available to the 
Department of Justice the complete 



















record of the study of aviation insurance 
industry on which the Senate Judiciary 
Antitrust and Monopoly Subcommittee 
held hearings in August. In another 
statement he strongly attacked Michigan 
Commissioner Joseph A. Navarre on 
speech the latter made to Michigan 
agents. 

Writing to Victor R. Hansen, Assis- 
tant Attorney General in charge of the 
antitrust division, Senator O’Mahoney 
stated: “If, after completing your study, 
you conclude that practices inimical oi 
the best interests of free competitive 
enterprise in the United States are 
escaping effective supervision because o/ 
any defect in Federal laws, I shall ex- 
pect that you will bring your views to 
the attention of the Congress with ap- 
propriate recommendations.” 

Mr. O’Mahoney, who is conducting the 
investigation of insurance by the sub: 
committee, noted that “unregulated mo- 
nopoly cannot be tolerated if our free 
competitive enterprise system is to en- 
dure,” and observed that “the right o/ 
individual businessmen freely to enter 
a market and offer consumers the bene- 

(Continued on Page 47) 








$50 Million Added to 
Allstate’s Equity Capital 


Sears Roebuck & Co. has added $5)- 
000,000 to the equity capital of its sub- 
sidiary, Allstate Insurance Co. which, 
according to Judson B. Branch, Allstate's 
president “makes our company one 0! 
the largest in the nation with respect 
to aggregate capital and —. The 
$50,000,000 it was explained, came from 
funds raised by the recent Ris of $35) 
million in Sears’ debentures. 

“The additional capital is to be used 
in the continued development of multiple 
line expansion of Allstate,” Mr. Branch 
said. “It will enable the company t 
accomplish its immediate goal of provid: 
ing complete personi ul insurance cover: 
age to the public.” The new capital wil 
increase Allstate’s pasa surplus 
to more than $150 million. 

_ After entering the auto insurance field 
in 1931 Allstate specialized in automo 
bile coverages for 20 years and now has 
nearly four million auto insurance pol 
cyholders. Five years ago it added per 
sonal hability insurance and farm lia- 
bility insurance. In 1955, Allstate intro: 
duced a residential fire insurance line, 
followed by theft insurance and home 
owners insurance in 1956. More recently, 
Allstate entered the commercial fire atl 
commercial liability insurance, organize 
a life affiliate, and entered A. & S. field 
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National Association of Insurance Agents in New Orleans 





Woodbury Expresses Faith ir NAIA in 


Extemporaneous Administration Report 


New Orleans, Oct. 6—In complete 
departure from precedent extending over 
several decades, NAIA President Louie 
E. Wocdbury, Jr., of Wilmington, N. C. 
prepared no written report of the admin- 
istration for the past year, but spoke 
extemporaneously here today when ad- 
dressing opening session of the 62nd 
annual convention in the Jung Hotel. 
A speaker of recognized ability, he 
discarded the customary procedure of 
reading from a prepared manuscript, 
thereby heightening the favorable effect 
of his words upon his large audience, 
even though he confined his talk largely 
to a review of NAIA activities, carried 
on by its officers, committees and head- 
quarters staff in New ‘York. 

One of his strongest points was that 
the National Association is one of the 
most powerful political forces in the 
country. 

President Woodbury commented brief- 
ly on acquisition cost problems, now 
troublesome to agents and companies 
alike. He stressed that success in meet- 
ing these difficulties from the producers’ 
standpoint depends upon the cooperation 
of agents throughout the country, 
creating a fully united effort. 


Has Sympathy for Cos. in Their 
Present Dilemna 


He expressed sympathy for the com- 
panies in their present dilemna, for 
action by them in reducing commissions 
is often distasteful, he said he had 
learned in talks with company leaders. 

No fear for the future of the American 
Agency System rests in President Wood- 
bury’s mind, for he knows that company 
presidents have the welfare of agents 
at heart. “We have in our ranks the 
best minds of the insurance production 
field,” Mr. Woodbury continued, “and 
I am confident we will be able to solve 
future problems.” 

NAIA’s president commended highly 
the staff in New York for its successful 
efforts during his administration; also 
Vice President Archie M. Slawsby, 
Maurice G. Herndon, who heads the 
Washington office, and all the commit- 
tees which have had important tasks 
assigned to them. He had particular 
praise for the public relations of state 
associations and local boards through- 
out the country, in addition to speaking 
highly of NAITA’s advertising program 
which he characterized as the largest 
ever undertaken by a trade association. 





Fabian Bachrach 
LOUIE E. WOODBURY, JR. 


President Woodbury also extended 
praise to Past President Robert Battles 
for his “Primer on Commissions,” callin 
it a “wonderful treatise,” well received 
throughout the country. He did not, of 
course, give official NAIA support for 
what Mr. Battles stated as that would 
be beyond the rights of NAIA leaders. 


Presents Presidential Citations 


“Presidential Citations” were presented 
by Mr. Woodbury at today’s opening 
session to eleven agents in recognition 
of the prestige they have brought to 
the American Agency System during 
the past year, through eminent accomp- 
lishments in their business, civic or 
personal activities. Those receiving this 
coveted citation were as follows: 

Simpson Stoner, Greencastle, Jnd.: 
William J. Graul, Allentown, Pa.; Floyd 
L. Rice, Warren, Pa.: Donald A. Bolton, 
Jacksonville, Fla.; Kenneth Bair Jr., 
Albuquerque, N. M.; Porter Ellis, Dallas; 
Paul Jones, Tucson, Ariz.; Robert L. 
Cook, Martins Ferry, Ohio; Donald H. 
Denton, Charlotte, N. C.; Wilhur K. 
Allen, Birmingham, Ala.; James Walker, 
Augustus, Ga. 





Florida Gets Two Awards 

New Orleans, Oct. 6—The Florida As- 
sociation received two top awards here 
today. It was the winner of the fire 
safety award presented by the National 
Board of Fire Underwriters and also the 
highway safety contest award sponsored 
y the Association of Casualty & Surety 
Companies. Honorable mention in the 
fire safety contest went to New York 
and Hawaii Associations. 

Winners of local board awards in high- 
Way safety were Grand Lodge Associa- 
tion, Michigan, Whitley Association, Indi- 
ana, Brown County Association, Florida, 
Sacramento Association, California and 
Oklahoma City Association. 





“Times-Picayune” Edition 
New Orleans, October 6—“Times- 
icayune,” leading morning newspaper 
of this city, in a special edition issued 
through the courtesy of “The American 
eekly,” devoted its entire front page 
today to the NAIA convention with cuts 
of officers and members of NAIA execu- 
tive committee. There were special 
articles on the NAIA advertising pro- 
gram and history of the association. This 
edition was distributed to conventioners. 


E. M. Allen Special Guest at 


Past Presidents’ Dinner 


New Orleans, Oct. 6—Sixteen past 
presidents of the National Association 
and their wives were present at the 
customary past presidents’ dinner here 
last night at Hotel Roosevelt, attended 
also by current officers and executive 
committee members of NATA. 

A special honor guest was Edward M. 
Allen, who with Mrs. Allen came from 
their home at Pass Christian, Miss. Mr. 
Allen, handsome, debonair, and one of 
the finest speakers in National Associa- 
tion history, is the oldest living past 
president. He was elected in 1917 and re- 
elected in 1918 when he was a local agent 
at Helena, Ark. Later he came to New 
York to become one of the top execu- 
tives of the National Surety. He has 
been retired for several years and lived 
in Charlottesville, Va., before moving 
to Pass Christian, 

Other past presidents at the dinner 
were Charles L. Gandy, Birmingham, 
Ala., 1932; Allan I. Wolff, Chicago, 1933; 
William H, Menn, Los Angeles, 1938; 
Payne H. Midyette, Tallahassee, Fla., 
1940; David A. North, New Haven, 1942; 
Guy T. Warfield, Baltimore, 1946; Wil- 


NAIA Continues 1951 Policy on Commissions 


(Continued from Page 1) 


stands for preservation of freedom of 
contract. 

“5. That the National Association is 
opposed to exercise of unilateral com- 
mission control by insurance companies 
or rate bodies, without prior consultation 
with agency forces in the territory or 
jurisdiction affected.” 

Margraff’s Salvage Attempt Fails 


An attempt to salvage the Jones com- 
mittee report was made by George J. 
Margraff, Pennsylvania, who moved that 
this report be filed without action and 
final disposition deferred until the 
directors hold their mid-year meeting 
in April, 1959. Due to sharp divergence 
in views expressed by various states he 
felt the report should be studied at 
greater length by state association 
leaders and members before a final vote 
was taken. 

When his motion was defeated Thomas 
A. Harman of the State of Washington 
made the move completely to reject the 
report. The Washington association has 
long strongly opposed giving any com- 
mission powers to the National Associa- 
tion. Among eastern’ states voting 
against the Harman motion were New 
York, New Jersey, Delaware and Mary- 
land. The New England states generally 
and Pennsylvania supported Mr. Har- 
man. Arthur L. Schwab, New York 
director, was a member of the special 
commission committee. Text of the 12- 


point program recommended by the 
Jones committee follows: 
12-Point Program 
1. That the insurance commission 


structure should first and foremost be 
predicated on the public interest and 
therefore should be neither excessive, 
inadequate nor unfairly discriminatory. 

2. That the National Association be- 
lieves unalterably that supervision of the 
insurance business should be kept at 
state levels. 

3. That NAIA is opposed to govern- 
ment, either state or national, imposing 
commisison level control. 

4. That NAIA stands for preservation 
of freedom of contract. 


5. That NAIA believes that agents 
should properly fulfill all agency duties 
expressed or implied in their agency 
contracts. 

6. That NAIA believes that commis- 
sion levels should be based on the serv- 
ices performed by each _ particular 
agency. 


7. That NAIA believes that compensa- 
tion to agents should be by commissions 
adequate to cover all requisite agency 
expenses and allow reasonable oppor- 
tunity for a profit. ; 

8. That NAIA is opposed to the exer- 
cise of unilateral commission control by 


insurance companies or rate making 
bodies. 
9. That NAIA believes that rating 


organizations and companies should con- 
sult with agency associations in the state 
affected prior to filing rates include a 
change in the acquisition cost factor or 
production cost allowance.. 

10. That NAIA recommends to each 
autonomous state association a policy of 
constant interest in every rate filing 
made in its state to the end that the 
acquisition cost factor or production cost 
allowance used in such filing be neither 
inadequate nor excessive. 

11. That NAIA opposes rate deviations 
based primarily on a reduced commission 
level. 

12. That NAIA through its executive 





liam P. Welsh, Pasadena, Calif., 1947; 
John C. Stott, Norwich, N. Y., 1948; 
M. Shaw Johnson, Clarksdale, Miss., 
1949; Melvin J. Miller, Fort Worth, 
1950; Walter M. Sheldon, Chicago, 1952; 


: Seymour, Monroe, La., 1953; 
Joseph A. Neumann, Jamacia, N. Y., 
1954; Kenneth Ross, Arkansas City, 


Kans., 1955, and Robert E. Battles, Los 
Angeles, 1957. 


committee or other properly authorized 
committee, shall continue its study of 
and interest in the subject of acquisition 
cost factors and/or production cost al- 
lowances and agent’s commissions. 

Mr. Jones told the directors that this 
12-point proposal is not entirely new but 
embraces action taken by NAIA at con- 
ventions in 1951, 1957 and .other times, 
and so in part represents recodification 
and clarification. Research study by the 
committee revealed, after contact with 
many agents, an overwhelming agree- 
ment with the commission policy of the 
National Association and little serious 
demand for change. 


Large Need for Agency Research 


The committee did find a large need 
for agency research on compensation 
plans, however. Mr. Jones stated that 
a definite and clear statement by NAIA 
could best serve as a stabilizing influ- 
ence, without dealing with commission 
problems of any particular state unless 
requested to do so. 


Harman Opened General Debate 


When the directors began their debate 
today on the Jones committee report, 
following an overnight study of the 
proposal, Mr. Harman opened general 
debate on the question as to what extent 
NAIA should be empowered to partici- 
pate in commission discussions. He de- 
clared that no group or committee of 
agents could be authorized to take action 
on commissions with companies and still 
maintain agents’ individual rights of 
private contract. He said the Jones pro- 
posals might well encourage companies 
to reduce commissions in cases where 
they now pay general agents’ compensa- 
tion to local agents who do not actually 
perform services usually required of 
general agents. He said also that other 
provisions might be interpreted by com- 
panies as excuses to reduce payments to 
producers. He therefore moved that the 
committee be discharged, report be re- 
jected and 1951 position reaffirmed. This 
was his first motion and not the one 
ending the debate. 

Joe H. Bandy, Tennessee state direc- 
tor, also opposed the report but for an 
entirely different reason. He argued 
that the committee had not gone far 
enough in getting the National Associa- 
tion active in the commission picture. 
He said his state association has for 
years discussed commissions with com- 
pany groups and no agent member has 
ever complained that his rights were 
being abridged. 

H. H. Nelson, Iowa president, backed 
Mr. Bandy by saying the NAIA should 
be empowered to aid states when com- 
pany organizations act on a national 
basis in revising commissions. Harold 
A. Boling, Louisiana, likewise said 
“something more concrete should be 
forthcoming.” 

Mr. Margraff made his motion after 
it was voted to table the first Harman 
motion by a vote of 38 to 12. In the 
ensuing debate John A. Wilson, Jr., 
Alabama, who later offered the motion 
for the new committee which directors 
adopted, stated that some action should 
be taken at New Orleans rather than 
allow the entire subject to be buried for 
six months or more in which time more 
company commission reductions might 
be announced without agents being pre- 
pared to oppose them. 


Opposed to Delegating Power to NAIA 


It was the view of H. W. Mullins, 
Illinois, that the NAIA executive com- 
mittee should be permitted to discuss 
acquisition costs with company organi- 
zations but not be empowered to make 
any agreements. An opposite opinion 
was made by Leonard A. Adams, Oregon, 
who held against state associations dele- 
gating any powers on commissions to 
the national organization. H. H. Nelson, 


(Continued on Page 39) 
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“The first time I thought it was a stroke of luck; the second 
a coincidence. Then when those- fellows at Jaffe Agency continued 
with darn good selling information that turned prospects into clients, 
they sold me 100%. Their ideas on the package dwelling policies are 
good examples of the stuff I mean. We use the Jaffe office as a top 
market now.” 


ss | JAFFE AGENCY, INC. 
INSURANCE UNDERWRITERS 
45 JOHN STREET, NEW YORK 38, N. Y. BArclay 7-8900 


Member of 
N. Y. City Insurance 
Agents Assn., Inc. 





Inland & Ocean Marine, Automobile, Liability, Compensation, Disability, 
Fire, Burglary, Glass, Bonds, Water, Boiler & Machinery, LIFE 
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THE GOSZ AGENCY, Inc. 


Alex J. Gosz, President 


Insurance Underwriters 


in, hy, A 


FIRE ¢ INLAND MARINE e OCEAN MARINE e AUTO 


Aas 


45 John Street New York 38, N. Y. 
Telephone: DIgby 9-0889 
Member of New York City Insurance Agents Assn., Inc. 








HOEY, ELLISON, FROST, MEZEY INC. 


©) surance Underurritert 


111 JOHN STREET 
New York 38, N. Y. 


Telephone: Digby 9-1800 
FIRE @ MARINE e@ CASUALTY @ AUTOMOBILE 


Member of the New York City Insurance Agents Assn., Inc. 














INLAND MARINE 


FRANK J. ROGERS AGENCY, INC. 


45 JOHN STREET NEW YORK 38, N. Y. 
Telephone Nos. Digby 9-1736-7-8-9 


FIRE OCEAN MARINE 


Multiple Line Facilities 
NEW YORK CITY SUBURBAN COUNTRY-WIDE 


CASUALTY AUTOMOBILE 


Member of New York City Insurance Agents Association, Inc. 

















WHITE & CAMBY, INc. 


Edward |. White, President 


INSURANCE UNDERWRITERS 






50 East 42nd St., N. Y. 
MUrray Hill 2-6611 








WMiidtown’s Leading Agency 


Member: New York City Insurance Agents Assn., Inc. 
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EIFERT, FRENCH & COMPANY 


INCORPORATED 
Insurance Underwriters 


51 EAST 42nd ST., NEW YORK 17 MUrray Hill 2-7010 


Member of New York City Insurance Agents Assn., Inc. 














Member of 
N. Y. City Insurance Agents Assn., inc. 


116 John Street, New York 38, N. Y. COrtiandt 7-2371 








THEURER AGENCY INC. 
AND 


THE THEURER HERNANDEZ CORP. 


METROPOLITAN AND WORLD WIDE FACILITIES 
ALL FORMS 


FIRE INLAND MARINE 

AUTOMOBILE OCEAN MARINE 

CASUALTY BONDS 

COMPENSATION LIABILITY 

BURGLARY PLATE GLASS 
TCS 


Be Surer with Oheurer 


Discuss Your Problems with our Competent Staff 


116 John Street, New York e BEekman 3-4596-7-8 
Member of New York City Insurance Agents Assn., Inc. 




















WALLACE REID & COMPANY 


INCORPORATED 
Established - - 1906 


55 JOHN STREET 
NEW YORK 38, N. Y. 


Representing 
Camden Fire Insurance Association 
Glens Falls Insurance Company 
New England Insurance Company 
Westchester Fire Insurance Company 


One ‘Sicditid Half Century 
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Hall SERVICE 
Henshaw ALL FORMS OF INSURANCE— 
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HALL & HENSHAW — Underwriters 


10 PLATT STREET, NEW YORK 38, N. Y. 
NEWARK, N. J. HAVANA, CUBA MONTREAL CAN. 


Member, New York City Assn. of Insurance Agents, Inc. 

















Telephone: WHitehall 3-9660 


WRIGHT 
75 MAIDEN LANE AGENCY, Inc. 


New York 38, N. Y. 


METROPOLITAN — SUBURBAN — INLAND MARINE 
AUTOMOBILE and WORLD-WIDE BINDING FACILITIES 


Member of New York City Insurance Agents Assn., Inc. 
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Elect Archie Slawsby and Paul Jones 
To Helm of NAIA; Their Prominence 





ARCHIE M. 


SLAWSBY 


New Orleans, Oct. 8—Archie M. Slawsby, Nashua, N. H.., 





PAUL H. JONES 


was elected president 


of the NAIA here today, succeeding Louis E. Woodbury, Jr., Wilmington, N. C. 
Paul H. Jones, Tucson, Ariz., was elected vice president. 
Two possible choices ahead of Mr. Jones were Executive Committeeman Morton 


V. V. White, Allentown, Pa., and Maurice J. Hartson, Jr., 


New Orleans, but they 


eliminated themselves from the contest for the vice presidency. It was generally 
held that Mr. White could have been advanced by acclamation if he had consented 


to run. 


Replacing Messrs. Jones, White and Hartson on the executive committee are 
Hayne P. Glover, Jr., Greenville, S. C. (three year term); Valmore H. Forcier, 
Danielson, Conn. (one year term). The third new member will be named by the 
committee itself before the members leave New Orleans. 


Archie M. Slawsby, newly elected 
president of the National Association, 
is one of the leading agents of New 
England. He has a large office at Nashua, 
N. H., and controls a sizable volume of 
business from within not only his own 
state but also from other states. With 
the NAIA he has been a member of 
the executive committee since 1954, be- 
coming chairman and vice president of 
the National Association at Chicago a 
year ago. He is well known throughout 
the country and has been a frequent 
speaker at state insurance association 
conventions in the East and elsewhere. 
A native of Nashua Mr. Slawsby at- 
tended public schools there and Tilton 
School in Tilton, N. H. He was gradu- 
ated from the University of Michigan 
in 1931 and that year joined Slawsby 
Real Estate Co. Four years later he 
became an insurance agent on his own 
and since 1946 has been president and 
treasurer of Archie Slawsby Agency, 
Inc. He is married and has three chil- 
dren, Sheila J., Alan B. and Karen J. 
The new NAIA president began to 
attract attention when he became chair- 
man of the New England Advisory 
Board in 1949, the same year he was 
elected president of the Nashau Cham- 
ber of Commerce. In 1951-53 he served 
as president of the Nashua Fire and 
Casualty Association and in 1953 be- 
came president of the New Hampshire 
Association of Insurance Agents. 
Among his other widespread civic and 


social activities Mr. Slawsby includes 
the following: 
Director, Anti-Defamation League, 


New Hampshire Children’s Aid Society, 
Nashua Chamber of Commerce, Indian 
Head National Bank of Nashua NS Fas 
Smaller Business Association of New 
England. and New MHampshire’s own 
*Boy’s Town,” Golden Rule Farm, Til- 
ton, N. H. 

Also member Museum of Fine Arts, 


Boston, and American Management 
Association; life member, Walter E. 
Fernald League. His clubs included past 
president and _ lieutenant-governor of 
Kiwanis; Mason and Shriner. 


Paul H. Jones 
CPCU, Tucson, Ariz., 


Paul H. Jones, 
Angeles where he 


is a native of Los 
was born in 1910. He attended public 
schools in Pomona, Cal., El Paso, Tex., 
and Bowie, Ariz.; also New Mexico Mili- 
tary Institute and University of Arizona. 
He has resided in Arizona since 1922. 

Mr. Jones entered insurance in 1934 
as a solicitor for the Tucson Realty & 
Trust Co. In 1950, when he was assistant 
secretary of the company and vice presi- 
dent of the Tucson Insurance & Bonding 
Agency, he left and opened his own 
agency. In 1955 he formed a partner- 
ship with James E. Craig. 

He received his CPCU designation in 
1954. He is a former president of the 
Tucson and Arizona Associations of In- 
surance Agents and has been Arizona 
state director since 1953 and was vice 
chairman of the Far West Agents Con- 


ference 1955-56 and 1957-58; chairman 
1958-59. 
Mr. Jones has been active in the 


YMCA, Community Chest, Toastmasters 
International, Kiwanis and is co-chair- 
man of the Tucson Medical Center In- 
surance Committee. 





America Fore Directory 


New Orleans, Oct. 7—Lines formed 
right and left here this morning at the 
Roosevelt and Jung Hotels to pick up 
the popular and complete America Fore 
Loyalty Group directory of delegates and 
guests at this convention. Vice President 
Frank S. Ennis, head of the Group’s 
advertising department, can well be 
proud of this 75-page booklet. 


Presentation of Woodworth Memorial 


And Other National Assn. Aveda 


New Orleans, Oct. 8—The presentation 
of coveted NAIA awards for outstanding 
performance in the past year took place 
here today. Of chief interest was the 
Woodworth Memorial, annually  pre- 
sented to the agent “who has performed 
the most outstanding work for insur- 
ance.” It was presented to Morton V. V. 
White, Allentown, Pa., retiring member 
of NATA’s executive committee. 

The California Association mileage 
cup was earned by the New York State 
Association with Ohio and Washington 
State associations as runners-up. This 
cup is for the greatest combined mileage 
of members attending the convention. 

To the Iowa association went the Des 
Moines attendance cup, for its achieve- 
ment in having largest number of mem- 
bers registered at the convention. Ohio 
was second and Texas third. 


The Iowa association also won the 
Connecticut membership trophy for its 
fiscal year achievement in getting the 
highest total of points on the basis of 
numerical membership increase, develop- 
ment to standard and _ local board de- 
velopment. 

The Bowen public relations award for 
the state association which contributed 
the most to improving public understand- 
ing of the American Agency System 
was won by the Florida association in 
a keen competitive contest. It also won 
the Sparlin cup. 

The Walter H. Bennett Memorial 
award, presented for excellence in_ local 
board activities, was presented to Miami, 


Fla., with honorable mention foing to 
Wichita, Dallas and Modesto, Cal., local 
boards. 


Navarre Calls on O’ Mahoney to 
More Clearly Define His Concepts 


New Orleans, Oct. 6—Insurance Com- 
missioner Joseph A. Navarre, Michigan, 
today took issue with U. S. Senator 
Joseph O’Mahoney’s concepts and phil- 
osophies on the role of government in 
the conduct of the insurance business, 
which promoted the Senator to head up 
the present investigation of state regu- 
lation of insurance. hy, ag the NAIA 
convention here today Mr. Navarre said 
that “there can he no doubt that the 
Senator knows what the Congress de- 
clared in Public Law 15 relative to what 
was ‘in the public interest’ concerning 
the regulation of the business of insur- 
ance. He also knows that the authority 
of the Congress under Article I of the 
Federal Constitution contemplated the 
exercise of its powers thereunder in 
the manner prescribed in Public Law 15. 

“If up until now anyone has _ failed 
to fully understand the scope and sig- 
nificance of the subcommittee’s inquiry 
as it relates to the role of the Federal 
government in business, it should be 
abundantly clear at this point that basic 
philosophy of government, state and 
federal, inter-state and international, is 
not onlv involved, it is the target,” de- 
clared Commissioner Navarre. 


Problems of Society 


“Insurance, and insurance regulation, 
is the sprineboard from which the Con- 
gressional Committee takes off on proof 
of the thesis that the Communists ‘are 
not far wrong in (their) estimate of our 
incapacity to understand what actually 
is going on in the world.’ Further, that 
‘Soviet leaders are convinced that the 
day of independent business is done, and 
that we do not know it.’ 

“The answer to these great problems 
of society and others raised by the 
inquirv seems to rest in a simple solu- 
tion. The Senator said, ‘I suppose that 
90% of big husiness in the United States 
believe in the Constitution. Then they 
must believe that the Congress of the 
United States shall regulate interstate 
and foreign commerce so as to keep it 
free, so as to protect the public interest.’ 
TInless the utterance on the part of the 
Senator is to be regarded as a mere 
platitude, unrelated and not germane to 
the issue, it must be inferred that regu- 
lation by the Congress of the United 
States is necessary if interstate and 
foreign commerce is to be kept free, ‘so 
as to protect the public interest.’ 

“What is meant by ‘free’ and what is 
meant by the ‘public interest’ must be 
carefully defined in terms of constitu- 
tional concepts of liberty and justice for 
all. Without a basic agreement as to 
the meaning and significance of terms 


JOSEPH A. NAVARRE 


and concepts, the entire inquiry—time- 
consuming and expensive as it is bound 
to be—will be fruitless and unproductive 
of useful and beneficial results. 

“If the inquiry is calculated to deter- 
mine whether or not, as the Senator 
says, he is ‘sometimes led to believe that 
the (Communists) are not far from 
wrong in that estimate of our incapacity 
to understand what actually is going on 
in the world,’ I doubt the efficacy of the 
investigation of the business of insur- 
ance and the ‘stewartship’ of the several 
states in their regulation of the business 
as a means of doing so. 

“Tf the concern of the Senator is te 
control through the ‘Commerce Clause’ 
of the Federal Constitution, and to pre: 
vent ‘the regulation of commerce an 
industry (from) falling to a greater 
and greater degree into the hands of a 
few persons who hold major positions 
in industry, there is grave doubt that 
such can be accomplished by the ‘feder- 
alization’ of the regulation of insurance. 

“Let me remind you, Public Law | 
declared the taxation and regulation 0 
the business of insurance by the several 
states is in the public interest je 
have come to recognize the investivative 
powers of the Congress as one of the 
facts of life in the United States. Be 
cause of the SEUA case insurance is 
‘interstate commerce’ in manv of its 

(Continued on Page 31) 
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Unusually Large Attendance At 
Eastern Agents Conference Meet 


New Orleans, Oct. 6—The Eastern 
Agents Conference drew an unusually 
large attendance here today, considering 
the great distance from the eastern field. 
There were 24 agents from New Jersey 
and sizeable delegations from New York, 
Pennsylvania and some other states. 
Chairman Charles H.  Frankenbach, 
Westfield, N. J., presided and on the dais 
with him were Valmore H. Forcier, 
Danielson, Conn., first vice chairman; 
Arthur L. Schwab, Staten Island, N. Y., 
second vice chairman, and Frank L. 
Lowrey, Pawtucket, R. I. Secretary- 
Treasurer William A. D’Espard, District 
of Columbia, was absent reportedly ill 
1 a hospital in Washington, 

Dates for the forthcoming annual 
meeting of EAC were announced as fol- 
lows: 1959, Buffalo, April 5-7; 1960, Bos- 
ton; 1961, Philadelphia, and 1962, Prov- 
idence, R. I. This is assuming the EAC 
continues under its present set-up. There 
was a long discussion today whether the 
relatively low attendance at recent an- 
nual EAC gatherings warranted the 
expense and effort of continuing to hold 
large conventions in the eastern area 
each spring. In most other parts of 
the country regional conferences are 
designed for only state association offi- 
cers, and not built to attract general run 
of members of associations. 


To Report at 1859 Gathering 


It was recommended that EAC state 
association officers convene to discuss 
any possible future changes and_ that 
their report be issued at the 1959 an- 
nual gathering at the Hotel Statler, 
Buffalo. 

Past Chairman H. Earl Munz, CPCU, 
Paterson, N. J., was named chairman of 
the nominating committee, to report at 
Buffalo with E. Stuart Windsor, Balti- 
more, and Joseph A. Neumann, Jamaica, 
N. Y., also on the committee. 

Conference committee report of Mr. 
Windsor, a highlight of this session, 
appears on another page in this issue. 
After he had finished Frederick W. 
Doremus, secretary-manager of the 
Eastern Underwriters Association, al- 
ways a welcome guest at these EAC 
sessions, spoke briefly on late develop- 
ments. He commended the agents for 
their sound recommendations to recon- 
cile coverage on broad forms and _ said 


EVA will study the proposal on business 
interruption insurance. He voiced the 
hope that sales resistance among agents 
to soliciting these forms would be re- 
duced when the two new forms, replac- 
ing four old ones, are available. 

Executive Secretary William H. Wiley, 
Connecticut Association, gave a quick 
outline of the successful driver training 
course in that state which includes the 
right of the members of the association 
certifying to students passing courses so 
their parents may get the 10% rate re- 
dutcion on auto liability coverage. This 
program has developed over a number 
of years in cooperation with state boards. 
About 14 local boards in Connecticut are 
paying for a special policy for school 
busses, some providing training cars for 
students. Some agents teach driver 
courses, and the whole association is 
striving to make safe driving a reality. 
There is now a compulsory driver educa- 
tion law in the Nutmeg state. All this 
has been excellent public relations for 
the Connecticut Association, Mr. Wiley 
observed, 





N. Y. State Assn. Host at 


Sunday Evening Party 

New Orleans, Oct. 6—The New York 
State Association was host Sunday eve- 
ning here to a large group of agents and 
their wives from the Empire State, like- 
wise from New Jersey, Pennsylvania and 
other eastern states. Present also were 
NAIA President Louie Woodbury, Jr., 
Vice President Archie M. Slawsby and 
members of the executive 
President Herbert S. 
York association and his wife, Frances, 
welcomed the guests and they were 
assisted by Executive Vice President 
Arthur F. Blum, Treasurer Robert B. 
Douglass, State National Director Arthur 
L. Schwab and Executive Secretary John 
J. Jordan. ' : 
President Milton H. Grannatt, Jr. of 
the New Jersey association headed the 
group from the Garden State which 
included, among others, Henry A. Franz, 
immediate past president, and Executive 
Secretary-Treasurer Charles J. Unger. 


committee. 
Brewer of New 


Agents 


NAIA Bearing Down on 
Fictitious Groups 


ACTION PLANNED AT WORKSHOP 





Injurious Aspects of Such Groups Pointed 
to By Messrs. White, Battles, and 
Director Gerber of Illinois 

New Orleans, Oct. 6—Aspects of ficti- 
tious group insurance—whereby persons 
who belong to various associations or 
live in particular neighborhoods are able 
to secure preferential fire and casualty 
insurance rates—were considered here 
today by Morton V. V. White, Allen- 
town, Pa., member of NAIA’s executive 
committee; past president Robert E. 
Battles, Los Angeles, and Insurance 
Director Joseph S. Gerber of Illinois. 
Mr. White, who has headed the NAIA 
battle against fictitious group insurance 
for several years, acted as moderator at 
the workshop session of the convention 
dealing with this subject. 

Mr. White has held that this type of 
group insurance, where there is no com- 
mon employment, is discriminatory as 
to rates, in that it involves license law 
violations and is in other ways injurious 
to the insurance business. He said that 
of about 70 such group plans cited to 
NAIA, more than 20 have been closed 
out after association leaders have talked 
with the people involved.in these plans. 

Mr. Battles traced the history of NAIA 
opposition to such plans since 1953, a 
main objection being that these group 
proposals offer insurance to “members” 
at rates not available to individual pur- 
chasers of the same coverage. He could 
not understand how fire and casualty 
underwriters can accept such risks at 
cut rates when even established rates 
are not considered profitable. He could 
not see any economies established or 
better classes of business secured 
through so-called group programs. He 
suggested that agents, when learning of 
such programs should do the following: 

Inform their state association and the 
NAIA giving all the data that can be 
collected; talk to these group officials to 
ascertain why a new insurance market 
is needed for the “members”; point out 
fallacies of consumer cooperatives, where 
policyholders get little service when 
losses occur; tell their Insurance Com- 
missioner about the plans; learn whether 
unlicensed personnel are involved in sell- 
ing Group insurance, and try to get in- 
surers to cease accepting these risks. 


Joseph S. Gerber’s Views 


Director Joseph S. Gerber, who is 
chairman of the National Association of 





in New 


Orleans 


Insurance Commissioners’ committee on 
legislation and a member of NAIC’s com- 
mittee on fictitious group insurance, 
frankly told the agents that one of the 
prime reasons for these group plans is 
the lower insurance cost involved. 
While there are rate discriminations 
today in many states, including Illinois 
where fire and casualty Group covers 
cannot be written, he stated it is possible 
that legislation permitting the writing of 
these risks may some day be introduced 
and passed in the states. If so, then 
there would be considerable doubt 
whether these lower group rates would 
be classified as discriminatory. 

Director Gerber further said that the 
question of uniformity in rates could 
bring troublesome reactions from some 
segments of the public and_ possible 
threats of anti-trust action. The public, 
he stated, seeks insurance at lowest rates 
offered and there could be public support 
for legalizing group programs. However, 
until such an eventuality develops the 
Commissioners are fighting these group 
plans in the states where there now 
exist statutory provisions prohibiting 
fictitious groups. 





SCHINNERER ON C. OF C. 
Representative of NAIA Cites Work of 
‘National Chamber in Many Lines; 
Has Done Much for Insurance 
New Orleans, Oct. 6—Victor O. Schin- 
nerer, prominent Washington, D. C., 
agent, reported to the national board of 
state directors on activities of the Cham- 
ber of Commerce of the United States. 
The NAIA is a voting member of the 

chamber. 

“The current president of the chamber, 
William A. McDonnell, is well acquainted 
with insurance,” Mr. Schinnerer said. 
“He is a director of the American In- 
surance Co, of Newark, N. J., and the 
American Central of St. Louis, a member 
of. the Commercial Union Group. 

“Mortimer E. Sprague, vice president 
of the Home Insurance Co., represents 
stock company insurance on the cham- 
ber’s board of directors and is currently 
chairman of its insurance committee. | 
have the honor of representing the local 
agents as a member of the insurance 
committee. 

“The national chamber has done 
splendid work for us in holding down 
governmental expenditures in a period 
when more spending has seemed to be 
the popular action in Congress. The 
chamber has close contacts and fine 
working relationships, not only with the 


(Continued on Page 38) 








oyal Exchange 


ROYAL EXCHANGE ASSURANCE 
PROVIDENT INSURANCE COMPANY 


of New York 
* 


Representatives in Principal Cities and 
Towns of the United States and in 
Most Countries Throughout the World 





AN OLD LINE company with new line 


coverages, a modern system, prompt and 
efficient service, and cooperation prog- 


ressive agents appreciate. 


e Founded 238 years ago, the Royal 
Exchange was one of the foremost 
pioneers in the establishment of 
insurance as a business. 


Fire, 
Marine, Casualty 
Fidelity & Surety 


Gnouf 


111 JOHN STREET 
NEW YOR K 








Inland 
Marine 


COVERAGES 


.. because virtually every business today is a 
prospect for some form of Inland Marine it should 
not be overlooked when making up a protection pro- 
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OHIO FARMERS INDEMNITY COMPANY 


Le Roy, Ohio 
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iT FITS PERFECTLY! 


Whether Panama hats in Ecuador, wool in Australia, copper 
in Rhodesia—whatever and wherever your clients’ business 
activities overseas, AFIA will be glad to work out insurance 
protection that fits the project and local conditions. 

If you have a question, ask us. If your client has problems, 


consult us. Our four decades of experience serving 
American business abroad assures you of the right answers, 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street ¢ New York 38, New York 
CHICAGO OFFICE .. Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DAEZAS COPPER: Fok ws As 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
106 ANGELES OFFICE . ..0.d0.0 Se ccas 3277 Wilshire Boulevard, Los Angeles £, California 
SAN FRANCISCO OFFICE .. Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE .... Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 





‘lraveiers; 
president, Agricuitural, 


ommendation by 
Conference that the public relations com- 
mittee of the EUA be requested to urge 
a continuing program at the national 
level to educate the public to increase 
property insurance to correspond with 
today’s higher values. It was indicated 
that the program should not be limited 
to residential property, but be equally 
applicable to manufacturing and mer- 
cantile risks. 





NAIA Meeting In New Orleans 





Eastern Agents Conference Meets 


Windsor Reports'on Meeting with Eastern Underwriters Assn, | 


Executives; Business Interruption, Coverage on Broad 
Forms, Conn. Driver Education Program Featured 


New Orleans, Oct. 6—E. Stuart Wind- 
sor, Baltimore, chairman of the Eastern 
Agents Conference conference commit- 
tee, reported today on developments in 
the Eastern Underwriters Association 
fieid at the semi-annual meeting ot the 
EAC held in connection with the 62nd 
annual convention of the National Asso- 
ciation, 

A session was held a few weeks ago 
attended by the conference committee 
ot KAU and company executives repre- 
senting tne t%UA. Members of tie 
agents’ COulerence committee are Arcii- 
bald ui. Vouge, rortiand, Me.; josepu 
A. Neumann, jamaica, NN. Y.; H. Lari 
Munz, raterson, N. J.; ELlzey Walters, 
jJr., Stamrord, Conn., and ir. Windsor. 
As ex-otticio members are Charles H. 
Frankenvacn and Vaimore Forcier, chair- 
man and vice chairman, respectively, ot 
the Eastern Agents Conference. 

Company Representatives 

The company representatives were: 
Chairman, Charles ui. Ciose, executive 
vice president, Great American; Sidney 
G. behimer, vice president, sartrord 
tire; Charies ¥. Jervey, vice president, 
George &. Peacock, vice 


Also present at the conference were 


Frederick W. Voremus, manager, LUA, 
and Altian 
EVA. 


Cantrell, assistant manager, 


Mr. Windsor cited numerous subjects 


considered at the conterence, including 
tne new business interruption insurance 
program, need tor making policy cover- 
age under new broad torms as extensive 
as the combined protection under sepa- 
rate policies, driver education program 
ot the Connecticut Association, tlat can- 
cellations, [ 
Maryland Association. 


“Why Insurance Costs Are Going Up!” 


scholarship program of the 


“This folder, which was produced by 


EVA at the request of Eastern Agents 
Conference, had a distribution of nearly 
2 mullion copies since its introduction 1n 
December, 
copies 
astern territory,” Mr. Windsor stated. 
“Other 
South, Pacitic Coast, Texas and Canada 
produced similar folders for agency dis- 
tribution, which represented more than 
5 million copies in U. S. and Canada. 
This indicates real public relations work 
in frankly telling everyone ‘why his 
insurance costs are going up.’ 


1957, of which 1/2 mullion 
were distributed by agents in 


regional organizations in the 


“Discussion of this project led to rec- 
the Eastern Agents 


“We pointed out that the inflationary 


spiral continues and that there is no 
indication that there will 
to the old days; therefore companies and 
agents should prepare a plan for regular 
and consistent i 
pared with insurance coverage, rather 
than a single effort such as that con- 
ducted by the National Board for a lim- 
ited period in the spring of 1957, supple- 
mented by a single folder in its series 
released in 1958. 


be a return 


review of values com- 


Business Interruption Insurance 
Revisions 
“The new modernized and nationally 


recommended business interruption in- 
surance program of Inter-Regional In- 


E. STUART WINDSOR 


surance Conference has been recom- 
mended to Eastern rating organizations. 

“In general it consists of 
earnings type forms—one for manufac- 
turing and the second for all other 
classes. These replace the four forms in 
current use and the old style two-item 
forms are being discontinued. The treat- 
ment of ordinary payroll, where neces- 
sary, is handled by a choice of two 
endorsements,” Mr. Windsor said. 

“We suggested that an 
article be prepared for insertion in the 
monthly bulletins issued by state asso- 
ciation of agents, including a statement 
that educational panels by _ fieldmen 
would be available to local boards upon 
request, and for regional meetings con- 
ducted by state agents associations in 
those areas where local boards do not 
function 

Policy Coverage 


“We presented to this committee a 
problem which has confronted our agent 
members since the advent of new and 
broader type dwelling policies. There 
have been many instances, where, despite 
the fact that we have charged a higher 
rate for broader coverage to our cus- 
tomer, he has, under certain conditions, 
secured less protection for the higher 
rate than he might have received by 
paying a lower rate. 

“We proposed that the building cover- 
age be amended to clearly provide that 
each succeeding policy of the several 
forms in popular use, i.e. (1) fire and 
lightning, (2) fire and lightning with 
extended cover, (3) fire and lightning 
with extended cover and additional ex- 
tended cover, (4) broad form and (5) 
special form, should in every instance, 
because of increase in rate, provide as 
much protection, in every respect, as the 
one preceding, plus increased coverage 
for the increase in rate. ‘ 

“We were informed that the EUA 3s 
making recommendations to eliminate 
this inconsistency in connection wit! 
policies such as those mentioned, but 
they have no authority to make similar 
recommendations for homeowner's poli- 
cies. 

“We understand that the new home- 
owners policies have not completely 
solved this problem and are recommen 
ing to the property insurance committet 
of the National Association of Insurance 
Agents that it continue its efforts with 
the Multi-Peril Insurance Conference t? 
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National Association of Insurance Agents 


in New Orleans 





—_— 


® bring about the elimination of this con- 
fusing condition. 

“The Connecticut Association of In- 
surance Agents for six years has been 
active in cooperating with the State 
Board of Education in promoting driver 
education in secondary schools. 

“Their efforts have been so effective 
that beginning July 1, 1958, a new law 
makes it mandatory for all secondary 
schools in Connecticut to give driver 
education courses to students in certain 
age groups and upon completion of these 
courses, a Driver Training Credit Card 
will be issued indicating that the holder 
has completed the prescribed course of 
training and is therefore entitled to a 
credit in his insurance rate. These cards 
are issued by and contain the name of 
the Connecticut Association of Insurance 
Agents,” continued Mr. Windsor. 

“This is a fine public relations pro- 
gram and we recommend it to every 
state association in our territory. This 
subject will be fully discussed as part 
of the Eastern Agents Conference meet- 
ing at Buffalo, N. Y., in March, 1959. 


Flat Cancellation Study 


“The flat cancellation study is being 
continued and we recommend if you have 
not already done so, that you complete 
and return your report to headquarters 
of the National Association of Insurance 
Agents. 

“The Multi-Peril Insurance Confer- 
ence is now making filings in the states 
in our territory in connection with the 
new homeowners policy. Your committee 
suggests that when these filings become 
effective, educational meetings sponsored 
by your local boards in cooperation with 
field clubs, and open to all agents’ office 
employes, would help to speed up the 
process of introducing this new program. 

“Nuclear clauses, which will in the 
future be incorporated in all policies, but 
are presently being attached by endorse- 
ment, express the desires of the industry 
in connection with both excluding and 
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assuming of liability for nuclear reac- 
tion, nuclear radiation or radioactive 
contamination. 


Water {Damage 


“There has been recommended a re- 
wording of the water damage section of 
our dwelling policies which will have 
the effect of tightening up this coverage. 
Many former broad interpretations which 
have been applied to this section—will in 
the future—be eliminated. We suggest, 
when this new clause is available, that 
you study it carefully. 

“A recommendation had been made 
previously to exclude cloth awnings from 
windstorm coverage. A new recommen- 
dation by Inter-Regional Insurance Con- 
ference would exclude similar coverage 
on all awnings. Provision will be made 
to cover awnings by an assumption en- 
dorsement for an additional premium 
which is currently estimated to be $7.50 
for each $100 of coverage. 

Automatic pinsetters in bowling alleys 
have been classified as contents items 
and are to be written at the contents 
rate level. 

An Inter-Regional Insurance Confer- 
ence countrywide recommendation incor- 
porating water exclusion treatment in 
the broad dwelling and special dwelling 
forms, similar to that referred to pre- 
viously, plus applying the $50 loss de- 
ductible clause to falling objects, weight 
of ice, snow or sleet and collapse, has 
been recommended. Rules were changed 
to recommend use of these forms on a 
schedule policy when specifically limited 
to the dwelling portions of such sched- 
ules,” said Mr. Windsor. 

“Scholarship program of the Univer- 
sity of Maryland, sponsored by the seven 
Eastern rating organizations and admin- 
istered by the EUA, will be available to 
eligible high school students at gradua- 
tion time in 1959 and successful appli- 
cants will enter the university in the 
fall of that year. Full details will be 
available later this year, but briefly will 


Presidential Citations 
To 11 Leading Agents 


New Orleans, Oct. 6—Eleven members 
of the National Association were given 
“Presidential Citations” here today by 
President Louie E. Woodbury Jr. The 
citations were presented at the opening 





involve 15 scholarships each year with 
a value of $1,300 each. Those students 
who successfully complete a course in 
fire protection engineering will receive 
a B.S. degree. 


Postage Costs 


“To reduce the cost of returning can- 
celed policies to companies, it was sug- 
gested that EUA explore the possibility 
of recommending that companies accept 
the policy face containing typed infor- 
mation and policy number, torn or 
clipped from the canceled policy upon 
which could be inserted the data neces- 
sary to process the cancellation and the 
return premium on to the company rec- 
ords. This would save the postage cost 
represented by the weight of the re- 
mainder of the canceled policy and the 
various forms and endorsements attached 
thereto. We think this is a step in the 
right direction and believe you will hear 
more about it from your companies be- 
fore too long. 

“We bring to your attention that 
the Maryland Association of Insurance 
Agents has changed its name to ‘Inde- 
pendent Insurance Agents Association of 
Maryland.’ This change was made to 
take greater advantage of the long range 
advertising program to promote the 
‘independent agent.’ 

“On behalf of our committee and 
myself, I want to extend thanks to 
Fred Doremus, manager of the Eastern 
Underwriters Association, his able staff, 
and the company representatives, for 
their assistance and cooperation in the 
conduct of these meetings.” 


session of the convention, 

The citations were given in recognition 
of members of the association who have 
brought prestige to and acknowledge- 
ment of the American Agency System 
during the past year, through accomp- 
lishments in their business, civic or per- 
sonal activities. 

Those receiving the citations were: 
Simpson Stoner, Greencastle, Ind.; Wil- 
liam J. Graul, Allentown, Pa.; Floyd L. 
Rice, Warren, Pa.; Donald A. Bolton, 
Jacksonville, Fla. ; Kenneth Bair Jr., Al- 
buquerque, N. M.; Porter Ellis, Dallas; 


Paul Jones, Tucson, Ariz.; Robert L. 
Cook, Martins Ferry, O.; Donald H. 
Denton, Charlotte, N. C.; Wilbur K. 
Allen, Birmingham, Ala.. and James 


Walker, Augusta, Ga. 





Fire Safety Committee 


Reports on Activities 


New Orleans, Oct. 6—Chairman Simp- 
son Stoner, Greencastle, Ind., of the fire 
safety and civil defense committee re- 
ported that many local boards are carry- 
ing on active fire safety programs and 
fire safety booths have been held at 
various fairs and home shows. Several 
states are active on a statewide basis. 

“Visit Building Officials Day’ was 
again held this year and your chairman 
has had several letters from boards stat- 
ing that they had a most pleasing recep- 
tion from the various building officials. 
The St. Louis board, in particular, had 
an unusual program. We are making an 
effort to have Fire Prevention Week 
observed by all boards and it is hoped 
that our program has done much to pro- 
mote the saving of lives and property. 
“We are grateful to the National 
Board of Fire Underwriters for their 
assistance and also to the National Fire 
Protection Association. Also, we are 
grateful to James Mathews and Geoffrey 
A. Potter of the NAIA staff for their 
splendid assistance.” 
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Pleas know the advantages in 
offering policies of a well known 
insurance company. For more than 
248 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 
proper protection to fit the ever 


changing needs of the times. 
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Agent Tells How To Market Farm 
Coverage Against Tough Competition 


New Orleans, Oct. 8—One local, in- 
dependent agent solved the problem of 
marketing farm insurance against tough 
competition in an area which had been 
unfavorably affected by drought for 
several years. How he did it was out- 
lined at the breakfast of the rural and 
small lines agents today during the con- 
vention of National Assn. of Insurance 
Agents by Dean E. Mathews, Ashland, 
Kans., a member of the NAIA rural and 
small lines agents’ committee. C. : 
Swett of Woodland, Calif., chairman of 
the committee, presided at the session. 

Mr. Mathews said three basic sales 
ideas were used, each a combination of 
old ideas applied to a current marketing 
problem. While they were successfully 
used in a small town and in a rural area, 
the principles involved are universal and 
can be adapted to any area, he said. 


Three Marketing Problems 


The three marketing problems were 
(1) to get insurance to value on farm 
outbuildings, (2) to upgrade small dwell- 
ing amounts to put them within the 
range of Homeowners and Comprehen- 
sive Dwelling Policies, and (3) to es- 
tablish a new buying pattern for insur- 
ance on growing crops. 

The area in which the program was 
put into effect was a western Kansas 
county, 1,200 square miles in area, with 
a population ot less than 5,000, and in 
which the largest town had less than 
1,500 population. The number of farm- 
steads was 346. There was no industry. 
The land was 60% grass and 40% culti- 
vated. Of cultivated land approximately 
51% was seeded to wheat. Cattle con- 
stitute a principal agricultural product 
The rainfall ranges from seven inches 
in drought years to 34 inches in good 
years. 

In 1956 Kansas agents had faced three 
successive rounds of extended coverage 
rate increases for farms over a period of 
four years. Agents found themselves in 
an unfavorable competitive position, Mr. 
Mathews pointed out. Farm Under- 
writers Assn. collaborated with the con- 
ference committee of Midwest Terri- 
torial Conference, and with the confer- 
ence committee of the various states, to 
produce its preferred farm rating plan. 
The plan, based on a system of rate 
credits for better classes of farm build- 
ings, restored the competitive position 
of the agents and reversed the trend of 
better farm risks going to locally domi- 
ciled mutuals, Mr. Mathews explained. 

The new farm underwriting plan has 
one defect, he said. If no effort is made 
to get insurance to value, the companies 
are placed in the position of reducing 
rates on a class that is still not quite 
self supporting. Insurance to value is 
the only remedy, he stated. 

Since the farmer does not take kindly 
to any attempt by anyone to tell him 


what to do, the problem was how 
forcibly to demonstrate to him the 
present value of his property, Mr. 


Mathews said. This was the first prob- 
lem to solve in his marketing program, 


and it required much work. 

The problem was overcome by pre- 
senting in visual fashion to the farmer 
the results of a survey of his property. 
The effort was not to tell the farmer 
how much insurance to carry but merely 
to provide him with a sound basis for 
judging how much he should carry. Mr. 
Mathews illustrated this with slides. 

The same procedure was followed to 
upgrade amounts of insurance on old, 
small dwellings. Again, the basis of the 
solution was an appraisal of each dwell- 
ing. Results of the appraisal, together 
with agent’s proposed package, were pre- 
sented in an attention getting folder. 
The fact that the customer could see 
the picture of his home coupled with his 
name had considerable sales impact, Mr. 
Mathews stated. 

Crop Coverage 

In connection with crop coverage, the 
situation was that after five years of 
severe drought, worse than the drought 
years of the 1930s, there had been a 
considerable shifting of farm managers 
and operators in the county. Many had 
given up and gone. More units had been 
consolidated under fewer operators, and 
many operators were not customers of 
the agency. 

There had been virtually no crops to 
insure for five years, Mr. Mathews ex- 
plained. However, in this particular year 
there was a bumper crop coming on. 
Mr. Mathews believed that those who 
had previously bought from his agency 
might easily yield to sales pressure from 
other agents. Those who previously had 
bought elsewhere might be persuaded 
to buy from him. There was an unknown 
number of new operators who as yet had 
not formed any habits of buying insur- 
ance on their growing crops. 

Here, Mr. Mathews needed to know 
the identity of the operators, their loca- 
tion, and the size of their project. His 
program would need to bring the agency 
to their attention and convey the idea 
that the agency had something for the 


operators that was better than they 
could obtain elsewhere. 
All old methods, sales letters, and 


records were scrapped except for the 
dailies on hail and fire policies covering 
standing grain. The market survey began 
with approximately 2,000 cards. 

From the first 53 presentations of the 
survey on outbuildings, dwellings and 
household goods, the agency secured a 
23.5% increase in the dwelling amount 
and a 64.4% increase on outbuildings. 
There was a 41.9% increase in premiums. 
The time spent on the 53 risks was 131 
hours, so that the results per hour of 
time spent was $6.18. Of those inter- 
viewed, 62% adopted the recommenda- 
tions of the agency in full and without 
complaint or objection. 

The crop insurance promotion resulted 
in new business from new sources of 
$5,388 in premiums in hail and $1,301 in 
fire, for a total of $6,689. The total pro- 
motion expense, including the cost of 
building the file, mailings, etc. came to 





NAIA Resolutions Approved 


New Orleans, Oct. 8—Resolutions ap- 
proved by the National Board of State 
Directors in their morning session here 
today and by the NAIA convention later 
in the day were essentially routine. 
Only two of them affect the insurance 
business. One commends the Excelsior 
Insurance Co., Syracuse, N. Y., for action 
of its directors in assuring its agents 
that no unilateral action will be taken by 
that company in considering changes in 
agency agreements. Instead any pro- 
posal to revise commissions or other 
features or agreements would be sub- 
mitted to agent signatories. 

The NAIA resolution expressed the 





hope that other companies would also 
cooperate with their producers when 
commission revisions are considered. 
Another resolution asked state asso- 
ciations to support moves in their home 
states for legislation granting more ade- 
quate funds for State Insurance Depart- 
ments so they may be efficiently staffed 
and competently operated. This arose 
out of some comments from the U. S. 
Senate in Washington that insurance 
regulation in several states appears below 
par. 
Joseph L. B. Murray, Jr., District of 
Columbia director, chairman of resolu- 
tions committee, was reappointed. 





State Level Efforts in 
Accident Prevention 


NAIA COMMITTEE ACTIVE! 





Chairman Dean Urges Six-Point Pro- 
gram for 1959; To Push High School 
Safety Instruction 





New Orleans, Oct. 6—The alertness of § 


the NAIA’s accident prevention commit- 
tee this year, both at the state and 
national levels, was brought out in the 
report submitted to the NAIA’s annual 
meeting here today by Chairman Alex- 
ander Dean of Minneapolis. He was glad 
to say that members of his committee 
have been active in developing contacts 
with state chairmen. Some constructive 
suggestions have resulted, using as a 
base the program developed in Minne- 
sota. 

“There is a constant and determined 
effort on the part of many of these state 
committees,” said Mr. Dean, “to coop. 
erate with other organizations active in 
traffic safety, particularly in achieving 
such objectives as crack-down on en- 
forcement, periodic mechanic inspection, 
development of state laws in accord with 
the uniform motor vehicle code, constant 
emphasis on driver education in_ the 
schools and recognition of the driver's 


license as a privilege rather than a 
right.” 

Chairman Dean also pointed to NAIA’s 
promotion of industrial and_ boating 


safety and noted that Connecticut is a 
notable example of such promotion. He 
urged that other states emulate Con- 
necticut’s example. The “Slow Down and 
Live” campaign of Association of Casu- 


alty & Surety Companies has also been § 


encouraged through NAIA bulletins at 
the state level. 
Ministers Help in Traffic Safety 
Last April 1-2 Mr. Dean attended the 
President’s committee for traffic safety 
meeting in Chicago, purpose of which 
was to encourage all states to intensify 


their accident prevention efforts in those 
fields which do not at present come up | 
to a norm. “The significant thing about } 


this conference,” reported Mr. Dean, 
“was that church lay and ordained per- 
sonnel, who had been invited to attend, 
were particularly active in developing 
the idea of the spiritual and moral side 
of an automobile driver’s relation to his 
fellow man. From the reports received 
to date, the work of the ministers in this 
respect is meeting with some success.” 

_Mr. Dean was appointed to the ad- 
visory council for the President’s com- 
mittee. Invited to attend a conference of 
this council September 3-5 at Evanston, 
Ill., he designated former chairman, Sid- 
ney Nelson of Racine, Wis., to represent 
him. One outcome of the meeting was 
a decision to develop a program for 4 
conference of state legislators, regarded 
by NAIA accident prevention committee 
as a move in the right direction. 


Areas of Activity for 1959 


For the coming year Chairman Dean 
recommended a six-point program as fdl- 
lows: 

1. Further develop the responsibility 
of each committee member for accident 
prevention work in his region and to 
strive to maintain contact with all #8 
states. 

2. Continue to push the classroom and 
behind-the-wheel instruction in automo- 
bile driving in the secondary schools, 
being alert to the potential of_ the 
“Drivo-trainer,” Aetna Casualty & Sure- 
ty’s mechanical devise for testing driver 
alertness, or other such mechanical 
means, 

3. Pick up the idea of the Association 
of Casualty & Surety Companies and 
promote the “no acs” program of safety 
clubs in high schools. 

4. Continue to promote “Slow Dow! 
and Live” campaign. 

5. Eliminate the idea of safety awards 
among the various states which, for one 


(Continued on Page 43) 
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National Association of Insurance Agents in New Orleans 





Maurice Herndon’s Report Features 


O’Mahoney Committee Investigation 


New Orleans, Oct. 7—The big increase 
during the past year of problems for 
NAIA members in their relationship 
with the Federal Government has for- 
tunately brought about a tremendous 
parallel increase in the size and effec- 
tiveness of state association coopera- 
tion and action in support of the NAIA 
endeavors in the nation’s capital, 
Maurice G. Herndon, Washington repre- 
sentative, told the National Board of 
State directors here today. 

This expansion of coordinated NAIA 
state association work in Washington is 
even more notable because it has been 
developing during a period when state 
and local associations are experiencing 
a serious increase in problems at their 
own level, Mr. Herndon stated. 

“In some instances,” he continued, “it 
may seem like butting our heads against 
a Washington stone wall in attempting 
to change the direction of, or stop 
altogether, some of the philosophy and 
action by Federal Government policy- 
makers On insurance problems which 
are obviously contrary to the best long- 
range interests of NAIA members, as 
well as being contrary to President 
Eisenhower's oft-reiterated policy of 
taking the government out of competi- 
tion with small business. 

“NAIA is scoring break-throughs in 
Washington with increasing frequency. 
Even where there are no indications of 
immediate success from all efforts, there 
can be no doubt about the tremendous 
impact of the many thousands of com- 
munications from the grass roots of 
this country, during the past year or so, 
to members of Congress and to officials 
in all levels of the administrative agen- 
cies. 

The O’Mahoney Investigation 


“The first, or aviation phase of the 
so-called O’Mahoney Investigation of in- 
surance and its regulation, was com- 
pleted late in the recently closed session 
of Congress. Although nothing is known 
for certain, it is expected that the second 
phase of the Congressional inquiry, on 
ocean marine insurance, will get under 
Way sometime after the elections in 
November. It will be noted that the 
Investigation is opening on facets of 
insurance not presently subject to the 
usual regulation. This is enabling the 
O'Mahoney subcommittee to lay the 
groundwork for the more widespread 
investigation expected to come later. 

The fact that the insurance inquiry 
to this time has been primarily a two- 
man show for Senator O’Mahoney and 
his able counsel, Donald McHugh, does 
not indicate lack of interest in this 
inquiry on the part of other members 
ot the investigating subcommittee or 
other members of the Senate. Instead, 
it has been the result of other important 
legislative matters during the closing 
days of the 85th congress, but, more 
importantly, the deference of other 
senators to Mr. O’Mahoney’s general 
knowledge of the insurance business 
and his skill as an interrogator,” Mr. 
Herndon stated. 

During the opening hearings, there 
Was ample evidence also of Senator 
O'Mahoney’s political philosophy that 
strong government, preferably Federal, 
regulation of private insurance is essen- 
tial to encourage competition and thus 
Protect the public. 


Penetrating and Thorough 


“There can beyno doubt now, if there 
ever was any, tat Mr. O’Mahoney is 
endeavoring to make his investigation 
Penetrating and thorough. Most  ob- 
Servers agree that his principal target 
18 the rating of insurance, methods used 
to establish rates, factors going into 
fates, and to the relationship to the 


maintenance of open and free competi- 
tion. 

“Regardless of how one feels about 
Mr. O’Mahoney and his political phil- 
osophy, there can be no doubt that he 
is a determined crusader for that which 
he believes, and, as a result, observers 
believe it entirely possible that this 
insurance inquiry could be among the 
most extensive ever undertaken by the 
Congress. 

“In the light of what has taken place 
thus far at this Congressional insurance 
investigation, and remembering that only 
the surface has thus far been scratched, 
the specter, for the proponents of con- 
tinued state insurance regulation, of the 
Federal Government’s direct entrance 
into the insurance regulatory field is 
more than just peeping over the horizon. 
But only time and events will tell. 


Probe of Auto Finance Premiums Ended 


“In another area of congressional in- 
vestigation of insurance, the Monroney 
subcommittee investigation of financed 
automobile insurance premium _ over- 
charges has ended. At the last hearing 
of this subcommittee, late in the summer, 
the NAIA received much favorable at- 
tention and commendation for the co- 
operation of this association in attempt- 
ing to develop facts and help clean up 
the financed automobile premium over- 
charge problem. The NAIA cooperation 
in this investigation is another instance 
of prestige and respect-building in im- 
portant circles in Washington. 

“The Monroney subcommittee is now 
preparing its final report of its investi- 
gation, and it is expected that this 
report will be critical of the insurance 
company subsidiaries of finance com- 
panies and the lack of action of some 
Insurance Commissioners whom the sub- 
committee feels have been lax in obtain- 
ing necessary refunds. 

“The members of the Monroney sub- 
committee, Senators Thermond (D.-S.C.) 
and Payne (R.-Me.), as well as Senator 
Monroney himself, are all basically 
states-righters but they have developed 
considerable interest in insurance regu- 
lation and in some of its so-called 
inadequacies, which will probably crop 
up later in the O’Mahoney investigation 
of insurance. Undoubtedly, also, Senator 
Monroney will pass along considerable 
information from his inquiry on insur- 
ance premium overcharges to his per- 
sonal friend, Senator O’Mahoney. 


Another Important Success 


“Late in the summer the NAIA scored 
another important successs in protecting 
the interests of its members and of 
private insurance in relationship to the 
Federal government. 

“This success occurred when legisla- 
tion was introduced to extend to edu- 
cational institutions (non-profit colleges, 
universities, etc.) and others, such as 
suppliers of services and transporters of 
nuclear material engaged in nuclear 
experimentation, Federal Government 
indemnification for ‘public liability aris- 
ing out of or in connection with the 
licensed (nuclear experimentation activ- 
ity), up to an amount of $500 million.’ 

“As this legislation called for the 
complete elimination of all private in- 
surance coverages, the NAIA, in vigorous 
support of the Association of Casualty 
& Surety Companies, presented strong 
arguments through a statement by Pres- 
ident Woodbury to the Congressional 
joint committee on atomic energy op- 
posing the principle involved in_ this 
legislation, ie. eliminating all private 
insurance coverages and substitute Fed- 
eral government insurance. 

“In spite of the complexity of insur- 
ance coverages connected with the use 
of nuclear energy, the joint committee 


Sunday A Busy Day 


New Orleans, Oct. 5—Although today 
(Sunday) did not have a full schedule 
of Association activities, it turned out 
to be a busy day here for NAIA con- 
ventioneers. There were hundreds of 
corridor reunions as agents and their 
wives, arrived from all parts of the 
country. There were state association 
receptions, too, and a majority of the 
agents took advantage of a_ beautiful 
clear, cool day to go sightseeing in this 


historic sub-tropical city. 

Members of NAIA, and many others 
were seen strolling through the old 
French quarter visiting famous restau- 
rants or taking the numerous bus trips 
available. The special appeal of New 
Orleans to visitors is helping to make 
this one of the best attended NAIA 
conventions. 





on atomic energy and the two houses 
of Congress took heed of the NAIA and 
the Casualty & Surety Association’s 
arguments. The legislation was amended 
in such a way as to provide that the 
Atomic Energy Commission would grant 
Federal indemnification from public lia- 
bility only in excess of a base coverage 
of $250,000, arising from each nuclear 
incident,” Mr. Herndon continued. 


Protest Defense Dept. “Self-Insurance” 
Order 


“Another example of excellent state 
association-NAIA cooperation occurred 
early in September after the Depart- 
ment of Defense suddenly issued an 
order eliminating public liability insur- 
ance coverage as of October 1 on Army 
and Air Force exchanges, clubs, etc., 
operated with non-appropriated funds, 
and substituting self-insurance. 

“After the Washington ottice sounded 
the alarm, the immediate response trom 
the NAIA grass roots was a spontaneous 
bombardment of members ot Congress 
and the Secretary of Defense with 
thousands of letters and telegrams pro- 
testing this action. The result was a 
conference, which had previously been 
stalled, with Defense Department offi- 
cials at which the NAIA, the Associa- 
tion of Casualty & Surety Companies 
and other insurance groups presented 
strong arguments opposing this ‘self- 
insurance’ order and requesting that it 
be rescinded. 

“Any review of past developments 
effecting insurance in Washington indi- 
cates that the work of th NAIA’s 
Washington office and the coordinated 
NAIA state association lobbying efforts 
are still not enough to offset the 
increasing Federal Government involve- 
ment in and competition with private 
insurance. Only a comparative handful 
of members of the government under- 
stand or seem to care about the vital 
importance to the economy of this 
country, of the institution of private 
insurance and its agency system. 

“Grass roots efforts of the NAIA 
during the past several years have estab- 
lished a strong consciousness among 
members of Congress and government 
as to the potential strength of NAIA’s 
membership. The time is now here for 
our members to make more effective 
use of this strength and influence. A 
number of courses of action are open 
but most importantly is the urgent need 
for local agents everywhere to become 
personnally acquainted with their mem- 
bers of Congress, and to confer with 
them at every opportunity on the prob- 
lems of private insurance and the agency 
system. 

“This must be backed up by vigorous 
political action before and during elec- 
tion. The NAIA endorsement of the 
American Heritage Foundation program 
is a ready-made course of action for 
those NAIA members searching for a 
way to become politically active on the 
local level—either a partisan. or non- 
partisan level.” 


NAIA’s Program for 1959 in 
TV Advertising Revealed 


New Orleans, Oct. 8—Assurance that 
the television industry is eager to serve 
the agents in every way possible toward 
getting best results for NAIA in 1959 
from its use of the TV medium was 
given by John R. Sheehan, director of 
national sales, Television Bureau of Ad- 
vertising, when he addressed the NAIA 
advertising workshop here this morning. 
He said his bureau’s collection of infor- 
mation about all phases of television is 
“the most complete store of information 
in existence anywhere.” Furthermore, 
“this information is yours, without reser- 
vation or obligation, and we sincerely 
hope the NAIA will find it advantageous 
to make use if it and the energies, talents 
and experience of our entire staff.” 

Mr. Sheehan said the NAIA’s TV 
plan is two-fold. First a public relations 
picture, “Man with a Mission,” will be 
offered to TV stations as a public service 
program and will also be shown at im- 
portant group meetings around the 
country. 

“The second part of the TV plan,” he 
said, “will be an evening prestige pro- 
gram of broad national coverage reach- 
ing every state in the Union. There will 
be a minimum of 26 weeks on 152 TV 
stations and this schedule can be ex- 
panded to provide for as many as 32 
programs next year for maximum par- 
ticipation. 

“This is. big-time, nationwide coverage 
of millions of television homes each 
week. It means that your TV program 
will be seen week after week by millions 
of viewers in their own homes. It means 
that the NAIA seal will be displayed 
to those millions of viewers and that 
your program will be representing you, 
the independent insurance agent ,as the 
sponsor of this television campaign. It 
also means that your excellent com- 

(Continued on Page 38) 


Navarre Address 


(Continued from Page 26) 





aspects. Public Law 15 is an act of 
Congress and is properly subject to 
review. 

“Tt occurs to me that a review and 
analysis of some basic concepts of our 
government in the United States is in 
order. If the investigation of the busi- 
ness of insurance and of the ‘steward- 
ship’ of its regulation by the several 
states is to be meaningful in the ‘public 
interest’ some basic definitions—in law 
and fact—are in order. 

What Does O’Mahoney Mean by 

Statements? 

“What precisely does the Senator 
mean by ‘our American free enterprise 
economy ?’ What precisely does he mean 
—as it is related to the subjects under 
investigation by ‘the free economy to 
which we attribute the vast expansion 
of prosperity and freedom which_ has 
been accomplished in this nation?’ How 
does he define ‘competition’ as it relates 
to the various facets of the insurance 
business? What precisely under the law 
is the ‘principal regulatory responsibility’ 
to which he refers? How is it defined, 
as it relates to the business of insurance ? 

“Without a clear-cut understanding of 
the meaning and significance of all the 
terms and concepts involved, in law, and 
in fact, in history, and in tradition, in 
relation to the situation, and circum- 
stances of the present, the investigation 
may prove everything and nothing. 

“Unless and until the subcommittee 
clearly defines and precisely delineates 
its position, with particularity, as it re- 
lates to the matters under investigation, 
I fear that the Senator’s statement, ‘I 
want to say that I personally am confi- 
dent that this method of public hearings 
of the facts that affect matters of public 
concern is the greatest guarantee that 
free government can be maintained,’ is 
at very best a pious hope. | . 

“If you don’t mind, I'll stick with the 
Constitution, and my God-given rights.” 
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Agent Tells How To Market Farm 
Coverage Against Tough Competition 


New Orleans, Oct. 8—One local, in- 
dependent agent solved the problem of 
marketing farm insurance against tough 
competition in an area which had been 
unfavorably affected by drought for 
several years. How he did it was out- 
lined at the breakfast of the rural and 
small lines agents today during the con- 
vention of National Assn. of Insurance 
Agents by Dean E. Mathews, Ashland, 
Kans., a member of the NAIA rural and 
small lines agents’ committee. R 
Swett of Woodland, Calif., chairman of 
the committee, presided at the session. 

Mr. Mathews said three basic sales 
ideas were used, each a combination of 
old ideas applied to a current marketing 
problem. While they were successfully 
used in a small town and in a rural area, 
the principles involved are universal and 
can be adapted to any area, he said. 


Three Marketing Problems 


The three marketing problems were 
(1) to get insurance to value on farm 
outbuildings, (2) to upgrade small dwell- 
ing amounts to put them within the 
range of Homeowners and Comprehen- 
sive Dwelling Policies, and (3) to es- 
tablish a new buying pattern for insur- 
ance on growing crops. 

The area in which the program was 
put into effect was a western Kansas 
county, 1,200 square miles in area, with 
a population ot less than 5,000, and in 
which the largest town had less than 
1,500 population. The number of farm- 
steads was 346. There was no industry. 
The land was 60% grass and 40% culti- 
vated. Of cultivated land approximately 
51% was seeded to wheat. Cattle con- 
stitute a principal agricultural product. 
The rainfall ranges from seven inches 
in drought years to 34 inches in good 
years. 

In 1956 Kansas agents had faced three 
successive rounds of extended coverage 
rate increases for farms over a period of 
four years. Agents found themselves in 
an unfavorable competitive position, Mr. 
Mathews pointed out. Farm Under- 
writers Assn. collaborated with the con- 
ference committee of Midwest Terri- 
torial Conference, and with the confer- 
ence committee of the various states, to 
produce its preferred farm rating plan. 
The plan, based on a system of rate 
credits for better classes of farm build- 
ings, restored the competitive position 
of the agents and reversed the trend of 
better farm risks going to locally domi- 
ciled mutuals, Mr. Mathews explained. 

The new farm underwriting plan has 
one defect, he said. If no effort is made 
to get insurance to value, the companies 
are placed in the position of reducing 
rates on a class that is still not quite 
self supporting. Insurance to value is 
the only remedy, he stated. 

Since the farmer does not take kindly 
to any attempt by anyone to tell him 


what to do, the problem was how 
forcibly to demonstrate to him the 
present value of his property, Mr. 


Mathews said. This was the first prob- 
lem to solve in his marketing program, 


and it required much work. 

The problem was overcome by pre- 
senting in visual fashion to the farmer 
the results of a survey of his property. 
The effort was not to tell the farmer 
how much insurance to carry but merely 
to provide him with a sound basis for 
judging how much he should carry. Mr. 
Mathews illustrated this with slides. 

The same procedure was followed to 
upgrade amounts of insurance on old, 
small dwellings. Again, the basis of the 
solution was an appraisal of each dwell- 
ing. Results of the appraisal, together 
with agent’s proposed package, were pre- 
sented in an attention getting folder. 
The fact that the customer could see 
the picture of his home coupled with his 
name had considerable sales impact, Mr. 
Mathews stated. 

Crop Coverage 

In connection with crop coverage, the 
situation was that after five years of 
severe drought, worse than the drought 
years of the 1930s, there had been a 
considerable shifting of farm managers 
and operators in the county. Many had 
given up and gone. More units had been 
consolidated under fewer operators, and 
many operators were not customers of 
the agency. 

There had been virtually no crops to 
insure for five years, Mr. Mathews ex- 
plained. However, in this particular year 
there was a bumper crop coming on. 
Mr. Mathews believed that those who 
had previously bought from his agency 
might easily yield to sales pressure from 
other agents. Those who previously had 
bought elsewhere might be persuaded 
to buy from him. There was an unknown 
number of new operators who as yet had 
not formed any habits of buying insur- 
ance on their growing crops. 

Here, Mr. Mathews needed to know 
the identity of the operators, their loca- 
tion, and the size of their project. His 
program would need to bring the agency 
to their attention and convey the idea 
that the agency had something for the 


operators that was better than they 
could obtain elsewhere. 
All old methods, sales letters, and 


records were scrapped except for the 
dailies on hail and fire policies covering 
standing grain. The market survey began 
with approximately 2,000 cards. 

From the first 53 presentations of the 
survey on outbuildings, dwellings and 
household goods, the agency secured a 
23.5% increase in the dwelling amount 
and a 64.4% increase on outbuildings. 
There was a 41.9% increase in premiums. 
The time spent on the 53 risks was 131 
hours, so that the results per hour of 
time spent was $6.18. Of those inter- 
viewed, 62% adopted the recommenda- 
tions of the agency in full and without 
complaint or objection. 

The crop insurance promotion resulted 
in new business from new sources of 
$5,388 in premiums in hail and $1,301 in 
fire, for a total of $6,689. The total pro- 
motion expense, including the cost of 
building the file, mailings, etc. came to 





NAIA Resolutions Approved 


New Orleans, Oct. 8—Resolutions ap- 
proved by the National Board of State 
Directors in their morning session here 
today and by the NAIA convention later 
in the day were essentially routine. 
Only two of them affect the insurance 
business. One commends the Excelsior 
Insurance Co., Syracuse, N. Y., for action 
of its directors in assuring its agents 
that no unilateral action will be taken by 
that company in considering changes in 
agency agreements. Instead any pro- 
posal to revise commissions or other 
features or agreements would be sub- 
mitted to agent signatories. 

The NAIA resolution expressed the 





hope that other companies would also 
cooperate with their producers when 
commission revisions are considered. 
Another resolution asked state asso- 
ciations to support moves in their home 
states for legislation granting more ade- 
quate funds for State Insurance Depart- 
ments so they may be efficiently staffed 
and competently operated. This arose 
out of some comments from the U. S. 
Senate in Washington that insurance 
regulation in several states appears below 
par. 
Joseph L. B. Murray, Jr., District of 
Columbia director, chairman of resolu- 
tions committee, was reappointed. 





State Level Efforts in 
Accident Prevention 


NAIA COMMITTEE ACTIVE 





Chairman Dean Urges Six-Point Pro- 
gram for 1959; To Push High School 
Safety Instruction 





New Orleans, Oct. 6—The alertness of 
the NAIA’s accident prevention commit- 
tee this year, both at the state and 
national levels, was brought out in the 
report submitted to the NAIA’s annual 
meeting here today by Chairman Alex- 
ander Dean of Minneapolis. He was glad 
to say that members of his committee 
have been active in developing contacts 
with state chairmen. Some constructive 
suggestions have resulted, using as a 
base the program developed in Minne- 
sota. 

“There is a constant and determined 
effort on the part of many of these state 
committees,” said Mr. Dean, “to coop- 
erate with other organizations active in 
traffic safety, particularly in achieving 
such objectives as crack-down on en- 
forcement, periodic mechanic inspection, 
development of state laws in accord with 
the uniform motor vehicle code, constant 
emphasis on driver education in_ the 
schools and recognition of the driver's 
license as a_ privilege rather than a 
right.” 

Chairman Dean also pointed to NAIA’s 
promotion of industrial and boating 
safety and noted that Connecticut is a 
notable example of such promotion. He 
urged that other states emulate Con- 
necticut’s example. The “Slow Down and 
Live” campaign of Association of Casu- 
alty & Surety Companies has also been 
encouraged through NAIA bulletins at 
the state level. 


Ministers Help in Traffic Safety 
Last April 1-2 Mr. Dean attended the 


President’s committee for traffic safety f 


meeting in Chicago, purpose of which 


was to encourage all states to intensify [ 


their accident prevention efforts in those 


fields which do not at present come up | 


to a norm. “The significant thing about 
this conference,” reported Mr. Dean, 
“was that church lay and ordained per- 
sonnel, who had been invited to attend, 
were particularly active in developing 
the idea of the spiritual and moral side 
of an automobile driver’s relation to his 
fellow man. From the reports received 
to date, the work of the ministers in this 
respect is meeting with some success.” 

_Mr. Dean was appointed to the ad- 
visory council for the President’s com- 
mittee. Invited to attend a conference of 
this council September 3-5 at Evanston, 
Ill., he designated former chairman, Sid- 
ney Nelson of Racine, Wis., to represent 
him. One outcome of the meeting was 
a decision to develop a program for a 
conference of state legislators, regarded 
by NAIA accident prevention committee 
as a move in the right direction. 


Areas of Activity for 1959 


For the coming year Chairman Dean 
recommended a six-point program as fol- 
lows: 

1. Further develop the responsibility 
of each committee member for accident 
prevention work in his region and to 
strive to maintain contact with all 
states. 

2. Continue to push the classroom and 
behind-the-wheel instruction in automo- 
bile driving in the secondary schools, 
being alert to the potential of_ the 
“Drivo-trainer,” Aetna Casualty & Sure- 
ty’s mechanical devise for testing driver 
alertness, or other such mechanical 
means, 

3. Pick up the idea of the Association 
of Casualty & Surety Companies am 
promote the “no acs” program of safety 
clubs in high schools. 

Continue to promote “Slow Dow! 
and Live” campaign. 

5. Eliminate the idea of safety awards 
among the various states which, for oné 
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Maurice Herndon’s Report Features 


O’Mahoney Committee Investigation 


New Orleans, Oct. 7—The big increase 
during the past year of problems for 
NAIA members in their relationship 
with the Federal Government has for- 
tunately brought about a tremendous 
parallel increase in the size and effec- 
tiveness of state association coopera- 
tion and action in support of the NAIA 
endeavors in the nation’s capital, 
Maurice G. Herndon, Washington repre- 
sentative, told the National Board of 
State directors here today. 

This expansion of coordinated NAIA 
state association work in Washington is 
even more notable because it has been 
developing during a period when state 
and local associations are experiencing 
a serious increase in problems at their 
own level, Mr. Herndon stated. 

“In some instances,” he continued, “it 
may seem like butting our heads against 
a Washington stone wall in attempting 
to change the direction of, or stop 
altogether, some of the philosophy and 
action by Federal Government policy- 
makers on insurance problems which 
are obviously contrary to the best long- 
range interests of NAIA members, as 
well as being contrary to President 
Eisenhower’s oft-reiterated policy of 
taking the government out of competi- 
tion with small business. 

“NAIA is scoring break-throughs in 
Washington with increasing frequency. 
Even where there are no indications of 
immediate success from all efforts, there 
can be no doubt about the tremendous 
impact of the many thousands of com- 
munications from the grass roots of 
this country, during the past year or so, 
to members of Congress and to officials 
in all levels of the administrative agen- 
cies. 

The O’Mahoney Investigation 


“The first, or aviation phase of the 
so-called O’Mahoney Investigation of in- 
surance and its regulation, was com- 
pleted late in the recently closed session 
of Congress. Although nothing is known 
for certain, it is expected that the second 
phase of the Congressional inquiry, on 
ocean marine insurance, will get under 
Way sometime after the elections in 
November. It will be noted that the 
Investigation is opening on facets of 
insurance not presently subject to the 
usual regulation. This is enabling the 
O'Mahoney subcommittee to lay the 
groundwork for the more widespread 
investigation expected to come later. 

The fact that the insurance inquiry 
to this time has been primarily a two- 
man show for Senator O’Mahoney and 
his able counsel, Donald McHugh, does 
not indicate lack of interest in this 
inquiry on the part of other members 
of the investigating subcommittee or 
other members of the Senate. Instead, 
It has been the result of other important 
legislative matters during the closing 
days of the 85th congress, but, more 
importantly, the deference of other 
Senators to Mr. O’Mahoney’s general 
knowledge of the insurance business 
and his skill as an interrogator,” Mr. 

erndon stated. 

During the opening hearings, there 
Was ample evidence also of Senator 
O'Mahoney’s _ political philosophy that 
strong government, preferably Federal, 
regulation of private insurance is essen- 
tial to encourage competition and thus 
Protect the public. 


Penetrating and Thorough 


“There can be no doubt now, if there 
ever was any, that Mr. O’Mahoney is 
endeavoring to make his investigation 
Penetrating and thorough. Most  ob- 
Setvers agree that his principal target 
is the rating of insurance, methods used 
to establish rates, factors going into 
fates, and to the relationship to the 


maintenance of open and free competi- 
tion. 

“Regardless of how one feels about 
Mr. O’Mahoney and his political phil- 
osophy, there can be no doubt that he 
is a determined crusader for that which 
he believes, and, as a result, observers 
believe it entirely possible that this 
insurance inquiry could be among the 
most extensive ever undertaken by the 
Congress. 

“In the light of what has taken place 
thus far at this Congressional insurance 
investigation, and remembering that only 
the surface has thus far been scratched, 
the specter, for the proponents of con- 
tinued state insurance regulation, of the 
Federal Government’s direct entrance 
into the insurance regulatory field is 
more than just peeping over the horizon. 
But only time and events will teil. 


Probe of Auto Finance Premiums Ended 


“In another area of congressional in- 
vestigation of insurance, the Monroney 
subcommittee investigation of financed 
automobile insurance premium over- 
charges has ended. At the last hearing 
of this subcommittee, late in the summer, 
the NAIA received much favorable at- 
tention and commendation for the co- 
operation of this association in attempt- 
ing to develop facts and help clean up 
the financed automobile premium over- 
charge problem. The NAIA cooperation 
in this investigation is another instance 
of prestige and resnect-building in im- 
portant circles in .. -shington. 

“The Monroney subcommittee is now 
preparing its final report of its investi- 
gation, and it is expected that this 
report will be critical of the insurance 
company subsidiaries of finance com- 
panies and the lack of action of some 
Insurance Commissioners whom the sub- 
committee feels have been lax in obtain- 
ing necessary refunds. 

“The members of the Monroney sub- 
committee, Senators Thermond (D.-S.C.) 
and Payne (R.-Me.), as well as Senator 
Monroney himself, are all basically 
states-righters but they have developed 
considerable interest in insurance regu- 
lation and in some of its so-called 
inadequacies, which will probably crop 
up later in the O’Mahoney investigation 
of insurance. Undoubtedly, also, Senator 
Monroney will pass along considerable 
information from his inquiry on insur- 
ance premium overcharges to his per- 
sonal friend, Senator O’Mahoney. 


Another Important Success 


“Late in the summer the NAIA scored 
another important successs in protecting 
the interests of its members and of 
private insurance in relationship to the 
Federal government. 

“This success occurred when legisla- 
tion was introduced to extend to edu- 
cational institutions (non-profit colleges, 
universities, etc.) and others, such as 
suppliers of services and transporters of 
nuclear material engaged in nuclear 
experimentation, Federal Government 
indemnification for ‘public liability aris- 
ing out of or in connection with the 
licensed (nuclear experimentation activ- 
ity), up to an amount of $500 million.’ 

“As this legislation called for the 
complete elimination of all private in- 
surance coverages, the NAIA, in vigorous 
support of the Association of Casualty 
& Surety Companies, presented strong 
arguments through a statement by Pres- 
ident Woodbury to the Congressional 
joint committee on atomic energy op- 
posing the principle involved in_ this 
legislation, ie. eliminating all private 
insurance coverages and substitute Fed- 
eral government insurance. 

“In spite of the complexity of insur- 
ance coverages connected with the use 
of nuclear energy, the joint committee 


Sunday A Busy Day 

New Orleans, Oct. 5—Although today 
(Sunday) did not have a full schedule 
of Association activities, it turned out 
to be a busy day here for NAIA con- 
ventioneers. There were hundreds of 
corridor reunions as agents and their 
wives, arrived from all parts of the 
country. There were state association 
receptions, too, and a majority of the 
agents took advantage of a _ beautiful 
clear, cool day to go sightseeing in this 


historic sub-tropical city. 

Members of NAIA, and many others 
were seen strolling through the old 
French quarter visiting famous restau- 
rants or taking the numerous bus trips 
available. The special appeal of New 
Orleans to visitors is helping to make 
this one of the best attended NAIA 
conventions. 





on atomic energy and the two houses 
of Congress took heed of the NAIA and 
the Casualty & Surety Association’s 
arguments. The legislation was amended 
in such a way as to provide that the 
Atomic Energy Commission would grant 
Federal indemnification from public lia- 
bility only in excess of a base coverage 
of $250,000, arising from each nuclear 
incident,” Mr. Herndon continued. 


Protest Defense Dept. “Self-Insurance” 
Order 


“Another example of excellent state 
association-NAIA cooperation occurred 
early in September after the Depart- 
ment of Defense suddenly issued an 
order eliminating public liability insur- 
ance coverage as of October 1 on Army 
and Air Force exchanges, clubs, etc., 
operated with non-appropriated funds, 
and substituting self-insurance. 

“After the Washington oftice sounded 
the alarm, the immediate response trom 
the NAIA grass roots was a spontaneous 
bombardment of members ot Congress 
and the Secretary of Defense with 
thousands of letters and telegrams pro- 
testing this action. The result was a 
conference, which had previously been 
stalled, with Defense Department offi- 
cials at which the NAIA, the Associa- 
tion of Casualty & Surety Companies 
and other insurance groups presented 
strong arguments opposing this ‘self- 
insurance’ order and requesting that it 
be rescinded. 

“Any review of past developments 
effecting insurance in Washington indi- 
cates that the work of th NAIA’s 
Washington office and the coordinated 
NAIA state association lobbying efforts 
are still not enough to offset the 
increasing Federal Government involve- 
ment in and competition with private 
insurance. Only a comparative handful 
of members of the government under- 
stand or seem to care about the vital 
importance to the economy of this 
country, of the institution of private 
insurance and its agency system. 

“Grass roots efforts of the NAIA 
during the past several years have estab- 
lished a strony consciousness among 
members of Congress and government 
as to the potential strength of NAIA’s 
membership. The time is now here for 
our members to make more effective 
use of this strength and influence. A 
number of courses of action are open 
but most importantly is the urgent need 
for local agents everywhere to become 
personnally acquainted with their mem- 
bers of Congress, and to confer with 
them at every opportunity on the prob- 
lems of private insurance and the agency 
system. 

“This must be backed up by vigorous 
political action before and during elec- 
tion. The NAIA endorsement of the 
American Heritage Foundation program 
is a ready-made course of action for 
those NAIA members searching for a 
way to become politically active on the 
local level—either a partisan or non- 
partisan level.” 


NAIA’s Program for 1959 in 
TV Advertising Revealed 


New Orleans, Oct. 8—Assurance that 
the television industry is eager to serve 
the agents in every way possible toward 
getting best results for NAIA in 1959 
from its use of the TV medium was 
given by John R. Sheehan, director of 
national sales, Television Bureau of Ad- 
vertising, when he addressed the NAIA 
advertising workshop here this morning. 
He said his bureau’s collectiqgn of infor- 
mation about all phases of television is 
“the most complete store of information 
in existence anywhere.” Furthermore, 
“this information is yours, without reser- 
vation or obligation, and we sincerely 
hope the NAIA will find it advantageous 
to make use if it and the energies, talents 
and experience of our entire staff.” 

Mr. Sheehan said the NAIA’s TV 
plan is two-fold. First a public relations 
picture, “Man with a Mission,” will be 
offered to TV stations as a public service 
program and will also be shown at im- 
portant group meetings around the 
country. 

“The second part of the TV plan,” he 
said, “will be an evening prestige pro- 
gram of broad national coverage reach- 
ing every state in the Union. There will 
be a minimum of 26 weeks on 152 TV 
stations and this schedule can be ex- 
panded to provide for as many as 32 
programs next year for maximum par- 
ticipation. 

“This is big-time, nationwide coverage 
of millions of television homes each 
week. It means that your TV program 
will be seen week after week by millions 
of viewers in their own homes, It means 
that the NAIA seal will be displayed 
to those millions of viewers and that 
your program will be representing you, 
the independent insurance agent ,as the 
sponsor of this television campaign. It 
also means that your excellent com- 

(Continued on Page 38) 


Navarre Address 


(Continued from Page 26) 





an act of 


aspects. Public Law 15 is ‘ 
Congress and is properly subject to 
review. 


“Tt occurs to me that a review and 
analysis of some basic concepts of our 
government in the United States is in 
order. If the investigation of the busi- 
ness of insurance and of the ‘steward- 
ship’ of its regulation by the several 
states is to be meaningful in the ‘public 
interest’ some basic definitions—in law 
and fact—are in order. 

What Does O’Mahoney Mean by 

Statements? 

“What precisely does the Senator 
mean by ‘our American free enterprise 
economy ?’ What precisely does he mean 
—as it is related to the subjects under 
investigation by ‘the free economy to 
which we attribute the vast expansion 
of prosperity and freedom which has 
been accomplished in this nation?’ How 
does he define ‘competition’ as it relates 
to the various facets of the insurance 
business? What precisely under the law 
is the ‘principal regulatory responsibility’ 
to which he refers? How is it defined, 
as it relates to the business of insurance ? 

“Without a clear-cut understanding of 
the meaning and significance of all the 
terms and concepts involved, in law, and 
in fact, in history, and in tradition, in 
relation to the situation, and circum- 
stances of the present, the investigation 
may prove everything and nothing. 

“Unless and until the subcommittee 
clearly defines and precisely delineates 
its position, with particularity, as it re- 
lates to the matters under investigation, 
I fear that the Senator’s statement, ‘I 
want to say that I personally am confi- 
dent that this method of public hearings 
of the facts that affect matters of public 
concern is the greatest guarantee that 
free government can be maintained,’ is 
at very best a pious hope. 

“If you don’t mind, I'll stick with the 
Constitution, and my God-given rights.” 
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Stanley Explains FLA Operations; 
Why School Risks Are Not Accepted 


New Orleans, Oct. 8—The Factory In- 
surance Association is not expanding its 
operations to write public schools, mul- 
tiple tenant office buildings and other 
non-manufacturing superior risks be- 
cause rate reductions, when there is no 
prospect of reducing losses through en- 
gineering recommendations, are not 
possible. H. Sumner Stanley, assistant 
general manager of the FIA, this morn- 
ing told the breakfast meeting of the 
metropolitan and large lines agents that 
that the FIA could do no better ratewise 
than any member companies on such 
risks, and there is no point for FIA to 
compete with its own members. 

Mr. Stanley was replying to many 
requests made in the last couple of 
years that the FIA undertake additional 
types of superior risks because competi- 
tors are doing so and agents are losing 
some of this business. He stressed that 
the FIA can offer competitive rates only 
when its excellent engineering service 
can make risks less liable to loss than 
heretofore. He stated that the additional 
risks agents would have FIA handle are 
not subject to such improvement hazard- 
wise as to justify lower rates. He told 
the agents that “the FIA is not the 
answer to all your competitive problems, 
but within our sphere of endeavor we 
stand ready to assist you to the best 
of our ability.” 

Mr. Stanley stated that the FIA ap- 
proach to giving protection to leading 
manufacturers and industrial concerns 
against loss by fire and allied perils 
“offers the advantages of known, fixed 
insurance cost, the opportunity for an 
insured to choose for himself where he 
will deposit his monies in excess of 
such fixed cost and, importantly, the 
advantage of the services and counsel of 
an independent insurance expert in addi- 
tion to the services of the FIA,” Mr. 
Stanley said. 

“The FIA was formed in 1890, and 
that, incidently, from a loss_ ratio 
standpoint, was its best year. It in- 
sured 15 factories and had no losses! 
The worst year was 1953 when over 
$30,000,000 was paid on a single loss, the 
General Motors transmission plant at 
Livonia, Mich., a plant containing nothing 
that could burn! 


Writing 60% of Largest Corporations 


“Growth has been steady during the 
68 years of our existence until we are 
now carrying net liability of approxi- 
mately 85 billion dollars on over 16,000 
properties. Twenty-five years ago, our 
chief competitors wrote twice as much 
business as the FIA. Today we are 
writing more than the combined amount 
written by all of our competitors on 
our class of business. Nationwide, we 
estimate that the FIA is writing insur- 
ance on approximately 60% of the 
largest 500 corporations in America. 

“Although the FIA functions much as 
a company in that it issues policies, 
services risks and pays losses, I wish 
to emphasize that it is but an arm of 
its member companies, operating much 
as a superior risk department of each 
member. 

“Our headquarters are in Hartford, 
and our operations are conducted by a 
paid staff of over 1,000 persons, respon- 
sible through its management to con- 
trolling committees elected from the 
membership. 

“The association issues to its policy- 
holders the contracts of its member 
companies. Each company accepts a 
predetermined percentage share of the 
liability written under each insurance 
policy. No company has more than a 
64%24% share and none less than “Y%. 
Insurance writings of the association are 
restricted to properties or accounts 
which by virtue of size, inspection and 


engineering needs, capacity requirements 
or unusual nature can be serviced more 
efficiently and economically by the asso- 
ciation to the ultimate benefit of the 
insureds concerned and of our member 
companies, 

“More specifically, we think along the 
lines of industrial properties of superior 
construction, protected by automatic 
sprinkler systems and alarm service, with 
a management manifesting a high degree 
of interest in fire prevention and of a 
class where our inspection, engineering 
and loss prevention service can be of 
material value. 

“We are not a rate making organiza- 
tion. However, in order to be competi- 
tive with some of the other selective 
underwriters, we endeavor through our 
engineering and inspection work to bring 
about improvements in the properties 
we insure from the standpoint of loss 
probability to the point where we can 
obtain for them the lowest possible 
insurance cost—and bear in mind that 
this is a fixed cost. The success of our 
activities, in this connection has been 
evidenced by an ability to compete suc- 
cessfully, through lower rates, with other 
types of insurers. 

Why FIA Does Not Insure Schools, 
Motels, Etc. 

“Much has been said, and even resolu- 
tions have been passed by producers and 
others, regarding expansion of the classes 





of risks which the association writes,” 
Mr. Stanley said. “It has been said 
frequently that the association was 


formed to meet Factory Mutual competi- 
tion. As of today, this is an over- 
simplification. We intend and are ex- 
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pected to be competitive costwise with 
other types of insurers in our field. We 
are in a specialized field. We believe, 
and the HPR and Superior Risk rating 
plans are based upon it, that our special- 
ized inspection and engineering work 
reduces losses, and thus makes possible 
lower rates, which rates are developed 
and promulgated by fire rating bureaus— 
not the FIA. 

“Quite aside from the fact that our 
companies are not sponsoring us to 
foster competition with themselves 
through us, rate reductions just by 
virtue of insurance in the FIA when 
there is no prospect of reducing losses 
through engineering just are not in the 
cards. Our engineers would be hard 
pressed to develop recommendations 
which would materially affect losses in 
multiple tenant office buildings, public 
school systems, chains of motels and 
such. Any of our member companies 
can do equally well in the area of gen- 
eral business, and this is where the 
business belongs. 

“The competition in these classes is 
keen, but I would be misleading you if 
I implied that the FIA is about to enter 
such fields just because our competitors 
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have. As a matter of fact, were we to 
do so, we would be duplicating facilities 
our members now maintain for these 
classes of business and would probably 
end up increasing costs. 

Field Inspection Operations 

“Our field inspection operations are 
carried on by a staff ot 400 trained 
engineers, working out of field oftices 
located in 20 of the principal cities in the 
country and reporting to regional offices 
in Hartford, Chicago and San Francisco, 
Most ot our heldmen are graduate en- 
gineers, and all of them have had special 
training 1m industrial fre protection, In- 
ciuded in this training 1s an extensive 
course Of imstruction in Our hre protec- 
tion laboratory, which is believed to 
contain the largest assembly OI Nnre pro- 
teclive equipment tor educationa: pui- 
poses. Here are virtually all types ol 
sprinklers, valves, hydrants, alarm sys- 
tems, extinguishing and Otner protecuve 
devices wimch they may encounter m 
their neld work,’ continued Mr. Stanley. 

“Lhe tacilities ot this laboratory are 
aisO Made avaliable to Our insureus and 
short course instruction is turnished im 
order that their personne: may be en- 
urely tamilar with the equipment wiich 
they may be calied upon to operate im 
an emergency. 

“Ideally, our inspection work com- 
mences before a plant 1s built. By ths, 
1 mean that we encourage insureds to 
submit plans tor new construction to 
the KIA during the planning stage. Lhis 
enables us tO make recommendauons 1 
connection with construction miateriais, 
fire protective equipment, water supplies, 
segregation and protection ot hazardous 
operations, etc. in order that, when com- 
pleted, the plant may be as fire-safe as 
possible. A collateral benefit to insureds 
is, of course, the lowest possible insur- 
ance cost. 

“On completed plants, our engineers 
visit each insured property at regular 
intervals, often several times a_ year. 
Upon these vists, a careful review 1s 
made of all structural and operational 
features of the property that may affect 
potential loss from insured perils. 

“Tests are made of water pressures 
and fire protective equipment and de- 
vices, and, after each inspection, our 
representaive has instructions to con- 
sult on the premises with persons 
authority in order to point out any 
deficiencies which he has noted. A re- 
port is prepared after each inspection 
and is forwarded to the insured via his 
agent or broker. In it are set forth 
pertinent recommendations developed 
from the inspection as well as_ those 
which may have been carried over from 
previous inspections, 

“Suggestions for 
made only when they are 
necessary and are based upon sound 
fire protection engineering standards 
developed over a long period of years. 

Special Inspections 

“Special inspections are constantly 
being made, frequently at the request 0 
insureds, for consultation in connection 
with changes in or additions to buildings, 
machinery, operations or, in general, 
anything related to the welfare of the 
property from a fire protection stand- 


improvement are 
felt to be 


point. In this way, often we can offer 
practical suggestions which will decreas¢ 
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American interests spend at least 


$200,000,000* 
A YEAR 


on overseas insurance. 


How much commission are 





YOU 





collecting on this kind of business? 





2S 
‘all? 


specialists in overseas coverage of American risks since 1919 stand ready 


to help you participate in this profitable business. 


FREE booklet, “Hidden Dangers,” 
prepared expressly for your use 
with prospects, will help you 
capitalize on the inviting business 
possibilities open to U.S. brokers 
and agents through the coverage of 
their local clients’ foreign risks. 

It is yours for the asking. 


*This is a fair estimate—the actual amount may be considerably larger. 





American International Underwriters Corp. 
Dept. F, 102 Maiden Lane, New York 5, N. Y. 


Please send me copies of “Hidden Dangers,” to help me pros- 


pect for overseas business. 














Seattle Public Library 
OCT 16 1958 
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Give Editors, Public All The Facts 
To Get Excellent Public Relations 


Making Truth About Insurance Problems Known Is Essential 


Says Philips; Tells How Casualty Association Public 
Relations Program Is Bringing Fine Results 


New Orleans, Oct. 7—Give editors and 
the public the facts—all the facts—about 
insurance problems in a straight-forward, 
and public relations 
Harold K. Philips, 
department, 
and Surety 

convention 


factual manner, 
troubles will vanish, 
manager, public relations 
Association of Casualty 

Companies, told the NAIA 
today. He not only presented this ad- 
vice but then demonstrated how success 
is being attained through information 
services of the casualty companies. 

With the press being supplied with a 
host of facts about insurance Mr. Philips 
stated that “important newspapers all 
over the country are sending staff w-iters 
to our New York and field offices for 
information to publish in special articles; 
magazines of great national circulation 
are preparing similar articles and ros- 
trums are being offered our speakers’ 
bureaus as fast as they are set up. Public 
relations is merely a matter making the 
truth known.” 

Mr. Philips stressed that a public 
relations aim is creation of a public 
information and education program that 
is adequate, effective and permanent so 
that public misunderstandings now ex- 
isting shall be corrected and new ones 
prevented by the process of making 
public the facts about insurance, “accur- 
ately and consistently, before they get 
into circulation piecemeal and in dis- 
torted forms. 

Practical Public Relations 


“I am speaking of what I call practical 
public relations—which interprets the 
policies and decisions and acts of man- 
agement in simple, easy-to-understand 
language to the public. The channels for 
accomplishing this are at our finger tips 
—the press, the magazines, the radio 
and television, informative and interest- 
ing leaflets, booklets for special types of 
audiences, teaching aids. for educational 
institutions, adequate and _ consistent 
communications within our business—so 
that we shall all speak a common lan- 
guage in place of the frequently acri- 
monious babble we hear too much these 
days, and many other means of quick 
communication with the public. 

“Such are the tools of practical public 
relations, and their proper use at the 
right time can and will do wonders for 
this great casualty and surety business. 
They will reduce those troublesome 
letters to management, remove obstacles 
that have stood in the way of getting 
fair rates, overcome public resistance by 
showing that insurance prices lag far 
behind the price rises of practically 
every other necessary public service and 
commodity. In short, practical public 
relations, properly used, will quickly and 
effectively create a ‘vastly improved 
atmosphere of public understanding to 
the betterment of everyone, including 
the public itself,’ Mr. Philips stressed. 

“Do we have it? We do not have 
enough of it. I do not agree with those 
who say our public relations is altogeth- 
er bad. Certainly the public does not 
understand our business as much as we 
should desire. 


Problem One of Misunderstanding 


“If you examine where we stand in 








Blackstone Studios 
HAROLD K. PHILIPS 


public estimation right now, you will 
find that broad public resentment is 
limited largely to price. I have read 


many public opinion surveys about the 
casualty and surety business. Only two 
were paid for by the industry. The others 
were sponsored by groups outside our 
industry—The Saturday Evening Post, 
for instance, did one, and the American 
Newspaper Publishers Association anoth- 
er. But every one of them came up 
with the same answers—a_ substantial 
majority of the public thinks we are 
as honest as any other business, the 
same majority would rather buy insur- 
ance from the companies than the gov- 
ernment, and a great majority thinks we 
are making too much profit but would 
be perfectly willing to allow a far 
greater profit than we ourselves have 
ever been willing to demand. 

“Our problem, then, is not one of 
public distrust or contempt; or of any 
important movement to have insurance 
nationalized. Our problem is one of 
misunderstanding, and for that we have 
no one to blame but ourselves,” Mr. 
Philips feels. 


Weakness of PR Efforts in Past 


“Rather than list specific things that 
could have been done to prevent some 
of the troubles that confront us, let me 
sum them up by acknowledging three 
serious weaknesses in our public rela- 
tions activities of previous years: 

“1, They were not complete enough, 
by which I mean that we left too many 
public misunderstandings unexplained at 
all or explained them in terms too gen- 
eral to be fully understood by the public. 

“2. They lacked continuity, by which 
I mean that heretofore there has been 
a tendency in our business to ‘let down’ 
as a problem approached solution, when, 
indeed, we should have increased the 
pressure to assure sound educational 
results. 

“3. The whole public relations history 
of our business has been one of waiting 
until we were all but overwhelmed by a 
problem before seeking the public sup- 
port which alone would correct it, 
whereas we should have launched our 
attack the instant we saw the first 
shadowy threat of trouble. 


“While I cannot tell you that there 
has, as yet, been a full break through 
to a sound and adequate public relations 
program, I do say that real progress 
has been made and there is heartening 
promise of great progress in the not-too- 
distant future. We are fighting, we are 
not pulling our punches regardless of 
who our opponents may be, and we are 
expanding. 

“Probably one of the most important 
steps the Association of Casualty and 
Surety Companies ever took to improve 
public relations was to decentralize its 
operations. Until some three years ago, 
we endeavored to conduct country-wide 
public relations from an office in New 
York. It proved neither successful nor 
economical. So we began decentraliza- 
tion by establishing regional public rela- 
tions field offices in Oklahoma and Cali- 
fornia. Their success was prompt and 
complete, and we have since established 
a third such office in Chicago and a 
fourth in Florida,” Mr. Philips told the 
agents. 

Present Accomplishments 


“Some four or five years ago Okla- 
homa was the most difficult state in the 
entire Union. It was impossible to get 
fair rates. We were under continuous 
attack in the legislature and press, and 
we were sitting ducks for any public 
official who needed a campaign issue. 
Indeed, conditions had become so bad 
that one public office holder published 
a little semi-monthly scandal sheet, half 
of which was devoted to muck- raking 
the insurance business. 

“Then we opened the Oklahoma In- 
surance Information Office as a branch 
of our public relations department. As 
its manager we employed a man of 
proved public relations experience who 
had the respect of the press and public 
officials throughout the state. Within a 
year the scandal sheet went out of busi- 
ness, the press was supporting filings 
for fair rates, motorists were being 
warned to drive more carefully if they 
wanted lower rates, and the whole 
climate changed from one of carping 
criticism to respect and understanding. 

“Now turn to Florida. It certainly 
hadn’t been a problem state until late 
last year, when the rating bureaus ob- 
tained approval of increased automobile 
liability rates, followed by separate ap- 
proval of an independent company’s 
filing early this year. Then the volcano 
blew its top. The volcano was a great, 
rich, sincere and powerful Miami news- 
paper. Day after day, not only for 
weeks but for months, it published de- 
liberately inflammatory news articles and 
editorials under two and six column 
headlines on page one, denouncing every- 
thing connected with insurance, includ- 
ing the Insurance Commissioner whose 
official scalp the editors demanded. 


Florida Success 


“That was when we opened in Talla- 
hassee, the capital of Florida, our Soufh- 
eastern public relations division and 
again employed as its director a man 
who had the respect of the press, public 
officials and opinion moulders generally. 
We opened shop last April, less than 
six months ago. Today top state offi- 
cials fully supported by legislative 
leaders, a newly formed Citizens Traffic 
Safety Committee, the state agents’ 
association, and the press, are busily 
preparing for the legislature in January 
a firm program to strengthen traffic laws 
and their enforcement and correct other 
conditions that created the losses which 
made the rate increases inescapable. 

“Our own traffic satety specialists, at 
the request of the state, are assisting 
in formulating that program. And in 
all Florida, no newspaper is more effec- 
tively and eagerly supporting it than 
the mighty giant in Miami, which only 
a few weeks ago could find nothing good 
in snything connected with insurance. 

“How were the tables turned so 
quickly in those two states? We merely 
made the truth—the complete facts— 
known to the editors through back- 
ground information sheets, news releases, 


leaflets, public speaking and similar tools 
of public relations. The editors had 
been told only that rates would rise ‘x’ 
dollars on ‘y’ date. But no one had 
thought to tell them why—such as in- 
creasing accidents, high jury awards, 
mounting inflation, padded claims, all 
adding up to increased claim costs. It 
is just that simple—making all of the 


facts known. The why!” declared Mr. 
Philips. 
Lower Jury Awards 
“The day also has passed when we 


handle those high jury verdicts with kid 
gloves. We are telling the public plainly, 
all of the conditions—all of which are 
beyond the control of the insurance 
companies—that keep forcing the com- 
panies to increase rates to meet the 
rising cost of claims. And it is proving 
effective. 

“A prominent attorney in Miami, long 
a favorite stamping ground of plaintiff 
attorneys, wrote that he had tried nine 
cases recently and got a fair verdict in 
every one. The Cleveland Press, in Ohio, 
was so impressed by publicity we had 
sent out that it made a study of con- 
ditions in local courts and found not 
only that verdicts were being reduced 
substantially, but the plaintiffs’ attorneys 
were seeking settlements out of courts. 

“You are familiar with the leaflet we 
began issuing last April, ‘I Checked Up 
On the Cost of Automobile Insurance’ 
Since then, through local agents every- 
where, nearly 15,000,000 have been dis- 
tributed to automobile insureds. What 
is more, the press country-wide again 
responded to that leaflet with warmly 
favorable editorials, admonishing the 
public to stop complaining about rising 
insurance costs and start driving safely. 
They further reminded the public that 
when people serve on juries and vote 
for charity awards they are only voting 
away their own money. 


Increasing PR Offic>s 


“In my own Association of Casualty 
and Surety Companies, consideration is 
being given to the desirability of in- 
creasing the number of our public rela- 
tions field offices so that every state shall 
have a locally operated insurance infor- 
mation program administered by a sea- 
soned and trained public relations spe- 
cialist. I do not mean that we are 
contemplating putting a field office in 
each of the 48 states, which would not 
be feasible because public relations can 
be spread too thick as well as too thin, 
and with about the same _ inadequate 
results. 

“Our four present field offices admin- 


ister from seven to nine states. That 
is too many for one office, however 
efficient its administrator may be. But 


a trained public relations specialist could 
quite readily manage, from a centrally 
located office, local public relations pro- 
grams in four states. Thus, by increas- 
ing the number of public relations field 
offices we could give each state a local 
program, including a speakers bureau and 
those other essential services that make 
public relations effective. 

“T cannot, nor do I, promise that such 
a program will be adopted. Other meas- 
ures also are under consideration. That 
we are moving as swiftly however, as 
sound judgment permits toward the es- 
tablishment of a strong and_ effective 
public relations arm as part of our in- 
dustry’s major interests, seems self- 
evident to me.” 





33,699 Members, Up 729 


New Orleans, Oct. 6—Membership in 
the National Association now stands at 
33,699 agencies, an increase of 729 mem- 
bers since September, 1957. Chairman 
Kenneth H. Bair, Jr., of the local board 
and membership committee, who has his 
office in Albuquerque, says 
states contributed to the increase if 
membership, Iowa shows 148 net gait 
Florida 166, Ohio 80, New York 72, Cali- 
fornia 68. The last named is also the 
first state with more than 2,800 members. 
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Property Cover Committee Cites 


Progress With Company Associations 


New Orleans, Oct. 6—Progress in sev- 
eral directions was recorded by the prop- 
erly insurance committee when Frank R. 
Beil, Jr., Charleston, W. Va., presented his 
report to the national board of state di- 
rectors. He cited achievements in the new 
Homeowners policies, cooperation with 
Inter-Regional Insurance Conference, and 
the Inland Marine Insurance Bureau, com- 
plete revision of business interruptions 
forms and other developments. He spoke 
also of continuing efforts to create facil- 
ties for handling superior risks which the 
Factory Insurance Association will not 
handle. 

Associated with Mr. Bell on this tmpor- 
tant committee of NAIA are the follow- 
ing: Charles Baugh, Mayfield, Ky.; Rob- 
ert Culliton, Seattle; Donald L. Davis, 
Sioux Falls, S. D.; John L. Ebaugh, Jr., 
Birmingham, Ala.; Barney Flood, Greeley, 
Colo.; Rod V. Hood, Duluth; Alem LaBar, 
Billings, Mont.; A. Julian Lenke, Cincin- 
nati; Bernard J. Olasov, Charleston, S. C.; 
Joseph F. Prola, Springfield, Ill.; Marion 
Sanford, Lubbock, Tex.; A. L. Schlesinger, 
Jr.. New Orleans; Jack C. Schroeder, 
Chico, Cal.; . F. Terrell, Pocatello, 
Idaho; Stetson Ward, New Haven; E. 
Stuart Windsor, Baltimore. 


Highlights of the committee report 
follow: 


New Dwelling Policies 


Our close-working activity with the 
Multi-Peril Insurance Conference in the 
development and introduction of the 
new dwelling policies was of primary 
importance. The very fact of a merging 
of the Homeowners’ policies and the 
comprehensive dwelling policy borders 
on being an amazing accomplishment. 
The property insurance committee in 
four meetings with Multi-Peril outlined 
some 50 basic recommendations which 
were graded as to importance. 

We are happy to report that at least 
80% of these recommendations are in- 
corporated in the new policies. Multi- 
Peril wanted our help and they were 
responsive to our views. In early August 
our committee was invited to come to 
New York and sit down with the execu- 
tive committee of Multi-Peril for the 
purpose of going over the completed 
policies just prior to their release and 
subsequent filing. 

The actual filing of these new forms 
in the various states is just now getting 
under way and we are advised that it 
is hoped that the policies will be in use 
throughout the country by the end of 
the year. 

In the months ahead Multi-Peril will 
turn its attention to a comprehensive 
review of the present commercial prop- 
erty policy. There is no doubt but what 
our committee will be invited to counsel 
with appropriate officials and commit- 
tees of Multi-Peril on this subject. We 
have worked together in the past and 
we must work together in the future. 


Business Interruption Revisions 


Our continuing meetings with the 
Inter - Regional Insurance Conference 
have been most beneficial. In May that 
organization advised all of the fire rat- 
ing bureaus to revise their experience 
exhibits prepared in connection with 
rate revision filings. Under the advised 
plan the period of experience would be 
changed to six years and the more re- 
cent years would be appropriately 
weighted by formula. Such an approach 
obviously introduces the trend factor. 

Very shortly thereafter, Inter-Re- 
gional forwarded an advisory revision 
to all appropriate bureaus on the sub- 
ject of business interruption insurance. 
A complete revision of business inter- 
tuption forms has been in the making 
for some time and while discussions had 
been held in recent years on this sub- 


ject, we did not have the opportunity 
to review and offer suggestions in this 
instance prior to the release of the 
advisory bulletin. 

The recommended revisions may be 
stated briefly. First, there is one gross 
earnings form for mercantile and non- 
manufacturing risks which contains a 
few minor editorial changes. Second, 
there is a single gross earnings form 
for manufacturing risks. This form is 
endorsed to either exclude or include 
ordinary payroll, and the form has been 
broadened to eliminate the 30-day limi- 
tations on new stock and_ stock in 
process. 

Finally, there is an “Agreed Amount 
Endorsement” which can be made a part 
of the mercantile and non-manufacturing 
form. It is the opinion of this committee 
that the revisions represent improve- 
ments; however, we do feel that even 
greater improvement could have been 
obtained. 

In this connection, even though the 
advisory bulletin had been out for sev- 
eral months, we have presented to Inter- 
Regional an extensive set of recommen- 
dations as respects the new forms. We 
are uninformed at this time as to the 
action of the various state rating au- 
thorities as regards this particular sub- 
ject. 


Deferred Premium Payment Plan 


A new and simplified deferred pre- 
mium payment plan is now in use in 
the Far West and it is proper to note 
that a great amount of work by the 
state associations in that area went into 
the development of this new plan. Inter- 
Regional advises that they are observ- 
ing the operation of the plan closely 
in order to determine if there are any 
defects heretofore not discovered. It is 
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their intention to issue an advisory bul- 
letin prior to the end of the year for 
all territories suggesting immediate filing 
and introduction of this new deferred 
premium payment plan. 

Recently, the committee learned that 
one of the large direct writers had se- 
cured approval in a Northeastern state 
of a filing with respect to dwelling rates 
whereby the available water hydrant ele- 
ment in the rating had been abandoned. 
The implications of this procedure are 
far-reaching. We have discussed this 
matter with Inter-Regional and they are 
most anxious to pursue the subject from 
a technical filing standpoint, as well as 
certain legal aspects. 

It is too early to have a progress re- 
port as to their activity at this time. 
We do ask that you endeavor to deter- 
mine whether any such filings have been 
made in your own state and if such is 
the case, please advise our New York 
office at the earliest possible time. 

Inland Marine Bureau 

The information program developed by 
this committee and the Inland Marine 
Insurance Bureau was outlined in detail 
during the course of our mid-year meet- 
ing in Miami. Under this program all 
information as to marine rate and form 
changes will be released to each of our 
state association offices at the same time 
that the member companies of the In- 
land Marine Bureau receive the material. 
The program went into effect in July 
and virtually the entire membership is 
now participating and receiving bulletins 
from their state association offices in 
conjunction with operations of the In- 
land Marine Bureau. 

At the beginning of the year, our com- 
mittee asked that the executive commit- 
tee appoint the territorial conference 
property chairmen as advisors to the 
NAIA property insurance committee. 
This has been an experiment and has 
not been without its defects. We do be- 
lieve, however, that we have benefited 
by this stronger liaison and recommend 
that the practice be continued. 

Cover for Superior Risks 
The property insurance committee, as 


WE'RE PROUD TO ENDORSE 


the independent American Agency System 


As boosters of the National Association of Insurance Agents throughout our 63 years in business, 
the United States Casualty Co. is proud of its many agents in all parts of the country who, as inde- 
pendent producers, sell the plus values and extra services that are offered by the American Agency 
System. On this 62nd anniversary of NAIA we extend heartiest congratulations and hope that your 


organization under continued strong leadership will enhance its prestige and influence in the coming 


UNITED STATES CASUALTY COMPANY 
NEW YORK CITY 




















Engineering 
Service 


for Brokers 


te e ONE WEEK'S NOTICE-OR LESS! 


JOHN C. WEGHORN AGENCY, INC. 
102 Maiden Lane* Digby 4-8420°N. Y.14,N.Y. 


Member of the N.Y.C. Insurance Agents Ass‘n 
ae 








per instructions of this board at the 
mid-year meeting, is in the process of 
investigating the possibilities of creat- 
ing a facility which would handle st- 
perior risks being those which do not 
presently qualify for the highly pro- 
tected rating plan of certain organiza- 
tions in stock company ranks. 

It has been determined that the Fac- 
tory Insurance Association will not con- 
sider broadening their present under- 
writing practices. Several discussions 
have been held with various company 
officials and company organizations and 
while it would be improper to state that 
progress is being made at this time, this 
committee will continue to pursue this 
subject to a degree that some results 
are obtained in the future. 

The experience of the companies dur- 
ing these times is most serious. It is the 
considered opinion of this committee 
that the bureaus with which we nor- 
mally work have displayed a desire to 
work together. Certainly working to- 
gether will not solve all of the problems, 
but we do believe it can be of most 
substantial assistance. We would hope 
that such working together would be 
recognized in this light. 
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Nuclear Energy Committee Foresees 


Agents Participating In Expansion 


New Orleans, Oct. 6—Although certain 
problems remain to be worked out on 
behalf of agents, the NAIA special com- 
mittee on nuclear energy risks is “most 
encouraged in the development so far 
and also encouraged in the belief that 
in future years tremendous possibilities 
will exist for members of NAIA to 
participate in the vast development of 
nuclear energy insurance possibilities.” 
The committee reporting to the board of 
state directors consists of Guy T. War- 
field, Baltimore, chairman; Ralph W. 
Howe, Richmond, Va., and Joseph A. 
Neumann, Jamaica, N. Y. Messrs. War- 
field and Neumann are past presidents of 
the National Association and Mr. Howe 
has long been a leading member. 

The committee commended the insur- 
ance companies for formation of their 

” 
nuclear energy pools. “Coverage,” the 
report says, “has already been written 
for large-scale ventures, such as public 
utilities utilizing nuclear energy. Up to 
now, mainly the very large agents and 
brokers have been affected by develop- 
ments. However, just recently a nuclear 
energy liability policy for suppliers and 

a T 
transporters has been drafted by NELIA. 


Type of Coverage 


“This coverage is essentially a single 
interest contract, excess over any appli- 
cable facility policy. Designed for sup- 
pliers and transporters, the policy covers 
damage 


bodily injury and_ property 
caused by the nuclear energy hazard. 
The term ‘suppliers’ includes many 


varities of operations, such as architects, 
engineers, designers, manufacturers, con- 
tractors and others not connected with 
the actual operation of a nuclear facility 
but having liability arising out of the 
nuclear energy problem. ; 
“The maximum aggregate limit of lia- 
bility available at present for any one 
insured under the suppliers and trans- 
porters contract is $10.000,000, subiect to 
a further limitation of pool capacity of 
$46,500,000 applicable to all interests in- 
sured for a particular nuclear incident. 
whether it involves a facility policy and 
a combination of suppliers policies or 
just a combination of suppliers policies. 
Binders are now being issued to those 





Backs Employment of 
Physically Handicapped 


New Orleans, Oct. 6—Agents who are 
short of help should give serious thought 
to hiring handicapped persons, Robert 
Maxwell, Texarkana, Tex., chairman of 
the committee on employment of the 
physically handicapped, reported to the 
convention here. He said there were 
approximately 280,000 successful place- 
ments of the handicapped in this country 
in 1957. 

“The President’s Committee on Em- 
ployment of the Physically Handicapped, 
to which the NAIA has been recently 
elected a member, began some 10 years 
or more ago and in its continuing effort 
to bring enlightenment to many preju- 
diced employers, has been instrumental in 
placing over 2% million handicapped 
men and women into positions for which 
they are excellently qualified through 
the Public Employment service alone,” 
Mr. Maxwell stated. 

“Businessmen in many areas of en- 
deavor are learning by experience that 
handicapped persons generally have a 
strong determination to prove their 
worth, to excel in whatever tasks thev 
are assigned. Such resolution, sharpened 
senses, and skillful muscles, together 
with well-trained minds—that’s the stuff 
of the worker of tomorrow.” 


assureds needing immediate coverage. 

“The NAIA worked colsely with the 
companies in opposing an attempt to 
authorize the Federal government to 
provide liability protection from the first 
dollar of liability to colleges and uni- 
versities engaged in nuclear experimen- 
tation. The NAIA joined with the in- 
dustry to urge that government in- 
demnity should not be extended to cover 
except as required in excess of the 
underlying layer of protection from 
private insurers. We were successful in 
this attempt so that the final compro- 
mise provided that government indemnity 
should apply to this particular class of 
risk only in excess of $250,000. 

“As further indication of very con- 
structive developments in the field of 
commercial uses of atomic energy, recent 
regulations proposed by the Atomic 
Energy Commission with regard to this 
whole field have been regarded as ex- 
tremely favorable to private insurance 
interests.” 


Stanley on FIA 


(Continued from Page 32) 


the fire hazard or prevent it from being 
increased. This, of course, is of benefit 
both to the property owner and the FIA. 

“We ask our insureds to notify our 
nearest office promptly whenever water 
supplies for sprinkler systems are to be 
shut off, or protection is modified in 
any way. This is in order that we may 
send a representative to advise the prop- 
erty owner in connection with temporary 
protective measures and restoration of 
protection impairments, 

“Engineering standards for assistance 
and guidance of our insureds in matters 
involving protection and reduction of 
hazards are being developed continuously 
by our engineering council, and are 
printed in pamphlet form for use by our 
insureds. 

“The interest and cooperation of our 
insureds is cultivated in every way. We 
realize the property is theirs, not ours. 
We offer suggestions for their considera- 
tion when we can substantiate our ideas 
with practical reasons, usually brought 
out by experience (often costly) of the 
past. Both our insureds and we must 
have a sincere interest in holding to 
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You’re bound to be on the target with the 
Sportsmans policy. Every hunter is a 
prospect—and hunters buy because you 
offer three important coverages in one 
policy, world-wide protection from one 
to 31 days for $5,000 to $50,000. 


Use the Sportsmans policy as a door 
opener—it’s a good way to make new 
friends, a good reason for visiting old 
ones. 


Write for complete information. Bag more 
business with the Sportsmans policy. 


Triple Coverages Include: 


1. Gunshot, travel and other 
accidents. 

2. Theft, loss and damage to 
equipment. 

3. Sportsman’s liability to 
others. 
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111 W. Fifth Street 
St. Paul 2, Minnesota 


NEW ENGLAND DEPARTMENT 
10 Post Office Square 
Boston 2, Massachusetts 
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The Agency System...An American Tradition 


a minimum costly property losses. As 
a matter of fact, cooperation by the in- 
sured may be the most important single 
factor in reduction of losses. 

How Producers Can Help 


“Here you, the producer, figure prom- 
inently in the picture. One of our 
objectives, and an important one, is to 
develop, if possible, for our companies 
a profit. Certain it is that our shop 
soon would be closed up if we consistently 
lost money over a period of years. Most 
years we have made a profit. Incident- 
ally, last year was not one of them 
because the trend of losses affected us 
just as it did the companies. We appeal 
to you, the producers, to assist us in 
reversing this trend by urging your 
policvholders to comply with our recom- 
mendations in order that we may main- 
tain and improve our competitive posi- 
tion.” Mr, Stanley said. 

“We bend every effort to avoid being 
used as a vehicle for twisting insurance 
from one producer’s office to another, 
Of course, if a risk is insured with a 
non-stock carrier, we will proceed on 
a simple letter of authority and aponli- 
cation. Where the producer places 100% 
of the business and desires FIA review, 
all that is needed is an application letter 
from that producer. However, where 
the producer places only a portion or 
none of the insurance, we _ proceed 
slowly. In these cases. the producer 
instigating the application must secure 
a joint application from all interested 
producers or himself furnish a sole letter 
of authority from the insured and posi- 
tive evidence of his control of the busi- 
ness. 

Ready to Assist Producers 

“The FTA stands ready and welcomes 
opportunities to send its representatives 
to assist all producers in negotiatine 
for eligible business. Our men are well 
informed on points which arise in work 
of this character. In this connection, we 
wish to point out that this work bv our 
men is done in complete cooneration 
with the producers and not with any 
intent of interfering with their prestige 
with the insured. 

“The FIA has been chosen to operate 
the Nuclear Energy Propertv Insurance 
Association. This is an association of 
189 capital stock insurance companies 
organized to provide insurance protec- 
tion for nuclear risks. They have 
developed a total net underwriting capac- 
itv for property damace coverages of 
over $39.000.000 per risk. This amount 
is supplemented by over $19.000.000 of 
quota share foreign reinsurance, making 
it nossible for the association to provide 
approximately $58,000,000 of coverage at 
any one location. 


Nuclear Risks 


“There is no NEPTIA staff. The nation- 
wide management and engineering force 
of the FIA is available, however, to 
service nuclear risks. About 25 FIA 
engineers have been given special train- 
ing in the nuclear energy field and have 
appropriate security clearances to con- 
duct the necessary inspection work. The 
official domicile of NEPTA is 85 John 
Street, New York City, but the mailing 
address is that of the FIA head office 
at 85 Woodland Street, Hartford. 

“On the mutual side, there is a similar 
pool called Mutual Atomic Energy Re- 
insurance Pool. They have a property 
damage capacity of $6,800,000, plus quota 
share foreign reinsurance of around 
$3,000,000, making for total capacity of 
approximately $10,000,000. As we under- 
stand the Mutual Pool arrangement, 
policies are issued by its individual mem- 
ber companies, reinsured by the Ameri- 
can Mutual Reinsurance Co. which, in 
turn, distributes the liability among the 
pool member companies. : 

“Business interruption insurance 18 
not available for nuclear reactors at the 
present time but is available for fuel 
fabricating and processing plants. As 
with the FIA, underwriting is based upon 
application and review of circumstances 
of each individual risk. Forms for this 
purpose are available at all FIA offices.’ 
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OWNERS: 
110 William Street Corporation 
Subsidiary of Crum & Forster 


BUILDERS: 
lrons & Reynolds-Snare 
A Joint Venture 
ARCHITECTS: 


Sylvan Bien and 
Robert L. Bien 


Eminent Tenants 


-the following have rented space: 


THE MARINE MIDLAND 
TRUST COMPANY 
OF NEW YORK 


EAST RIVER SAVINGS BANK 
CRUM and FORSTER 


UNITED STATES AVIATION 
UNDERWRITERS INC. 


EMPLOYERS LIABILITY 
ASSURANCE CORP. 


GUY CARPENTER & CO. INC. 


INSURANCE COMPANY 
OF NORTH AMERICA 


BROWN, CROSBY & CO., INC. 
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Convenient Entrances to all subways in building. 


Personalized Air Conditioning. 
Recessed Fluorescent Fixtures. 
Wide Column Spans and High Ceilings. 
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Sheldon Calls for Planned Action in 
Fighting Govt. Self-Insurance Plans 


New Orleans, Oct. 6—Determination of 
the NAIA to combat vigorously expand- 
ing Federal non-insurance philosophy is 
really in line with National Association’s 
policy of working for a reduction on 
government expenses, Past President 
Walter M. Sheldon, Chicago, told the 
National Board of State Directors here 
today in presenting the report of the 
committee on expansion of government 
self-insurance plans. He cited opposition 
to the Department of Defense moves to 
eliminate commercial insurance on air- 
craft stored in the open, on government 
owned facilities used by private contrac- 
tors and on other property. 

In his report Mr. Sheldon stated: “We 
must recognize that the Federal Govern- 
ment’s policy of self-insurance on its own 
properties is well-established. We _ be- 
lieve, however, that self-insurance on 
properties operated with or through non- 
appropriated funds in the Department 
of Defense does not necessarily fall with- 
in this category and also that the ex- 
panding program of self-insurance in the 
Department of Defense is in competition 
with private business and in opposition 
to President Eisenhower’s policy of tak- 
ing the Federal Government out of such 
competition with private business. 

“In this particular self-insurance pro- 
gram is well-entrenched and is oper- 
ating under authority of directives from 
high administration level, it seems clear 
that effective counteraction must eman- 
ate from the highest possible insurance 
industry level. 

“IT suggest that a conference be re- 
quested with proper company repre- 
sentatives to study the growing trend 
of the Federal Government self-insurance 
(non-insurance) plans. As the matter is 
of utmost importance to all segments of 
the insurance industry, such a meeting 
could properly include representatives 
of the National Association of Casualty 
& Surety Agents, National Association 
of Surety Bond Producers and the Na- 


tional Association of Insurance Brokers. 
It subsequently could be extended to 
include representatives of the American 
Mutual Insurance Alliance, National As- 
sociation of Independent Insurers and 
the Mutual Insurance Agents Associa- 
tion. 

“T believe the suggested program of 
Maurice Herndon, NAIA’s Washington 
representative, affords a basis for action. 
It provides that, after the industry de- 
cides what can and should be done about 
the matter, the following steps could be 
taken: 

Four Recommended Steps 


“1. That the matter be further ex- 
plored with proper officials in Washing- 
ton, with the indication to them of deter- 
mination of the insurance industry to do 
all that it can to change the Department 
of Defense philosophy of ‘non-insurance.’ 

“2. That a conference be arranged for 
a delegation from the insurance industry 
to meet with proper members of Con- 
gress and endeavor to obtain their active 
interest and support in the matter of and 
assistance in arranging a meeting with 
top-level admiinstative officials. 

“3. A top level conference of Federal 


and insurance officials should next be 
arranged. 
“4. Lastly, NAIA should direct into 


proper and effective channels the tre- 
mendous opposition in the insurance 
‘grass roots’ of this country to the ‘non- 
insurance’ philosophy of the Federal 
Government.” 

Mr. Sheldon cited the vigorous pro- 
tests made to Washington by NAIA 
members and several insurance company 
associations, particularly with reference 
to the Department of Defense move to 
discontinue public liability coverage on 
Army and Air Force exchanges and 
clubs. He said the Defense Department 
now knows how serious these self-insur- 
ance plans are to many thousands of 
local agents throughout the country. 





Untapped Market in Motel Field 
Shown in Casualty Committee Report 


New Orleans, October 6— Donald A. 
Bolton (Florida) reporting on the work 
of the casualty insurance committee at 
the NAIA annual meeting here, said that 
the committee’s discussions with NBCU, 
NAUA and the companies were limited 
to matters of general importance only 
of interest to agents and companies 
alike. ' 

They were not concerned with actu- 
arial matters, but rather, limited to dis- 
cussion of phases of coverages affecting 
production, policy and manual provisions 
involving actual situations or competition 
and allied subjects. An untapped motel 
market and the problems of auiomobiie 
insurance were prominent items in Mr. 
Bolton’s report, along with a run-down 
of views and proposals of NAIA in 
connection with various subjects. 

A study of the motel situation, he 
said, showed that there are 57,000 mo- 
tels amounting to 1,197,000 rental units 
in the United States. These motels do 
an estimated gross annual sale of $2,078,- 
419,500. Though previous discussions do 
not indicate too much interest on the 
part of agents, Mr. Bolton said, and 
most of this business is in non-bureau 
companies, the casualty committee feels 
there is a big untapped potential for 
NAIA agents in this motel field. It 
involves every state in the Union from 
57 motels in Delaware to 7,808 in Cali- 
fornia—an average of 20 dwelling units 
to each motel. 


On the problems, particularly in the 
automobile field, Mr. Bolton had this to 
say: “We are sympathetic with the com- 
pany position in the face of inireasing 
loss ratios and are equally concerned 
with the problems of agents arising from 
increased expense ratios and the loss of 
business to the so-called direct-writers 
and what we may term ‘controlled 
agency’ companies. 

“We are concerned with a classifica- 
tion rating plan and the rating system 
that makes it comparatively easy for 
such companies to attract the more de- 
sirable classes of business and_ force 
agency companies to be concerned with 
problems in other classes, which is in- 
evitably resulting in the increased use 
of Assigned Risk plans. We are con- 
cerned with the ultimate effect of such 
a system on the rank and file of onr 
membership. ; 

“We are equally concerned with the 
fact that many rate filings are now being 
made on the basis of a reduced ‘pro- 
duction cost’ factor. The fact that the 
over-all expense factor is being consid- 
ered in connection with these filings 
involves many problems that have pre- 
viously been referred to this committee 
for study. Among them are uniformity 
of policy forms and endorsements and 
the duplication of certain production 
cost factors. We believe that. these fac- 
tors must be considered in connectioa 





with the over-all automobile problem. 
These subjects are of such magnitude 
and involve so many different consid- 
erations that we believe they merit the 
attention of a special committee to study 
the over-all subject in cooperation with 
Company and Bureau committees. 

“Due to the development and extended 
use of multiple peril policies,” he pointed 
out, “the necessity for closer liaison be- 
tween the casualty and property insur- 
ance committees becomes more apparent. 
It is, therefore, suggested that either a 
special committee or a subcommittee 
comprised of members of both of the 
above committees consider the multiple 
peril problem.” 

Seeking Broader Coverages 

Speaking of the general aims of the 
casualty committee its chairman said that 
it intends to pursue efforts with the 
various bureaus to get broader cover- 
ages. The committee believes in the 
sales necessity of having something bet- 
ter to sell which, apart from other con- 
siderations, would justify price differen- 
tials. He concluded: 

“We solicit the recommendations of 
agents, state associations and regional 
bodies along these lines. We are confi- 
dent that the future of the NAIA mem- 
bers is dependent upon quality and serv- 
ice, and not price. We are also of the 
opinion that the membership must real- 
ize this difference in quality and product 
and either support and subscribe to it, 
or succumb to the consequences.” 

Run-down of General Topics 

Following is a run-down on the status 
of some major problems under discus- 
sion with various committees and NAIA 
casualty committee ideas on the various 
subiects: i 

Use of Other Automobiles—That this 
coverage be made primary and additional 
interest coverage be made excess. The 
purpose of this is to properly allocate 
losses on the basis of our existing rat- 
ing procedure and not, for exampie, put 
a Class 2C loss under a 1A policy in 
the case where the Class 2C driver is 
driving a 1A automobile. Although this 
reverses a long standing procedure, we 
believe it to be sound in principle. The 
automobile rating committee of NBCU 
has referred this matter to the:r Rules 
and Coverages subcommittee for study. 

Combination Service Station Policy— 
Such a policy, the committee believes, 
would be used extensively if it were 
made available by the bureau companies. 
The Mutual Bureau announced such a 
policy earlier this year, and many inde- 
pendent companies have had such forms 
for a number of year. NBCU and NAUA 
are still studying the problem. 


Safe Driver Credits 

Safe Driver Credit—Mr. Bolton said 
that agents and companies agree that 
despite actuarial inconsistences a pub- 
lic demand still exists for some form of 
safe driver credit. He said: 

“Realizing that a 10% credit necessi- 
tates something in excess of an 8% in- 
crease in over-all rates, it is generally 
admitted that a current increase in rates 
would be unwise and difficult to accom- 
plish. Our recommendation has been 
and will continue to be that if loss ratios 
ever improve to a point where rate re- 
ductions were indicated (which we be- 
lieve they inevitably must) such reduc- 
tions be granted in the form of a safe 
driver credit rather than an across-the- 
board reduction.” 

General Liability Rating Division- 
CPL—In connection with comprehensive 
personal liability the committee asked 
the Bureau to consider inclusion of vol- 
untary property damage cover at a nomi- 
nal premium. If this were done on all 
risks, it is believed the increase in cost 
would be negligble. 

Also discussed with the Bureau was 
the extension of medical payments cov- 
erage to include protection for the 
named insured and his family. Mem- 
bers of the Bureau committee, Mr. Bol- 
ton reported, felt that this would be 
encroaching upon the accident field. 
NAIA representatives pointed out to 
their company counterparts that a prece- 





dent had already been set in this con- 
nection with auto medical payments 
coverage. However, no progress has been 
made in this connection. 


Agent of Record on WC 


Workmen’s Compensation— The two 
most important subiects of this nature 
were the newly revised Payroll Limita- 
tion recognizing weekly earnings up toa 
maximum of $300, which has been intro- 
duced in a good number of states and 
which has been seriously objected to by 
many producers’ groups. ; 

The other item of major importance 
centered about our effort to obtain an 
Agent of Record acknowledgment on 
Workmen’s Compensation Assigned Risk 
Policies to conform with that which js 
used on Automobile Assigned Risk Polj- 
cies. The recognition of an Agent of 
Record on Workmen’s Compensation 
Assigned Risk Policies is already effec. 
tive in some states and the staff repre- 
sentatives of the National Council on 
Workmen’s Compensation promised that 
they would pursue this matter further 
on NAIA’: behalf. 


TV Program of NAIA 


‘(Continued from Page 31) 


mercials, which sell the services you 
alone can render and which present you 
as the man who gives expert, friendly, 
reliable service, will be shown in an 
atmosphere of prestige and importance. 
“Your 1959 TV plans are indeed im- 
pressive, both from the standpoint of 
their scope and also of their quality. 
“How about you? What can you do?” 
Mr. Sheehan asked the agents. “First, 
you should tie-in with the 
national TV campaign to the fullest 
extent possible. By using spot com- 
mercials or local programs you can cash 
in on the television selling impact and 
the prestige of NATA’s advertising. 
“Second, you should use the NAIA 
seal in all of your TV commercials, just 
as you should also display it with 
window and counter cards and use it on 
letter heads, business cards, etc. Whether 
your commercial happens to be adjacent 
to the national program or even if it 
is on a different day of the week, this 
seal is your identification symbol when 
it appears as part of your selling com- 
mercial, giving additional stature. 
“Third, you can and should use the 
material from your 1959 advertising kit 
The scripts, the commercials, the sug- 
gestions and ideas all have been care- 
fully thought out, and prepared especi- 
ally for you by experts in this field 
Thus, they are among the most valuable 
tools that you could possibly have.” 


can and 





Schinnerer on (. of €. 


(Continued from Page 27) 


Bureau of the Budget, the Department of 
Defense and other departments and 
agencies, but also with key members 0! 


v 





Congress. It is the most effective ma- 
chinery we have with which to deal with 
such problems as the federal budget. 
national defense, commercial uses ° 
atomic energy, development of our for- 
eign commerce, labor-management rela- 
tions and many others. 

“The national chamber has more that 
a thousand of these Congressional action 
committees and they form a_powerft! 
grassroots voice in the interest of sound 
legislation in Washington. 

“We have an Insurance Department @ 
the national chamber which is there t? 
serve you. You can obtain more detaile 
information on any of these subjects 
which you may be especially interesteé 
by writing its manager, A, L, Kirk 
patrick.” 
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Continues 1951 Policy 


(Continued from Page 23) 


Iowa, felt that the NAIA “should not 
mess with commission contracts but 
should tell us what we can do at state 
levels.” 

John F, Kirby, Rhode Island, said his 
state association is also opposed to 
NAIA representing its members on com- 
mission matters. J. O. Hatch, Georgia, 
then came close to what the final decision 
was when he said the NAIA could help 
in getting statistics and data on acquisi- 
tion cost allowances to the states. He 
also preferred not changing the NAIA 
stand taken in 1951, H. S. Pinkerton, 
Oklahoma president, was another who 
opposed the Jones report. 

In turn Frederick H. Johnson, Ohio, 
said: “We want to remain where we 
are and do not wish the NATA to have 
any powers to negotiate on commissions 
for individual agents.” Jack W. Daniels, 
New Mexico, likewise favored tabling 
the report. 

Schwab Gets Neumann Backing 

Arthur L. Schwab, New York, then 
spoke strongly in support of the report 
of the special commission committee of 
which he is a member. He felt that 
the National Association and the New 
York State Association should be able 
to talk to company bureaus on the broad 
subject of commissions. He argued that 
the Jones proposal would not give NAIA 
any powers to act on individual con- 
tracts, as it was basically a restatement 
of the 1951 declaration with some im- 
provements. 

Past President Joseph A. Neumann, 
New York, backed Mr. Schwab when 
he revealed some results of a question- 
naire which had gone to 82 large com- 
panies from a source he did not reveal. 
Questions the companies were asked 
included the following: “Are you satis- 


Elaborate Preview of 
NAIA Adv. for 1959 


$2,000,000 FUND D IS OBJECTIVE 


Alan Miller, 1958 Ad Chairman, Awarded 
Framed Scroll; Virginia Assn. Hon- 
ored for Subscribing 100% 





New Orleans, Oct. 7—An_ elaborate 
preview of the National Association’s 
1959 advertising campaign, for which a 
drive is being started now to collect 
as near $2,000,000 as possible, was pre- 
sented to the national board of state 
directors here today. State associations 
were asked to get their fund-raising 
campaign under way as rapidly as pos- 
sible. Some states already ‘have con- 
tributed sizable sums but far more is 





fied with the present division of expenses 
between companies and agents?” There 
were 56 negative replies and only 16 
affrmatives. To the question: “Do you 
feel your agents merit their present 
commissions?,” there were 49 “No” 
marks and 20 “Yes” votes. Mr. Neumann 
said the NAIA cannot sit by and not 
defend the position of its members. 

But this support for the committee 
report was unavailing, for after a short 
recess to clear some parliamentary ques- 
tions, the Harman motion to kill the 
proposals was offered and approved, 
followed quickly by the new committee 
motion made by Director Wilson of 
Alabama. After™ the voting Executive 
Committeeman Morton White, Pennsyl- 
vania, aimed to allay fears of some direc- 
tors when he said “an NAIA executive 
committeeman never could talk com- 
missions with any bureau for no one is 
willing to talk with the agents’ repre- 
sentative, nor would company presidents 
on any group basis. 








thirty years. 


62 member companies 
with multi-billion dollar 
assets. 


Prompt and equitable 
claim and loss adjust- 
ments. 


It has been well said that 
a “U.S. Group” policy is 
“the most secure insurance 
contract ever issued in the 
history of the insurance 
business.” 


CHICAGO ¢ ATLANTA 
LOS ANGELES 





UNITED STATES AIRCRAFT INSURANCE GROUP 


sow AVIATION INSURANCE 


serving the aviation market continually for over 





UNITED STATES AVIATION UNDERWRITERS INC. 


Aviation Managers 


80 JOHN STREET - NEW YORK 38, N. Y. 


SAN FRANCISCO 


DALLAS ¢ HOUSTON 





sM*needed to finance the ambitious plans 


for 1959, 

Alan H. Miller, Hackensack, N. J., 
retiring chairman of the advertising com- 
mittee which raised $1,148,538 for the 
1958 campaign was honored by President 
Woodbury and the executive committee 
with a special framed scroll commending 
him for his “outstanding services” in 
advertising and public relations. 

The Virginia Association received a 
gold medal award for subscribing 100% 
of its quota this year. 


Vast Network for Fund Raising 


Past President Joseph A. Neumann, 
Jamaica, N. new chairman, of the 
advertising committee, who will continue 
to have the assistance of Mr, Miller as 
vice chairman, told of a vast network 
being created in the states to handle fund 
raising. There will be 18 regions re- 
porting to seven areas throughout the 
nation, which in turn will funnel funds 
to NAIA headquarters. 

A motion picture, which included Pres- 
ident Woodbury, Vice President Archie 
M. Slawsby, Mr. Neumann and Frank 
Schaffer, vice president of Doremus & 
Co. as participants, explained the 1959 
campaign, showing the new ads. The 
directors heard about the forthcoming 
full page ads in “Life” magazine and in 
other leading publications, 

A large portion of the new budget will 
be devoted to television, with commer- 
cials for news programs evenings. The 
number of one-minute commercials in 
any one state will depend upon the 
amount of money raised therein. There 
will be at least 26 commercials shown 
in each state in 12 months, but this total 
can be increased progressively to 52 pro- 
grams for states which raise their full 
quotas. States raising 60% of their quota 
will get 39 programs. 

NAIA’s directors took no action on the 
ad campaign as it had already been 
approved at the mid-year meeting last 
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TRiangle 5-6230 
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New Yorkers on Hand 


New Orleans, Oct. 8—The New York 
City Insurance Agents Association is 
well represented here by its key officers 
including William A. Hanssler, presi- 
dent; Julius L. Ullman, executive vice 
president; Harry Legg, executive secre- 
tary; William A. Waters and Albert E. 
Mezey, past presidents. Mr. Mezey pre- 
sided this morning at the breakfast 


meeting of the Metropolitan and Large 
Lines Agents’ group of which he is 
chairman. 





Spring. They showed considerable en- 
thusiasm in the preview and indicated 
full support for fund raising drives, 
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: FOR SELECTING 
A COMPANY... 


Take sound financial management, 
and add broad multiple 
line facilities, blend well 
with outstanding field service, 
a dash of the personal touch 
for flavoring and prompt 
attention to claims. 
Season with many years 
experience and top off 
with attractive rates. 
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Insurance From Banker's Viewpoint 


Public Relations Campaigns Essential to Give Public Good Understanding 
of Insurance and Skilled Agents; an Individual, or Bank, 
Should Place Coverage Through One Producer Only 


By THomas F. Giavey 


Vice President, Chase Manhattan Bank New York City 


Oct. 7—Vice President 
the Chase Manhattan 
today gave the 
suggestions from 
insurance » buyer. 


New Orleans, 
Thomas F. Glavey of 
Bank, New York City, 
NAIA convention some 
the standpoint of the 
Two of his principal recommendations 
were that producers back public rela- 
tions efforts to educate the public to a 
better understanding of insurance; and that 
both individuals, and banks, concentrate 
placing their insurance coverage through 
a s.ngle advisor, agent or broker, rather 
than using several producers and thereby 
generally failing to secure the full service 
which should be forthcoming. Mr. Glavey 
has been closely associated with msurance 
for many years, appreciates its problems 
and is highly regarded in insurance circles. 
Extracts from Mr. Glavey’s address follow: 

Once a person understands the overall 
picture, the place of a given policy and 
its premium in his financial program 
suddenly begins to make sense. Appar- 
ently, the vast majority of people, al- 
though familiar with specific insurance 
policies never quite understand the gen- 
eral economic purpose of such policies 
or the widespread effects on our business 
economy that will follow if the insur- 
ance industry were to suddenly disappear. 


Few New Articles on Principles of 
Insurance 


Reflect for a moment and try to think 
of an article or series of articles which 
have ever appeared in your local paper 
and which attempted to explain in an 
interesting and readable fashion the 
principles of insurance and its necessity. 
It is highly improbable that any of us 
here would ever make a trip to the moon 
but we sure have had the difficulties and 
possibilities explained to us in the daily 
press and popular magazines. On the 
other hand, practically every adult news- 
paper reader pays a premium for the 
product of an industry which for most 
is not understood—to say nothing of not 
being appreciated. 

There is a good reason for this condi- 
tion. Originally, you men of the Ameri- 
can Agency System devoted all of your 
time to the basic selling job. You still 
have a selling job but it is no longer 
basic. I can remember when the ex- 
tended coverage endorsement first became 
available in 1936. Very few insureds 
could be persuaded to buy it at that 
time. Today, banks and other institu- 
tional holders of real property mort- 
gages require extended coverage to the 
same degree as they originally required 
the basic fire policy. 

Not too many years ago few house- 
holders had premises public liability with 
even $5/10,000 limits. Today you are 
selling policies which take off from the 
old basic fire and liability and go into 
the area of the complex risks to which 
modern developments have exposed us. 
I won’t even mention automobile lia- 
bility for if the customer is so irrespon- 
sible as to have to be sold it, your com- 
pany would not underwrite the risk 


anyway. 
Public Relations Moves by Agents 


In short, you have reached a plateau 
where it is necessary for the insured 


to understand the basic elements of in- 
surance in order that you and he can 
determine the proper coverages for his 
particular situation. Obviously, it would 
be economically impossible for agents 
to take the time to give a course in 
insurance principles to each of their 
customers. Accordingly, it is becoming 
more and more necessary to use the mass 
media of communication to painlessly 
educate the public as to the functions 
of insurance 

You should, therefore, through your 
individual efforts and your state asso- 
ciations do your utmost to get well- 
written and timely articles in your local 
papers. These articles should give the 
public an appreciation of the basic ele- 
ments of insurance and an understanding 
of the necessity of a trained advisor in 
the person of a skilled agent when pur- 
chasing insurance against the complexity 
of risks that exist today. 

Your principals, the insurance com- 
panies, should of course assist and back 
up your efforts in this regard. However, 
it is my recollection that surveys have 
shown that the average insured is not 
too familiar with the name of the in- 
surance company underwriting the risk 
although he is thoroughly familiar with 
the agent through whom he places the 
business. This is no reflection on the 
companies themselves since the average 
citizen very rarely has anything to do 
with the head office of an insurance 
company, whereas the agent is the fellow 
down the block. 


Advertising by Banks 


In the banking business the services 
we offer the general public—such as 
checking accounts, personal loans, safe 
deposit facilities, etc—are more tangible, 
but even so my bank has been conduct- 
ing a large-scale advertising campaign 
in national magazines to demonstrate the 
role of banks in our economy. We men- 
tion Chase Manhattan only to the extent 
of stating that we are happy to be a 
part of the industry providing such 
services. The reaction of the public to 
this series of ads has been substantial 
and uniformly good. The public has 
appreciated learning more about the 
overall functions and purposes of the 
banking industry and IJ am certain that 
the same reaction would follow a similar 
explanatory campaign on the part of 
the insurance industry. 

Once the public—your customers—ap- 
preciate the overall importance of the 
product you sell they will automatically 
rank you higher in the professional 
scale. They will start to regard you as 
experts in protecting their solvency in- 
stead of mere salesmen “of specific in- 
surance policies. However, to achieve this 
status you will have to give up certain 
practices which grew up when you were 
in fact, primarily salesmen. I refer to 
the unsatisfactory situation when one 
insured covers his household furnishings 
through one agency, his liability cover- 
age with another agent, the insurance 
covering his residence with another 
agent who originally effected it for the 
former owner, and his automobile cov- 
erages with that nice gentleman he met 


recently at the club—who also happens 
to be an insurance agent. 


Importance of Single Agent 

The insured, of course, likes all four 
agents and, therefore, is reluc tant to take 
the business away from any one of them. 
On the other hand, no one agent has 
enough premium volume from the in- 
sured to justify discussing the entire risk 
with the insured, since he feels the in- 
sured is not likely to take business away 
from the other three agents. In this 
situation no one gains. The insured 
certainly is not getting the service or 
attention to which his aggregate pre- 
mium entitles him. 

The four agents certainly do not gain 
since none is regarded as being capable 
to provide insurance counsel in the same 
fashion as the insured’s attorney is re- 
garded in connection with legal matters, 
or the insured’s accountant is regarded 
in connection with financial matters. | 
realize that the multi-peril policy is 
helping to eliminate this situation to some 
extent but not entirely. Accordingty, 
where this condition exists three of the 
agents, one way or another, should get 
out of the picture, 

In the long run the same amount of 
premium will be paid by the community 
and each agent should achieve the pre- 
mium volume to which his efforts and 
ability entitle him. And instead of the 
insurance being regarded by the insured 
as a hodge-podge of separate policies, 
it will be regarded in its entirety as an 
important financial bulwark against 
diminution of the insured’s financial 
status. Actually, when the proper rela- 
tionship is established the insured wiil 
regard his insurance advisor in the same 
light that he regards his attorney or 
certified public accountant. 

To achieve these results will require 
great effort on the part of the agents 
of this country but I am certain they 
have the ability and the energy to de- 
velop a program which will substantially 
increase the regard in which they are 
presently held. There is a vast amount 
of execellent writing talent displayed 
in the large number of insurance periodi- 
cals which are published in and for and 
by the trade. 

The unfortunate part is that all this 
printed matter is read only by people 
in the insurance industry. I have often 
though that if 25% of all this effort 
were used to explain insurance to the 
public, rather than being used to explain 
insurance to insurance men, a tremendous 
amount of good could be accomplished. 


Need for Explanation of Coinsurance 


As a simple example of the foregoing 
let us take the question of coinsurance. 
Almost invariably the average insured 
understands coinsurance to mean that 
the insured can recover only the per- 
centage of a loss set forth in the co- 
insurance clause. He believes that if 
his insurance is subject to an 80% co- 
insurance clause it means that he collects 
80% of any loss. In most cases he has 
no concept of the fact that he can collect 
the full loss, but only if the amount of 
insurance maintained bears a percentage 





THOMAS F. GLAVEY 
relationship to the value of the thing 
insured, 

In almost every instance where I have 
had the opportunity of explaining the 
meaning of coinsurance someone decided 
that he needed to purchase more in- 
surance. Wouldn't it be possible for the 
agents in a given community to publish 
—even as an advertising item—a joint 
explanation of coinsurace, particularly if 
its use is mandatory with respect to 
certain property in their locality ? 

Relationship of Bank and Agent 

Another area where the agent can 
enhance his reputation is in his relation- 
ship with the banks of his community. 
Banks have a vital interest in insurance. 
The average small bank, however, needs 
to be reminded from time to time of the 
perils to which its borrowing customers 
are exposed. It is surprising how often 
an inquiry on the part of a bank as to 
the insurance program of a borrowing 
customer, and particularly an inquiry as 
to whether a particular type of cover- 
age is in force, will elicit the response 





that the insurance agent has suggested 
such form of coverage but the borrower 
had not quite gotten around to deciding 
whether he wanted it or not. 

A suggestion on the part of the bank 
that such insurance would be _ looked 
upon favorably often persuades the bor- 
rower to purchase the insurance. This 
probably stems from the fact that there 
is still considerable feeling that the 
effort on the part of the agent to sell 
a given type of insurance is motivated 
solely by the desire of the agent to earn 
a commission and may not be entirely in 
the best welfare of the customer. If the 
bank has nothing whatsoever to do with 
the sale of the insurance and, therefore, 
gains nothing directly, the insured will 
often pay more attention to the bank’s 
advice as to the desirability of certain 
coverages than he will to his insurance 
agent. In view of this you can readily 
understand the value of keeping your 
banking friends posted as to new devel- 
opments in coverages and new laws or 
judicial decisions which point up the 
need for coverage in previously unex- 





posed areas. 

To sum up, don’t just discuss with the 
banker the kind of insurance that per- 
tains to banks, but also discuss with 
him those forms of insurance which are 


of importance to his borrowing cus- 
tomers and the lack of which might 
under certain circumstances result in 


the insolvency of the customer. 

While on the subject of the agent’s 
relationship to the banks in his com- 
munity, I would also like to point out 
an unfortunate condition to which banks 
are subject with respect to the banks’ 
own insurance programs. The banker 
naturally appreciates having an account 
relationship from the several or many 
insurance agents in his community. The 

(Continued on Page 45) 
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Denton Points to United 
Front in Surety Field 


AGENTS WORKING WITH COS. 
Industry Sentiment, He Reports to 
NAIA, Is for Removal of Counter- 
signature on Bid Bonds 


New Orleans, Oct. 6—Three major 
problems affecting the surety bond in- 
dustry featured the annual report sub- 
mitted to the NAIA annual meeting 
here today by its fidelity and surety 
committee, headed by Donald H. Denton 
of Charlotte, N. C., who is vice president 
of American Trust Co. of that city. 
Specifically he discussed (1) removal of 





ANT lek, 


DONALD H. DENTON 


the requirement of countersignature on 
bid bonds; (2) the question of adequacy 
of minimum premium charges on court 
bonds and certain other fiduciary type 
bonds, and (3) the desirability of agents 
generally giving their complete coopera- 
tion to their companies in the matter of 
contract bond underwriting. 

Mr. Denton prefaced his report by 
saying that at the present time “our 
relationship with the Surety Association 
of America, Association of Casualty & 
Surety Companies, National Association 
of Casualty & Surety Agents and Na- 
tional Associ ition of Surety Bond Pro- 
ducers is one of excellent standing. This 
permits us to put forth a united front 
on a number of matters involving fidel- 
ity- -surety business, and we are working 
in harmony with these groups at this 
time on several proposals.” 


Refers to NAIA State Directors Action 


Reporting in detail on the bid bond 
Situation, Mr. Denton said that upon 
recommendation of his committee, 
NAIA’s board of state directors at the 
1958 mid-year committee passed a_mo- 
tion approving activity by the committee, 
working through state channels, to ob- 
tain removal of the requirement of 
countersignature on bid bonds. 

‘All segments of the surety industry 
after long study of this problem are 
agreed,” said Mr. Denton, “that counter- 
signature of bid bonds is an expensive, 
non-remunerative and wholly unneces- 
sary procedure which should be elim- 
inated. Furthermore, contractors concur 
unanimously with this position. Counter- 
Signature of bid bonds is costly to all 
parties concerned and no one gains any- 
thing from the practice which is now 
outmoded.” 

Mr. Denton made clear that there is 
absolutely no thought of suggesting any 
change as respects countersignature of 
final performance, payment or other 
contract bonds. “As to such bonds, resi- 
ent agents will continue to earn their 





countersignature commission and _ the 
states will continue to receive applicable 
taxes.” 

In addition to the support of the afore- 
mentioned major associations Mr. Den- 
ton has obtained agreement from repre- 
sentative agencies in eight states to date 
—North Carolina, Kansas, Missouri, Vir- 
ginia, Iowa, Colorado, California and 
Pennsylvania—to undertake the matter 
from a state level. The recommended 
procedure, he explained, is to seek the 


backing of the individual state agents 
association for removal of the counter- 
signature requirement; and then make 
such presentation as is necessary to the 
Insurance Commissioner of each state. 
He was glad to report that the North 
Carolina Board of State Directors has 
already granted its backing and the mat- 
ter is shortly to be presented to the 
Insurance Commissioner. “As can be 
appreciated, this is not a matter which 
will be accomplished within a_ single 


in New Orleans 


year, but I believe that when it is ac- 
complished it will prove to be materially 
beneficial to many agents,” said Mr. 
Denton. 
Reaction of a Company Vice President 
Reflecting company reaction to the 
removal of the countersignature require- 
ment, Mr. Denton included in his report 
the following comments by the vice 
president of a leading surety company 
who said: 
“Contractors who do a national busi- 
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This advertise- 
ment appeared in 
the September 
27th issue of the 

SATURDA} 
EVENING POST 
in conjunction with 
the National 
Association of 
Insurance Agents, 
national advertising 


campaign. 





An agent is known by the 


company he: keeps 


Whatever your insurance requirements—business or per- 


sonal, you may rely on a CHUBB & SON representative. 
This responsible independent agent, carefully selected for 


character and competence, has the facilities to protect 
your interests properly. 
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ness, particularly those who specialize 
in a certain type of work, are constantly 
in need of bid bonds to support their 


bids on public projects. It is inherent 
in the business that the bid bond is 
usually filed at the last minute. This 


is due to two things, one of which is 
that the contractor himself is trying to 
make up his mind whether to bid the 
job and getting last minute prices from 








Virginia Rate Case 

Commenting on the settlement of the 
Virginia Rate Case in his report Mr. 
Denton noted that this case, which took 
up a great deal of the time of the Surety 
Association, was concluded in a very 
satisfactory manner. “The final decision 
of the State Corporation Commission 
provided that the classification, rules, 
rates and rating plans, etc., as filed by 
the Surety Association, were approved 
for use in Virginia.’ 








his subcontractors. The other is that 
frequently a bidder does not want his 
competitor to know until the last minute 
that h is going to bid competitively for 
a job. 

“Most states have laws, or regulations, 
requiring all bonds and ‘policies coming 
in from out-state to be countersigned 
by a local agent. In many instances this 
causes some confusion and complications 
in trying to locate some agent nearby 
who can drop evertyhing and sign the 
bid bond. 


Carries No Premium Charge 

“We, of course, all realize that the 
countersignature requirements were to 
help enforce the various state laws pro- 
viding for the local agent getting a 
countersignature fee, or a share of the 
commission. This argument does not 
hold water in the bid bond situation for 
two reasons. First, the bid bond carries 
no premium charge and if the contractor 
is not the low bidder it becomes immedi- 
ately a dead issue. 

“Tf on the other hand, the contractor 
is low bidder, and the contract awarded 
the final bond carries the premium 
charge and there is no move afoot or 
intention to secure waiver of counter- 
signature on the final bond. It can be 
arranged under less time pressure than 
the bid bond. An active contractor will 
file 20 or more bid bonds to one final 
bond. 

“The reason that the bid bond carries 
no premium charge is because under 
proper rate filings, sureties are entitled 
to issue to a contractor a bid bond un- 
dertaking, for which a premium charge 
of $5 is made and which provides that 
any bid bond the contractor may apply 
for during a twelve-month period will 
be issued by the surety if it approves 
the application.” 

Contract Bond Underwriting Caution 

A word of caution on contract bond 


underwriting was appropriately a part 
of Mr. Denton’s report. “There has 
been considerable tightening of this 
market,” he remarked, “and those agents 
who have retained the confidence of 
their companies are those who have 
worked faithfully to comply with the 


many underwriting requiremtnts so nec- 
essary in order to produce a case satis- 
factory for accepté ance by a company. 

“While it is not our perogative to be 
final judge in all matters, it certainly is 
desirable to counsel with contractors, 
pointing out the many pitfalls that may 
come from over-extension, not only of 
financial credit but also of their surety 
credit.” 

In closing he said: “The field of fidel- 
ity and surety bonding is a most interest- 
ing one; it is demanding upon the agent 
and yet, can be most satisfying in many 
respects. We encourage agents country- 
wide to become more interested in this 
field and to call upon your committee for 
any help or advice that you may feel 
the need. The committee is ready to 
serve you, but it is only through your 
requests that this service can come 
forth.” 


APPROACH TO COMPULSORY 


Special Committee Head Dave R. Mc- 
Kown Shows Need for Activity 
in All States 


New Orleans, La., Oct. 6— Dave R. 
McKown (Oklahoma), representing the 
special committee on compulsory auto 
insurance, outlined ideas planned to com- 
bat compulsory auto laws at the NAIA 
annual meeting here today. During the 
year, he reported, he had had discussions 
with Joseph A. Neumann and Arthur 
Schwab (New York) and Roy MacBean 
and Earl Munz (New Jersey) as well as 
NAIA staff members. 

Mr. McKown outlined the following 
general plan of attack against compul- 
sory: 

1. Develop an awareness among state 
associations that more and more pressure 
is building up for compulsory insurance. 

2. Lead states to organize in advance 
of legislative sessions to resist the spread 
of compulsory. 

3. Encourage state associations to re- 


munity to contact candidates for legis- 
lature and start early to build adequate 
defensive measures. 


4, Encourage state associations to or- 
ganize speakers bureaus to carry the 
message tO as many organizations as 
possible, such as: civic clubs, PTA’s, 
service clubs, chambers of commerce, 
etc.—thus indirectly influencing legis- 
lative action. 


5. Continue to preach that accident 
prevention does not flow from compul- 
sory insurance, instead it stems from 
rigid traffic enforcement. 

Mr. McKown said he proposes to em- 
phasize repeatedly to state association 
leaders that the establishment of com- 
pulsory in their states would eventually 
lead to state funds for auto insurance. 

Further, that “compulsion is odious to 
the concept of individual liberty in 
America” and that the imposition of 
compulsory is futile as a solution to the 
problem of the irresponsible motorist. 

He reported that the two bulletins sent 
out to state national directors and com- 
pany executives had met with favorable 
comment and it is the intention now, 
month by month, to put out such bul- 
letins throughout the forthcoming legis- 





DECENTRALIZATION? 


Is your organizational plan out- 
moded? Should you centralize or 
de-centralize? Our qualified counsel 
can help you. Your inquiry will entail 
no obligation. 
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IN MARKETING AND MANAGEMENT 















FOR THE INSURANCE BUSINESS 
FRANK LANGYV:AASSOCIATES 
LASALLE ST. 521 FIFTH AVENUE 

cucheo, 2, ILLINOIS NEW YORK 17, N.Y. 








Norwich Union Flowers 


New Orleans, Oct. 6—President Louie 
E. Woodbury, Jr., at the opening session 
of the NAIA meeting here this morning 
expressed his deep appreciation to Nor- 
wich Union Companies with U. S. head- 
quarters in New York, for their annual 
gift of a beautiful bouquet of yellow and 
russet chrysanthemums which adorns the 
dais in the main convention hall at the 
Jung Hotel. Norwich Union has made 
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Loonhari and Company, Inc. 


SOUTH AND WATER STREETS °* 


TELEPHONE SARATOGA 7-3500 
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Management Committee on Agency 


Costs, Flat Cancellation Surveys 


New Orleans, Oct. 6—Data on agency 
costs surveys and flat cancellation sur- 
veys in New York, Connecticut, Pennsyl- 
vania and elsewhere, which are nearing 
completion, was provided by Floyd L. 
Rice, Warren, Pa., as chairman of the 
agency management committee in a re- 
port to the convention. The report stated 
that “last fall our first assignment was 
to undertake an agency cost survey in 
New York State and simultaneously lay 
the groundwork for the recently con- 
cluded national flat cancellation study. 
Our approach to the cost survey was 
altogether different from anything ever 
attempted in the past. For example, we 
felt compelled to develop the ‘cost per 
item’ of operating the average insurance 
agency. This greatly affects the flat can- 
cellation, as well as numerous other 
problems and facets of agency opera- 
tions. 

“As a first step in planning the New 
York agency cost study, a postcard sur- 
vey involving the entire membership of 
that state association was conducted. 
The better than 50% returns evoked 
from this mailing enabled us to deter- 
mine: (1) the geographical dispersement 
of agencies throughout the state; (2) the 
proportionate breakdown, by premium 
volume, of all agencies; and (3), the 
size of the average agency doing busi- 
ness in that state. 

“By deploying sound statistical for- 
mulae to the data secured from the post- 
card survey, it was determined that a 
total of 116 agencies, selected at random, 
would be required for study in order to 
obtain a truly representative, unbiased 
sample. This sample was further refined 
to properly reflect the approximate 
geographical dispersion of the total num- 
ber of agencies doing business in New 
York. 

Agencies Conduct Own Studies 


“Experience revealed that the most ef- 
fective, accurate and economical method 
of securing the necessary income and 
expense data from the 116 agencies 
designated for participation in the sur- 
vey, was to have these same agencies 
conduct their own individual studies on 
a strictly anonymous basis. To assist 
them in this task, and to guarantee that 
this data would be prepared uniformly, 
each of these agencies was furnished an 
agency cost survey kit containing full 
instructions and all necessary work 
sheets. However, the success of this 
method depended very heavily upon the 
approach which was used in obtaining 
the full cooperation and participation of 
each agency selected for study. 

“Although the survey is progressing, 
nevertheless, less than 50% of the re- 
quired returns are in. Consequently, we 
were unable to prepare a full report 
complete with averages and other com- 
pilations, in time for this annual con- 
vention. It is our hope that we will 








Accident Prevention 


(Continued from Page 30) 


reason or another, have not developed 
sufficient interest to be worthwhile. 
Encourage interest in accident pre- 
vention in fields other than traffic with 
particular emphasis on boating safety. 
win this connection,” said Mr. Dean, 
we have started a women’s auxiliary in 
Minnesota for the purpose of alerting 
the wives of all member insurance 
agents to various phases of safety. The 
idea is to make them the key for safety 
activity in their respective communities. 
his is something that might be urged 
on the national level. It would give the 
Women an additional interest in the 
NAIA of which their husbands’ are 
members!” 


be in a position to do so before the 
end of this year, especially since the 
survey data is based upon the 12-month 
period ending December 31, 1957. 

“Last February, your committee was 
assigned the additional task of conduct- 
ing a corresponding agency cost survey 
for the Connecticut Association. Through 
the use of methods similar to those 
proven so successful in New York, it 
was determined that it would be neces- 
sary to study 58 random selected agen- 
cies in that state in order to obtain the 
required statistical accuracy. 


Connecticut Data Ready Soon 


“Although the actual survey itself of- 
ficially started as recently as June 1, we 
are pleased to announce that the entire 
study has since been completed and full 
reports prepared. All of the data and 
conclusions derived from.this study will 
be published and made available shortly 
following conclusion of the annual con- 
vention of the Connecticut Association 
on October 30. 

“One of the initial assignments to the 
agency management committee was the 
task of compiling flat cancellation re- 
search data for use in the planning of 
a national survey on the subject. Form- 
ing a part of this preliminary research 
were several pilot studies or surveys 
conducted among the members of the 
Connecticut and Pennsylvania Associa- 
tions as well as the agents participating 
in the New York agency cost survey. As 
a result of these pilot studies and all 
other segments of research connected 
therewith, we were able to formulate 
plans for making an extensive study of 
the problem on a national level. 

“During the last week of July, a na- 
tional mailing of survey forms, designed 
for ready punch card tabulation, was 
made to each of the more than 33,000 
member agencies of the NAIA. The 


actual study embraced two parts: Part I 
was a questionnaire which delved into 
the extent of the flat cancellation prob- 
lem in the individual agency during the 
most recent 12 months together with 
basic agency management information, 
while Part II made provision for a com- 
pilation of an actual record of flat can- 
cellations experienced during the 3l-day 
period ending August 31, 1958, and per- 
tinent information connected with each. 
“The required number of returns 
necessary for statistical accuracy were 
processed and tabulated from which full 
reports were compiled during September. 
The full details and conclusions derived 
from this project will be revealed inde- 
pendently of this committee report. 


Book on Agency Personnel 


“At the mid-year meeting in Miami 
we announced that fellow-committeeman, 
Robert L. Cook of Martins Ferry, Ohio, 
had been invited to prepare a ‘Look 
Book’ for insurance agency secretaries. 
The manuscript of this fine book is both 
completed and ready for publication. 
Copies will be available for sale shortly 
after the conclusion of this convention. 

“The book is geared expressly to the 
needs of the typical agency secretary 
and/or policywriter. It will save them 
hours in securing the answers to ques- 
tions and problems which should at all 
times be at their fingertips. It will assist 
you, as an agent, in screening, hiring 
and training new personnel. Among 
other things, it will serve as an invalu- 
able reference to all policywriting and 
renewal clerks for pertinent, but easily 
forgotten information. 

“A very special project forming an 
important place in our efforts during the 
year was a comparison study of all avail- 
able office equipment, such as adding 
machines, calculators, bookkeeping ma- 
chines, electric typewriters, photo-copy- 
ing implements, etc., so that we could be 
in a position to report to the member- 
ship the advantages and disadvantages 
of each followed by recommendations of 
those which were most practical for use 
by insurance agents. A full report of 
this study will appear in subsequent edi- 
tions of the American Agency Bulletin.” 








Associated with Mr. Rice on this com- 
mittee are Robert L. Cook, Martins 
Ferry, Ohio; Jack Daniels, Hobbs, N. M 
Robert B. Douglass, Potsdam, N. Y.; 
Hayne P. Glover, Jr., Greenville, S. C.; 
Harold S. Hays, Portland, Ore.; Harris 
Holland, Columbus, Miss.; Dorr H. Hud- 
son, Iowa City, lowa; Matthew Zend- 
zian, Milwaukee, Wis. 
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Northington Confident Producers 
Who Serve Have Excellent Future 


New Orleans, La., October 6—Qualified 
insurance agents can face the expanding 
future with confidence, despite this era 
of change, Insurance Commissioner Arch 
E. Northington of Tennessee told the 
convention today. He said that with all 
the vast transformations taking place “of 
this we can be sure: 

“There'll still be love of family. There’ll 
still be a desire for the kind of 
security that anyone can really depend 
upon—that created by our own individual 
and out of our own individual re- 


sources. There'll still be need for pro- 
tection of our commerce, our industries, 
and our homes as against the ordinary 


only 


wills 





NORTHINGTON 


ARCH E. 


a extraordinary hazards of our time. 

As long as free enterprise lives in Amer- 
ica, there'll still be a place for insurance 
and more of it than ever. There'll still 
be a need for personal and business in- 
tegrity. There’ll still be special rewards 
for competence. 

“Upon these timeless opportunities, and 
by continued use of these imperishable 
ingredients, the profession of insurance 
agent can face an expanding future with 
confidence. 





Agents Reason Americans Are 


Best Insured 


“American insurance could never have 
sprung to its prominence had it not been 
for the American insurance agent. The 
American agent is one of the major fac- 
tors which distinguishes American insur- 
ance from that which has developed in 
other nations. The agent is one of the 
big reasons why the American people 
are the best insured,’ Mr. Northington 
stated. 

“Much has been written and said about 
the insurance agent—big or little, he is 
the face of insurance; he is the hands 
and legs of insurance; he is the fighting 
spirit that has carried insurance over 
rough roads into the lives of America; 
he is the heart and voice of insurance 
through which the abstraction of service 
becomes a friendly, personal deed, and 
an understanding word spoken in the 
people’s tongue. The company, the policy 
and the agent are the three indispensable 
links in the chain of insurance service, 
and each must be strong in its own func- 
tion.’ 


How Insurance Departments Aid 
Telling how State Insurance Depart- 


ments are aiding the public by raising 
producers’ qualification standards, Com- 
missioner Northington told the conven- 
tion: 

“Most State Insurance Departments 


recognized that with the increasing im- 
portance of insurance protection some- 
thing should be done to assure the public 
that individuals holding themselves out 
as insurance agents and receiving the 
public confidence should be honest and 
trustworthy and have a good working 
knowledge of the kind of insurance they 
are handling. Therefore, most states 
enacted legislation to strengthen their 
agents’ licensing laws; such qualification 
laws containing provisions for screening 
out and eliminating the unfit agent. 
“The insurance agent is subject to the 
supervision of his Insurance Department, 
and he should know his Insurance De- 





Julius L. Ullman, 
President 


Irving Schuck, 
Exec. Vice President 


Ernest Copeland, 
Vice President 








partment, and his Commissioner, and be 
familiar with its policies and regulations. 
The Departments welcome your inquiries 
and stand willing to be of assistance and 
guidance at all times. The Departments 
welcome your ideas, opinions and prob- 
lems—which prove invaluable in the su- 
pervision of insurance. Not only should 
you know what is happening in your 
home state insurance-wise, but nation- 
wide. I suggest you visit your Insurance 
Department. 

“We have gone just about as far as 
we can at this time in the law to pro- 
tect the public interest as to the agent’s 
end of the insurance business. We in 
the Insurance Departments are endeavor- 
ing to administer those laws with intelli- 
gence and impartiality. The problem of 
raising the standards of insurance rep- 
resentation is beyond reach either of 
laws or our administration—most of it 
is up to the agents themselves. 





Work of Agents’ Associations 


“Paralleling the improved facilities pro- 
vided by our laws for raising agents’ 
standards is the work of agents’ organi- 
zations. Agent organizations provide a 
means whereby men have common prob- 


lems and objectives are brought into 
close and frequent association. Out of 
this association comes not only increased 
technical knowledge through sharing of 
experience, but also most important the 
development of a group conscience. 

“Every insurance agent, regardless of 
the kind or kinds of insurance he writes, 
has a moral obligation to his  policy- 
holders to render every sort of service 
possible—promptly and with a spirit of 
willingness. Just as in every vocation 
there are illustrious men whose day by 
day service and faithfulness to high 
principles bring credit to their profession 
and all who are engaged in it, so likewise, 
are those who through incompetence and 
greed bring discredit to all. Among in- 
surance agents, also, there are quacks 
and shysters. 

“Adherence to the law is basic. In 
breaking the law these men betray not 
only the interests of the pub‘ic, but their 
fellow agents, and certainly their own. 
Your Insurance Departments will not 
willingly permit a few to impair the 
esteem built up by thousands of consci- 
entious insurance agents throughout the 
country.” 








CONGRATULATIONS 


to the 


NATIONAL ASSOCIATION 


of 


INSURANCE AGENTS 


FOr more than half a century we have dedicated ourselves to public 
service, through the American Agency System for the continuance of 


Private Enterprise—insuring the “American Way of Life.” 


ADHERENCE to this principle and the loyal support of our outstanding 
companies, our agents and brokers have proved profitable and spurs us 


to ever greater expansion. 


WE invite your participation. 


WL. Perrin & Son 


GENERAL AGENTS AND UNDERWRITERS 
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DISABILITY e¢ MARINE 
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Thomas F. Glavey Talk 


(Continued from Page 40) 


agent naturally likes to see tangible 
evidence of that appreciation by means 
of the bank directing some of its own 
business to the agent. This is under- 
standable and is certainly not improper. 


Handling Bank’s Insurance 

However, it frequently results in the 
bank not having the overall supervision 
of its insurance program which would 
be provided if one skilled and competent 
agent were entrusted with the entire 
job. A while back I referred to the in- 
sured who may be dealing with four 
separate agents. There are many banks 
that have their insurance spread among 
a dozen or more agents. Frequently no 
one agent gets sufficient premium volume 
to give him anything other than the 
ability to say that he handles some of 
the bank’s business. This may not be 
unduly harmful in the case of the larger 
bank where there is usually someone or 
possibly even a department that does 
nothing else but coordinate the insur- 
ance activities of the bank and is, there- 
fore. in a position to coordinate the 
services of many agents or brokers. 
However, in the small or medium-size 
hank it is not always practical to entrust 
the supervision of insurance to any one 
as a full time job. 

May we suggest, therefore, that if you 
are in a community where each of a 
number of agents is handling a small 
portion of the bank’s insurance program 
that you at least get together as a 
group and appoint one, two or three 
of your number as the leading agent 
to review the entire program and to 
make recommendations for overall 
changes wherever necessary. This is 
important to you because if through 
lack of coordination the bank sustains 
a loss as the result of an under-insured 
exposure the reputation and professional 
ability of all the agents in the community 
suffers. 

Cooperation With Insurance 

I fully appreciate that the usual talk 
on insurance from a buyer’s viewpoint 
contains criticism of specific policies and 
programs of the insurance industry. 
Undoubtedly, there are times when such 
criticism is worth-while and_ possibly 
accomplishes some good. However, as 
chairman of the Insurance and Protec- 
tive Committee of the American Bankers 


Florida Wins Bowen 


Public Relations Award 


New Orleans, Oct. 8—The Florida 
Association today received the Bowen 
Public Relations Award, with honorable 
mention going to the New Jersey Asso- 
ciation, Board of Underwriters of Hawaii 
and the Nebraska Association. Chairman 
Allen H. Chatterton, Pawtucket, R. T., 
of the committee said: 

“The New Jersey Association was 
noteworthy for its excellent statewide, 
coordinated publicity program and _ its 
Safe Driving Citation Award program. 
_ “The Hawaii Board can he proud of 
its fine fire safety and accident preven- 
tion program, coupled with a fine adver- 
using program that served as_ public 
information — service. 

_“The Nebraska Association has pub- 
lished two excellent insurance guides and 
has prepared a statewide traffic safety 
poll of the public. 

_ Among outstanding activities engaged 
in by the Florida Association were the 
fine series of insurance guides they pre- 
pared, including one for school hoards, 
One for municipalities and one for County 

“ommissioners. : 

They also were most effective in 
working closely with the governor of 
the state in securing his sponsoring of 
4 four-point safety program as well as 
assisting in setting up a Citizens’ Safety 
Advisory Committee for the State. They 


(Continued on Page 47) 





Association I have had the opportunity 
to work closely with several of the 
major underwriting associations, par- 
ticularly the Surety Association of 
America. 

That experience, plus 25 years of deal- 
ing with the fine gentlemen who repre- 
sent insurance companies, agents and 
brokers, has taught me that they too 
are striving to provide adequate cov- 
erages for our growing economy at rates 
that will maintain the solvency of the 


underwriters and yet fairly assess the 
costs to insureds in line with their ex- 
posure. There have been inequities from 
time to time but I firmly believe they 
are an accidental by-product and in 
general have been corrected as soon as 
possible. 

Sometimes I believe that the companies 
have failed to take full advantage of 
their intermediaries, the agents, in as- 
certaining what the public requires and 
the best method of writing contracts 


to cover those requirements. Again, how- 
ever, this may have been due to the 
fact that for many years you had to 
sell the basic insurance policies and 
could not devote too much time to any- 
thing beyond the pure selling job. 

Today, however, I believe you have a 
wonderful opportunity to act as the 
representative of the public generally in 
making known to the insurance com- 
panies the insurance needs and wishes of 
your customers. 
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to TIE-UP 
with Ag-Empire 


Address ..... 


_..with sure-fire 





The Agricultural Insurance Co., Watertown, N. Y. 


As a Quality Agent I am interested in teaming-up with a Quality Company. 
You may contact me. 
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A to Z agent helps 


“Rolling” up profits is easier with ‘““Ag-Empire,” because 
‘*‘Ag-Empire” gives you plenty of “‘sales-scoring’”’ help:— 


...a broad range of coverages with wide customer-appeal 
... promotion helps that make your selling easier . . . sim- 
plified policies to save time, error, work . . . efficient claims 
processing that means so much to your clients in an emer- 
gency. And — most important — the kind of field help you 
need, as fast as you need it! 

Yes, Mr. Agent —“‘Ag-Empire” helps its Local Independent 


Insurance Agents give their customers the very best “‘before 
and after” service .. . everyday. 








Mail Coupon For Complete “Ag-Empire” Story. 
No Obligation. 
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Jaffe on How Brokers Can Secure 
Better Share of “Selective” Market 


“The Future of the Insurance Broker 
and How He Can Be of Greatest Value 
to His Companies” was discussed in a 
two part address by Alfred I. Jaffe, vice 
president, Jaffe Agency, Inc., New York 
insurance underwriters, before a meeting 
of the Brooklyn Insurance Brokers Asso- 
ciation, October 2 at the St. George 
Hotel, Brooklyn. Mr. Jaffe confined 
his remarks to the future of the average 
sized broker, leaving out those who 
handle large accounts exclusively and 
whose activities seem fairly secure for 
some years to come. 

Mr. Jaffe began by stating that the 
insurance buying public can be broken 
into two parts: the mass market and 
the selective market. He defined the 
mass market as those middle and lower- 
income wage earners whose insurance 
needs are simple, rather standardized, 
and class-rated, and whose buying habits 
have led them to super markets, chain 
stores and other outlets where service 
is minimized and price is king. “This 
market,” he said, “will continue to slip 
away and a broker whose business 1s 
predominately in this group will do well 
to hold his own over the years.” 


Selective Market Based on Service 


The selective market Mr. Jaffe defined 
as the remainder of the insurance buy- 
ing public. It includes all types of pri- 
vately owned and managed businesses 
as well as the personal insurance of pro- 
fessional and salaried people above the 
$7,500 to $10,000 income level. “These 
people know that direct writers are 
cheaper, but will buy through brokers as 
long as they can be made aware of the 
difference in service,” he said. 

Although Mr. Jaffe said that he had 
no reliable statistics as to the size of 
the two markets, he felt that in the 
New York City area the selective market 
was the larger. “In order to retain the 
selective market,” he said, “brokers must 
be better in every way than captive 
agents—and at the present time many 
are not!” 

Cultivating the selective market, he 
explained, will often mean that the 
smaller broker must upgrade his level 
of contacts and perhaps his own social 
and civic activities. In order to do this 
the broker must be full-time. He must 
invest in the most capable employes 
available. Above all, the brokerage office 
must be competently run Mr. Jaffe 
suggested that experience as an employe 
or sub-producer in a successful brokerage 
house was almost essential training for 
any broker. 

In concluding the first part of his talk 
Mr. Jaffe stated, “The future is secure 
for the properly trained full-time broker 
who can and will finance his expansion 
by paying the price for capable em- 
ployes and associates, and who is com- 
petent enough to service the selective 
market. The outlook is dim for the 
broker who doesn’t measure up to this 
standard.” 

Next Mr. Jaffe considered the rela- 
tionship between brokers and their mar- 
kets. “The broker must realize that his 
markets are more important than his 
clients,” he said. “Without markets 
clients are of no value, and with markets 


he can always get clients. The stronger 
his markets, and the greater variety of 
risks they handle, the more confidence 
he will have in soliciting business.” 

Mr. Jaffe said there are no guarantees 
that a broker will never lose a market, 
but a lower loss ratio will make it less 
likely. “Everything is a calculated risk,” 
he said, “so keep the odds in your favor 
by working with your markets—99% of 
you who do will be better off for it.” 





Brokers Assn. Ask Probe of 
Alleged Favorite Broker 


The Greater New York Insurance 
Brokers’ Association has asked the 
newly created Temporary State Com- 
mission of Investigation of New York, 
to review alleged favoritism in selection 
of an insurance broker of both the 
Triborough Bridge and Tunnel Author- 
ity and the New York State Power 
Authority. 

The brokers’ action stems from pre- 
vious attempts to get Robert Moses, 
who heads both authorities, to stop 
using a “favorite” insurance broker and 
purchase needed insurance coverage 
through public bidding. Mortimer L. 
Nathanson, president of the association 
made the latest move public on Sep- 
tember 29. Mr. Nathanson said that 
in letters to Myles Lane, chairman of 
the investigatory group, which was 
created by Chapter 989 of the Laws of 


1958, and to other members of the 
commission, the association’s general 
counsel, C. Joseph Danahy cited the 


fact that the Commission has “the duty 
and power to conduct investigations in 
connection with the conduct of public 
officers and public employes, and of 
officers and employes of public corpora- 
tions and authorities.” 

The gist of the brokers’ complaint 
against the Triborough Bridge and 
Tunnel Authority is that by awarding 
the insurance for construction on behalf 
of contractors to its “favorite” broker, 
it may be in violation of Section 559 
of the Public Authorities Law which 
provides for competitive bidding for all 
items included in construction contracts. 


H. G. Fairfield, Dean 
Of Boston Agents, Dies 


WAS 56 YEARS IN INSURANCE 
Founded Fairfield & Ellis With Offices 
In Boston, New York, Montreal 
and Toronto 


Herbert G. Fairfield, 87, founder of 
Fairfield & Ellis, Boston, died October 
3. Mr. Fairfield, who retired in 1951, was 
considered the dean of Boston agents. 

Born in Kennebunkport, Me., ‘home of 
his parents, he was educated at schools 
in Chelsea, Mass. and was a member of 
the class of 1892 at Massachusetts Insti- 
tute of Technology. He entered insur- 
ance as special agent for the Royal Ex- 
change and in 1902 organized the H. G. 
Fairfield Agency, later joining with 
Darling & Russell to form Russell & 
Fairfield, which ‘became — successively 
Russell, Fairfield & Ellis, and for the 
past 20 years Fairfield & Ellis with 
offices in Boston, New York, Montreal 
and Toronto. He was also head of Fair- 
field & Ellis, Ltd. of Montreal and To- 
ronto, one of the largest insurance offices 
in Canada. 

During his early career Mr. Fairfield 
owned and operated the Dorchester Ice 
Co. and also became associated with 
E. R. Atwood in the Old Colony Crushed 
Stone Co. in Quincy, Mass. At time of 
his death he was head of this concern. 

His Varied Interests 

Mr. Fairfield was a past president of 
the Boston Board of Fire Underwriters, 
trustee of the Insurance Library, direc- 
tor of the National Service Co. and of 
the Hanover Insurance Co. A long time 
resident of Prout’s Neck, Maine, he 
founded the Prout’s Neck Yacht Club 
and was past president of the Prout’s 
Neck Country Club. He was also one of 
the earliest members of the Algonquin 
Club of Boston. 

Surviving are his widow, Katherine 
Kilman Fairfield, and four children: 
John, of Fairfield & Ellis of Boston; 
Mrs. George V. Steele of Dedham; Mrs. 
Julian M. Freston of New York City; 
and Mrs. Edward W. Sexton of Cam- 
bridge, Mass. 

Funeral services were held October 6 
in the Church of the Advent, Boston, 
with the Rev. Canon Harold Belshaw 
of Greenwich, Conn. officiating. Prom- 
inent insurance men attended to pay 
their respects to his memory. Tribute 
was paid to him by C. F. J. Harrington, 
executive vice president, National As- 
sociation of Casualty & Surety Agents 
and former Massachusetts Insurance 
Commissioner, who said this week: 


Harrington’s Tribute 


“A vigorous, forthright agency leader, 
Herbert Fairfield will long be remem- 
bered by the Massachusetts insurance 
industry. He was one of my oldest 
friends in the business. His strength was 
in establishing a policy of action and then 
implementing it without delay. He was 
indeed a man of decision. The esteem 
with which ‘he was held in the Bay State 
was indicated some years ago at the 
75th birthday party held for him at 
Prout’s Neck, Me., his summer home.” 
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Gov. Meyner Sounds Warning 

Gov. Robert B. Meyner of New Jersey 
in addressing the National Association 
of Mutual Insurance Cos. at Atlantic 
City, October 8, warned that state regu- 
lation must be improved or the Federal 
Government will take over. He saw the 
whole issue of state v. Federal regulation 
of insurance in a condition of violent 
flux. “The tide can turn either way,” he 
said, “depending upon character, skill 
and determination of the protagonists.” 


G. M. Fennell Loses Son in 


Air Crash Near Pensacola 
George M. Fennell, for years a genial 
and popular worker in John Street, N. Y., 
employed up to his recent retirement by 
American Casualty Co. and prior to that 
by Accident & Casualty as messenger 
and doorman to the executive officers, 
one of whom was the late Neal Bassett, 
met with a tragic loss a few weeks ago. 
His only son, an Annapolis graduate, was 
killed in an airplane crash near Pensa- 
cola, Florida. An ensign, George M., Jr., 
was a passenger in a T-28 aircraft, one 
of the Navy’s latest two-seated training 
planes. He was in his sixth week of pre- 
flight training and had been making out- 
standing progress in all subjects. Well 
liked by his fellow officers and instruc- 
tors, Ensign Fennell was recognized as 
one of the top students in the pre-flight 
training course. 

His father, overcome by grief, was ad- 
vised by Commander W. L. Pack, acting 
commanding officer of the Pre-Flight 
Naval School at Pensacola, that the plane 
developed engine trouble in mid-air an 
evidently did not have sufficient altitude 
to allow the use of parachutes. It was 
being piloted by one of his son’s friends, 
Second Lieutenant Gary Meehan, a high- 
ly qualified pilot who was an instructor 
at the Pre-flight school. 
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~ Navarre Speech Attacked 


(Continued from Page 22) 


fits of active competition is as important 
in the insurance business as it is in any 
other industry.” 

He said it was not his intention to 
“develop evidence leading to the prose- 
cution for violation of antitrust laws, 
but to assemble all the essential facts 


m to enable Congress to determine whether 


the existing system of dual state-Federal 
supervision of the insurance industry 
best serves the public interest. 


His Opinion on Hearing 


Senator O’Mahoney expressed the 
opinion that the recent aviation insur- 
ance hearings raised “serious problems 
concerning the competitive situation in 
the aviation insurance industry. Because 
aviation insurance involves a matter 
which is international in scope and af- 
fects the foreign commerce of the United 
States, this subcommittee has attempted 
to determine the basis under which the 
states assert authority to regulate such 
insurance and the extent of state regu- 
lation in this field.” 

The hearings also considered, he said, 
important issues “involving the con- 
struction of the McCarran Act, particu- 
larly the extent to which it extends im- 
munity from the Federal antitrust laws 
by reason of state regulation.” He cited 
the recent Supreme Court decision dis- 
missing for lack of jurisdiction Federal 
Trade Commission cease and desist or- 
ders prohibiting alleged deceptive adver- 
tising by two A. & H. insurers. He 
declared to Mr. Hansen: “It is very 
important that the Congress have the 
benefit of the thinking of the Depart- 
ment of Justice in order that we may 
determine whether the immunity granted 
under the statutory language may be 
broader than required in the public in- 
terest.” 


Challenges Navarre’s Statement 


In another statement Senator O’Ma- 
honey charged that remarks made by 
Michigan Insurance Commissioner Jo- 
seph A. Navarre to the Michigan Asso- 
ciation of Insurance Agents, were “a 
gross and wilful misrepresentation of 
the insurance study.” 

Challenging published reports that Mr. 
§ Navarre interpreted his (Senator O’Ma- 
honey’s) opening statement at the hear- 
ings as expressing the opinion that the 
individual concept of business is doomed 
and that the day of the independent 
businessman is gone, Senator O’ Mahoney 
stated : 

“It constitutes what I believe to be 
a gross and wilful misrepresentation of 
the insurance study. We are seeking to 
prevent monopolistic control of the in- 
surance industry by unrestricted, unsu- 
pervised abuses in this field. 

“The evidence already gathered . 
demonstrates that insurance in inter- 
state commerce is following a course 
dangerous to free competitive enterprise. 
“Neither the insurance companies nor 
the insurance agents of the country 
should be misled by the vaporings of 
Navarre, but if he believes he has any 
facts to justify his statement, I shall be 
glad to invite him to testify before the 
subcommittee under oath,’ Senator 
O'Mahoney stated. 





Caverly Named Consultant 
ToN. Y. Building Agent 


Raymond N. Caverly, who for 26 years 
was vice president of the America Fore 
Insurance Group, retiring a year or so 
ago, has joined Helmsley-Spear, Inc., as 
‘consultant on insurance district proper- 
ties for which the company is agent. Mr. 
Caverly will take an active role in the 
tenting of the forty-story 80 Pine Street 
skyscraper now under construction by 
Samuel Rudin on the square block 
ounded by Pine and Pearl Streets, 
Maiden Lane and Water Street. 

L ocated at the crossroads of the finan- 
(lal and insurance districts, the million 
Square foot structure will also be known 
48110 Maiden Lane for insurance tenants 
desiring a Maiden Lane address. 








Salesman? 


AND WELCOME VISITOR. 





The loss prevention 


engineer is often the only company man your insured 
ever sees. Safety is: his business, and his frequent inspec- 
tions make each risk a better place to live and work. He is a 
welcome visitor to insureds with compensation, liability, 


inland marine, ocean marine 
and aviation policies. 


A real work-horse on your local 
Royal-Globe mobile production 
team, the loss prevention engi- 
neer is one of many specialists 
that make Royal-Globe 


“TOPS IN EVERY SERVICE” 
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Mutual Cos. Meeting 


(Continued from Page 22) 


will be his maximum likely loss,” he 
observed, 


Survey Indicates Under-Insurance 


A careful survey conducted last year 
by Liberty Mutual disclosed that, de- 
spite continuing effort and periodic con- 
certed campaigns to bring amounts of 
insurance up to proper levels, too large 
a percentage of policies carried values 
considerably less than the price for 
which even the least expensive satisfac- 
tory dwelling could be purchased. Too 
many dwelling contents policies carried 
values which hardly represented the real 
value of the minimum amount of per- 
sonal property likely to be found in the 
average home, the speaker said. 

“We have sought to minimize these 
difficulties by adoption of a number of 
underwriting devices,” Mr. Burgoyne de- 
clared. “Perhaps most important is an 
underwriting rule that all new policies 
when written, and all renewal policies as 
soon as the appropriate modifications 
can be agreed upon with the insured, 
must satisfy certain minimum coverage 
requirements not unlike those estab- 
lished for the homeowners’ policies. 
These coverages requirements specify 
minimum amounts of coverage on the 
dwelling, a minimum percentage of value 
which will be accepted as the insured 
value, a minimum amount of coverage 
on dwelling contents, and a minimum 
percentage relationship between the in- 
sured values of the dwelling and its con- 
tents. These specifications recognize 
that the higher valued properties tend 
to be those which are becoming insured 
under multiple-peril policies, thus re- 
stricting use of the standard fire policies 
more to the lower valued properties. It 
would seem that our success in selling 
more adequate values on the multiple- 
peril policies could be duplicated on 
standard fire business. It is our basic 
objective to bring this about.” 

Further along he remarked that the 
most difficult aspect of the under-insur- 
ance situation is probably the sales prob- 
lem. He is convinced that without a real 
selling effort the objective of insurance 
to value seemingly cannot be accom- 
plished. 

Other speakers at the meeting were 
R. L. Lusk, Chicago, educational director, 
Mutual Loss Research Bureau, who 
analyzed his organization’s new program 
for improved supervision of property loss 
adjustments, and Wanous, Owa- 
tonna, Minn., chief engineer, Federated 
Mutual Implement & Hardware, who 
appraised mutual insurance company fire 
protection and prevention activities of 
the past year. 





Allstate Hearing in N. Y. 


(Continued from Page 22) 


Superintendent of Insurance, was the 
hearing officer. He was assisted by 
George J Gross, Deputy Superintendent 
and counsel in the New York Depart- 
ment. George H. Kline, Allstate vice 
president and general counsel, was on 
hand and assisted Mr. McKnight in re- 
sponding to cross examination questions. 





Florida Wins Bowen Award 


(Continued from Page 45) 


have been most active in working with 
their Speakers Bureau and have provided 
Driver Training Certificates for the 
schools in their state conducting driver 
education courses. The Florida Associa- 
tion has also conducted such fine safety 
activities as a Teenage Driver Roadeo, a 
Teenage Highway Safety Poster Con- 
test, promoted the month of April as 
Child Safety Month, and cooperated in 
the Boy Scout Good Turn Project.” 
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1957 U.S. Fire Damage 
Was $1,280,000,000 


OVER 2,000,000 FIRES LISTED 





NFPA Says Fire Damaged or Destroyed 
530,000 Dwellings, a New High; Air- 
craft and Auto Losses Declined 





Fire losses in this country reached the 
highest point in history last year. De- 
struction of almost $1,280,000,000 worth 
of property in more than 2,000,000 fires 
was recorded in 1957, according to an 
analysis just completed and _ published 
by the National Fire Protection Assn. 

This was an increase of approximately 
$48,350,000 over 1956, and the third year 
in a row that record-breaking totals have 
been registered, the independent non- 
profit fire safety organization reported. 

Fire damaged or destroyed 530,000 
dwellings in 1957, causing a loss of ap- 
proximately $276,250,000. Both figures 
are new highs, representing an increase 
of 6,500 in number and $16,250,000 in 
dollar cost from the previous year. 


Building Damage 


Damage to all buildings was up $552.- 
115,000, to a total of $1,068,115,000. with 
843,900 structures involved. A $24,540,000 
increase in manufacturing plant losses, 
plus the rise in dwelling losses, were 
partly responsible for the increase. 

There were an additional 1,181,600 fires 
not involving buildings—principally air- 
craft, motor vehicles, forest, ships, rub- 
bish and grass fires—which accounted 
for an estimated $211,811,000 loss, ac- 
cording to the National Fire Protection 
Association report. 

The organization’s fire records depart- 
ment annually compiles estimates of the 
nation’s fire causes and fire losses from 
reports submitted by Federal, state and 
local fire authorities, as well as from 
industrial and other sources concerned 
with fire. Covering uninsured as well 
as insured losses, the compilation is 
rated the most complete and accurate 
report of U. S. fire losses and fire causes. 

Among building fires, there was a 
marked decrease—$18,450,000—in ware- 
house losses. Hospital and other insti- 
tution losses declined about $2,934,000. 
Schools and colleges recorded a drop 
of $2,625,000 in losses. 


Aircraft, Auto Losses Down 


Aircraft fires numbered 200 in 1957, 
a decline of 50 from the previous year. 
Losses were $115,000,000 compared with 
$130,000,000 in 1956. Motor vehicle fires 
were also down, from 173,500 to 160,000, 
and losses declined from $18,600,000 to 
$17,200,000. 

Topping the list of building fire causes 
is smoking and matches, says the Na- 
tional Fire Protection Association. They 
were responsible for starting an esti- 
mated 130,800 fires in 1957, doing $71,900,- 
000 worth of damage. 

Other principal causes were defective 
or overheated cooking and heating equip- 
ment—117,900 fires, $112,900.000 damage; 
electrical—113,500 fires, $162,000,000 dam- 
age; rubbish, ignition unknown—62,400 
fires, $21,108,000 damage; flammable 
liquids—50,200 fires, $37,785,000 damage; 
defective or overheated chimneys and 
flues 37,000 fires, $31,150,000 damage; 
children and matches—38,500 fires, $19,- 
000,000 damage; and _ lightning—29,800 
fires, $29,757,000 damage. 

All causes registered increases over the 
previous year, except for two, the Na- 
tional Fire Protection Association report 
showed. 

Lightning fires in buildings declined 
by 15,400, with a corresponding decrease 
of $5,783,000 in losses. Fires caused by 
electrical wiring and other fixed services 
decreased by 1,900 in number and §$10,- 
480,000 in loss. 








“Helene” Claims $7,500,000 


Windstorm losses resulting from Hur- 
ricane Helene, which hit North Carolina 
late in September are estimated at over 
$7,500,000 by the General Adjustment 
Bureau, with about 25,500 insurance 
claims being presented. Hardest hit was 
Wilmington and nearby areas. 


United Benefit Fire 
Expands Multiple Lines 


The United Benefit Fire of Omaha has 
been granted a full multiple line license 
in Massachusetts. Since interests asso- 
ciated with Stewart, Smith & Company 
assumed control in the latter part of 
1953, the company’s area of operation 
has been expanded. The United Benefit 
Fire now has full multiple line powers 
in 42 states whereas at the time of 
change of control it was licensed to 
write fire only in 15 states and fire 
and automobile solely in 19 other states, 
Hawaii and the District of Columbia. 

















HILLENBRAND STATE AGENT 


The Royal-Globe Insurance Group 
announces appointment of John B, 
Hillenbrand as state agent in Grand 
Rapids, Mich. He joined the group in 
1955 and has served as special agent in 
Kansas City and Wichita. He is a 
graduate of the University of Wisconsin 
and the Royal-Globe training school in 
New York, 





At the end of 1957, the United Benefit 
Fire had total assets of $3,065,710 and 
a_ policyholders’ surplus of $1,314,618. 
Net — written last year were 


$983,52 





dollar than ever before. 


policies. 


dollars. 





NUMBER THREE IN A SERIES ON “UNDERSTANDING INSURANCE” 
(Reprints available in folder form) 


Insurance Efficiency 


For some reason, the insurance industry seems to have 
received little public recognition for its efficiency in 
delivering dependable protection to owners of all types 
of property in every section of the country. 


Yet this efficiency and reliability is one of the dis- 
tinguishing features of our private enterprise economy. 


Privately-owned companies and agencies have devel- 
oped an unparalleled system of economical mass dis- 
tribution of millions of custom-tailored items (policies) 
each year. The system has been developed under highly 
competitive conditions, subject to close scrutiny of pub- 
lic authorities. Under this system, both “product” and 
services have been improved consistently. Today the 
insurance buyer gets more protection for his insurance 


In good times and bad, the insurance industry has 
demonstrated repeatedly its ability to meet stunning 
disasters without impairing the security behind its 


The companies, agents and brokers who comprise the 
insurance industry in America are not resting on their 
laurels. They are continually seeking, and finding, new 
ways of improving the efficiency of their operations, 
new ways of making it possible for property owners 
and others to obtain more protection for their insurance 


THE LONDON GROUP 
THE LONDON ASSURANCE ¢ THE MANHATTAN FIRE & MARINE 
GUARANTEE INSURANCE COMPANY 
Executive Office 
55 JOHN STREET, NEW YORK 


Regional and Branch Offices 
SAN FRANCISCO + LOS ANGELES « CHICAGO « INDIANAPOLIS 
RICHMOND « LANSING 








Best’s Fire & Casualty 
Reports Now Ready 


The 1958 edition of Best’s Insurance 
Reports — Fire & Casualty edition —is \ 
now ready for immediate delivery. Con- 


taining 1,283 individual company com- er 
plete reports, this approximately 2,008 |", 
page publication gives comprehensive j;,, 
analyses of the financial condition andf , ; 
operations of the leading fire and casu-§ jen, 


alty insurance companies in the United 
States, plus a summary opinion of rating. an 
In addition, condensed data is included— - 
covering fire and casualty insurance 
companies operating in Canada. 

A total of 83 companies have had their 
Best rating increased with decreased 
ratings for 69 companies; also reports 
of 25 insurance companies appear for 
the first time. 

Each report contains a concise review 
of the company’s history, management, 
reputation, general underwriting prac- 
tices and its reinsurance arrangements 
Presented for each company are many 
statistical exhibits including five year 
financial and operating studies showing 
movements in distribution of assets; also 
policyholders surplus, reserves, direct 
and net premium volume, underwriting 
ratios, investment gains, dividends and 
federal taxes; complete figures covering 
1957 experience of each line of business 
written; yearly by-line underwriting re- 
sults for each of the five years recorded 
by the principal classes of business; 
detailed financial statement figures for 
each of the last two years; figures for 
the leading groups and/or fleets and 
other important financial facts and in- 
formation. 

Copies may be ordered as part of 
Best’s service from the home office of 
Alfred M. Best Company, Gy = 7 
Fulton Street, New York 38, uot 
from offices in Boston, pwd Chi- 


























Speris 


cago, Cincinnati, Dallas, Los Angeles ani ae 
Richmond. an - 
2 acti bt assist 
Hartford Fire Group ah 
Order IBM 7070 Systemf 'e¢*" 

The Hartford Fire announces that it pill 
has placed an order with International the ts 
Business Machines for its latest IBMB qemni 
Electronic Data Processing System Lanca: 
Hartford Fire’s order for an IBM 707) pany < 
system is the first in the fire and cas-B arq'a- 
ualty insurance field in Hartford. Com-— yy, 
pletely transistorized, the 7070 is sched-& i. | 
uled for delivery early in 1960. It will Comm, 


be installed at the Hartford Group home 
office. 

Electronic data processing was_ first 
inaugurated some years ago at Hartford 
Fire with installation of the IBM “650" 
system. 


office. 
sitions 





N. J. Advisory Committee 
On Qualification Law 


Banking and Insurance Commissioner 
Charles R. Howell of New Jersey an- 
nounces formation of an advisory com- 
mittee which will assist the Licensing 
Division of the Insurance Bureau of the 
Department on an informal basis by of- 
fering recommendations and suggestions 
pertaining to recent legislation requiring 
a prescribed course of study by appli- 
cants for agents, brokers and _ solicitors 
insurance licenses in that state. 

The committee is composed of repre- 
sentatives from many segments of the 
insurance industry and its present mem- 
bers are: J Magrath, secretary, Fed 
eral Insurance Co.; Harris G. Haviland, 
director of education, Lumbermens ed 
tual Casualty; Harvey T. Massie, 
gional training director, Nationwide In 
surance Co.; Harry S. Mather, New 
Jersey Associ: ition of Insurance Agents; 


Henry D. Bean, Mutual Agents Associa- 
secretary, 







tion; Eric W. Turner, Jr., 

Mercer County Mutual Fire; Abner 

Benisch, representing the Charterel IR alty Gre 

Property and Casualty Underwriters an’ @ secre 

the Chartered Life Underwriters. of this » 
Edward Bambach of the State Depart: 

ment of Education has been _assigneé 

by Commissioner of Education Frederick Born 

M. Raubinger to work with the commit § received 

tee because of the education require f College, 

ments set up under the new law. tered in 
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Ready} Careers of Loyalty Group Officers 


surance 

100 —188 As announced in these columns last 
y. Conf veck Robert Spering, formerly a secre- 
y com-§ tary in the Newark head office of the 
ly 2,008 | ovalty Group companies of the America 
hensive fore Loyalty Group, has been appointed 
ion andB . vice president to succeed Vice Presi- 
id casu-§ dent Thomas A. Smith, Jr., who is re- 
Unitedf tiring; Seabury B. Hough is appointed 
f rating an assistant secretary to succeed Mr. 
ncluded 

surance 
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art of 
fice of ROBERT SPERING 
at 75 
4 O'R Spering, Maxwell A. Booth is named a 
we Ch secretary in the Los Angeles office to 
les and succeed Secretary Frank J. WHagan, 
and Leighton M. Lobdell is now an 
assistant treasurer in the investment 
department at the Newark head office. 
3orn in New York City, Mr. Spering 
‘stem began -his insurance career in 1911 with 
.f— the National Surety Corp. Over the 
that it years Mr. Spering gained experience in 
ational the bonding field with the Royal In- 
IBM demnity, Globe Indemnity, London & 
ystem.& Lancashire, Indemnity Insurance Com- 
f 70 pany of North America and the Stand- 
d cas-B ard Accident. 
Com- Mr. Spering became associated with 
sched-& the Loyalty Group in 1927 with the 
it willl Commercial in the Newark, N. J., head 
home office. He advanced through various po- 
sitions to assistant secretary of the Loy- 
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MAXWELL A. BOOTH 


alty Group companies. He was appointed 
a secretary of the companies in April 
Oo this year. 
Seabury B. Hough 
Born in Ithaca, N. Y., Mr. Hough’ 


epart- 
signed 
derick 
mit: 
quire 


nA- 


ollege, Williamstown, Mass. He en- 
tered insurance in 1921 with the Na- 





received his A.B. degree from Williams‘ “Milwaukee - Minneapolis - Newark - New Haven - New Orleans - P 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


Booth attended the University of Cali- received his A.B. degree in Philosophy 
fornia’s Polytechnic College of Engineer- from the University of Virginia. He has 
He joined the Loyalty 


tional Surety in New York City. ose i 

He became associated with the Loy- 
alty Group in 1926 with Metropolitan 
Casualty. He was promoted through 
various positions to superintendent of 
the fidelity section of the head office 
bonding division in Newark, N. J. Mr. 
Hough served as a_ second lieutensnt 
with the Army in Yorld War I. 


Maxwell A. Booth Leighton M. Lobdell 3eta Theta Pi fraternity, Metroplitan 
Born in Eureka, Colo. Maxwell A. Zorn in New York Cty, Mr. Lobdell (Continued on Page 58) 


ing at Oakland. 


experience in vari- Finance. 

ous departments. In 1940 he transferred From 1952 to 1954 Mr. Lobdell was 
to the San Diego branch office. He be- with the New York Trust Co. as a 
came in 1950 branch manager and in personal trust administrator. He joined 
1952 transferred i 
branch office as assistant manager. He _ financial investigator in the financial 
was appointed an assistant secretary of department. A veteran of Army service 
the Loyalty Group companies in 1953. from 1946 to 1948, Mr. Lobdell is a 


office and gained 

























attended the Graduate School of Busi- 
. : : ness Administration of New York Uni- 
the San Francisco versity and New York Institute of 


the Los Angeles the America Fore Group in 1954 as a 


member of Toastmasters International, 













“Why does | 


“We represent Atlantic and Centennial 
for several reasons... 


“We find that the Atlantic Companies have 
outstanding field men. They know their busi- 
ness and they have plenty of authority to 
act on their own. We respect them. 

**We like the Atlantic Companies’ size—big 
enough for financial strength, but not so big 
that my agency gets lost in the shuffle. We 
like their long record of paying claims fairly 
and ungrudgingly. 

**Atlantic is flexible—a real ‘marine-oriented’ 
company, open-minded, ready to help solve 
our special problems. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY ¢ CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station « New York 5 


: Baltimore - Boston® Charlotte « Chicago - Cincinnati - Columbus - Dallas - Denver- Detroit -Grand Rapids - Houston - Indianapolis - Los Angeles 
hiladelphia - Pittsburgh - Portland - St. Louis - San Francisco - Seattle - Syracuse 



















































my agency represent 
the Atlantic Companies?” 


The 
Mantic Compa Med 





ANNUAL REPORT 
Jor the year ending December 33 
1967 





16th Annual Report 
ATLANTIC MUTUAL 
INGUBANCE COMPANT 


16th Annual Report 


’ C=wrewwiaL 
INgURANOE COMPANY 





*“Most important of all, I suppose, is the 
combination that makes up the Atlantic 
Companies: Centennial, the stock company 
—and Atlantic, the quality mutual known 
for providing the services producers need. 
This combination has given me a real one- 
two punch in selling insurance—it’s helped 
me time and again to meet today’s tough 
competition.” 





A 


Have one of our Special Agents come and tell 
you how our unique team—stock company 
and mutual company—can benefit you. Your 
inquiry is invited. 
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Zeller Will Address 
Marine Dinner Nov. 20 


FRANK B. ZELLER 


Frank B. Zeller, United States ma- 
rine manager the Royal-Globe In- 
surance Group and one of the foremost 
figures in that branch of insurance, will 
be the chief speaker at the 60th anni- 
versary dinner of the American Institute 
Thursday, 
Sert Room the 


of 


of Marine Underwriters on 
November 20, in the 
Waldorf-Astoria in New York. Mr. 
Zeller has served the industry for many 
years and his views and guidance are 
held in highest esteem throughout the 


at 


world. 





Pease on Hull Coverage 


(Continued from Page 51) 


sureds that we can only assume the 
fault in many instances involves laxness 
in collection from assureds. 

It hardly seems necessary to make the 
observation that in providing a funda- 
mental service to owners laxness in pre- 
mium payments discredits our industry. 
Particularly during this period of ship- 
ping depression ahead we must strength- 
en and enforce prompt payment require- 
ments, knowing that the service we 
provide is fundamental to ship operation 
—not to be compensated on any less 
strict basis than that imposed by ship 
repairers. 

Inland Hull Business 

These comments refer particularly to 
ocean going tonnage, but the same prob- 
lems apply to the so-called inland hull 
business. There is no doubt that the 
rating structure in recent years has not 
realistically reflected the inflationary 
spiral. The deductible averages and our 
franchises have in most cases diminished 
to a point where the value is only a 
fraction of what it was a few years ago. 

Offshore drilling has ceased to be as 
active as heretofore, and whether growth 
in that direction will be resumed will 
depend on future economic conditions. 
In the meantime, much equipment is 
being laid up. 

Builder’s Risk 


The subject of builder’s risk insurance 
was dealt with in detail last year and 
there has been no change in the rating 
approach since that time. 

American shipowners, with 
couragement and aid of the United 
States Maritime Administration, are 
embarking on about a §$3,000,000,000 re- 
placement program and up to the present 
have entered into building contracts 
totalling over $226,000,000 for the con- 
struction of nineteen vessels. 

With values running as high as $15,- 
000,000 for a 60,000 D.W.T. tanker and 
over $20,000,000 for moderately sized 
passenger vessels, greater concern must 


the en- 


be given not only to the condition of 
the shipyards, but to the catastrophe 
possibilities by reason of exposures. This 
problem will continue, but we are glad 
to say that we are receiving cooperation 
from the shipyard owners in following 
out recommendations made by our fire 
inspectors. 

For one reason or another, the new 
builder’s risk form referred to last year 
has not yet been adopted. The form is 
intended to clarify, simplify and in 
some respects broaden the old form, 
which has been used by the market 
since January 1939. The coverage pro- 
vided is close to an all risks form as 


far as physical damage is concerned, 
and in some respects broadens the pro- 
tection and indemnity coverage. 

The problem created by the construc- 
tion of nuclear vessels, there actually 
being three such contracted for, con- 
tinues both as to nuclear powered ships 
as well as the more conventional type 
that may be building in the same ship- 
yard. It is aggravated by the fact that 
certain builders’ yards in the United 
States may also operate nuclear reactors. 

The fact that yard owners are cus- 
tomarily named as an assured under 
the builder’s risk policy may in some 
instances relieve the underwriters of 


ROBERTS CONVALESCING 
A. Addison Roberts, vice president- 
treasurer of Reliance Insurance Co. of 
Philadelphia, successfully underwent an 
appendectomy operation last week at the 
Bryn Mawr (Pa.) Hospital. He is now 
convalescing. 





third party risks on the reactors at the 
expense of the builder’s risk under- 
writers. Consideration is being given to 
special clauses in the builder’s risk 
policy to overcome this problem. 





FIRST 


with the 


FASTEST! 


Policy Term: noon sr 
REPRESENTA TIVE: 


The describeq 
address, unies 


Part i 
art Two, This Declarations PI ch 


With “ 
DECLARATIONS 


Named Ressinad ; 


ind P.O. Address 
County & State) 


ATiomo 
F PROPERTY Descaiey 
® 


a 

(Number, Street, Town, 

moan rin From: 
Agent or Broker 


Office Address 


Town and State . 


RA 


Premises co , 
vere 
$0 ‘ d here 


{ 
A. Dwelling 


| 8. Appurtenant Pr, 
| D. Additional Livi 


+ 
| 3 Comprehensive Per. 


uy 


«J 


not more 


Describeg Gwelling is not 
Conducted at the premises 


Loss deductible clause Ne 
Loss deductible Cleese Ne 


Special Provisions 
applicable Only in 
State(s) indicated. 
Section 11 only. 
() Insureg empl 


‘e 


R&S is ready to deliver the new HOME- 
OWNERS Policy at a moment's notice in a 
jacket and Declarations Set, 


style—either can be furnished in Reddi-snap 


BOTH have an 


form. 


Write” arrangement of standard data that 
permits setting of just 3 tabular stops for 


areas to be typed! No weaving back and 


forth — policies can be 


and Property Damage) 
F. Medical Payments 


G 
Physical Damage to Property of ot 


th, qT 7 
an two roomers or boarders per mee dwelling | 
ily 


N. Y. Co-Insur 
(a) The described pr 
YS not more than two 


exclusive 


Wate Structures 


ing Expense 
a vee & Credit, if any, for 
ily Injury 
Each Occurrence | ¢ 
Each person $ 
hers Each occurrence § 
‘orms and Endorsements 
lumber ang Edition Date). 


Subject to the following Fi 


(Insert N 


- Not more than 
Not more th 
Seaso, “ 
nal and no business Dursuits are 
thereof, Exceptions if any 
Business of Named Insured. : oe 
a rs Windstorm or hail $ | en om Deduc — 
b SS by other periis $/ > | Rese a 
ima—Val I | me 
aluation Clause § | oles 
Inside City Limits | 
‘ance clause applies: Ne 


lo 
whe) 


{ feet from hydrant 
miles from Fire Dept 


emises are the only promises 
full-time residence employee 
Ssceptions if any, to (a) or (b): 
° First Mortgagee, 


ee ddress) 


machine-gun 
orw rap-around 


“Short 


processed with 


preparation and proofs 


| COUNTERSIGNATURE DATE 


l 


OWNERS POLIcy 


Olicy Provisions-Part One” 


POLICY NUMBER HO 


Basic Policy Premium 
Additional Premium 
Total Policy Premium 


Unapproved Root 


Inside Protec ted Suburban Area 


fa 
rapidity — more work’turned 


out at lower cost. 


We suggest that you send in your present 


HOMEOWNERS Policy for preliminary 


this will greatly 


expedite eroen ery of policies when the new 
form has been authorized. Estimates with- 


out obligation. 


Write for samples of the new HOMEOWNERS “Short Write"’ Policies today to tam E | 


RECORDING & STATISTICAL CORPORATION 


NEW YORK 
BOSTON 
CHICAGO 
MINNEAPOLIS 
DES MOINES 
ORANGE, CAL. 
TORONTO, CAN. 


SALES 
OFFICES 


PRINTING PLANTS: 


DANVILLE, 


176 Broadway. BEekman 3-4434 

55 Wm. T. Morrissey Blvd. AVenue 2-8007 
223 W. Jackson Blvd. HArrison 7-7357 
3841 Drew Ave. South. WAlInut 2-5922 
3119 Victoria Drive. BLackburn 5-1622 
471 N. Shaffer. KEllogg 2-1162 

650 King St., West. EMpire 2-3257 


ILL. © BOSTON © TORONTO 


NATION-WIDE SERVICE 





+ nanny ERAS 


Ma 
of the 
write? 
when 
the ce 
Marin 
citing 





and t 
doing, 


The 
the e 
pressi 
writer 
portar 
The 
petrol 
aggra\ 
by im 
goverr 
cargo 
built s 
of con 
tion o 
has 1 
the sh 
shipbu’ 


One 
spect 
United 
produc: 
fallen, 
continu 
of ship 
power 
value i 
are ma 
values 

Such 
ginal te 
extreme 
these r 
which { 
surance 
the tru 
extreme 
makes | 
tive to 
increase 
the cas 
such a 
at near 

The 
America 
situatior 
plac 
aggrega 
teaches 
to be a 
one in \ 
should | 


Althot 
yards w 
May be 
tepair py 
i conse 
sion, nor 
Prices y 
years ah 
hope or 
the futus 
times th 
herefor 
ally desi; 
OSSes mi 
tial in 


to exclud 


October 10, 1958 


THE EASTERN [Automobile] a it 
S UNDERWRITER Y 2 PEPER SE . Yj 








BBN REE OAL 





















Co. of 


—| Pease on Hull Coverage Problems 


at the 
under- 


ven tof President of American Institute on Meeting Large Reductions 
in Values for Hull Covers; Giving Thought to 
Upward Adjustment in Franchise Clause 


> risk 


Madoe M. Pease of New York, president 
of the American Institute of Marine Under- 
writers, analyzed hull insurance problems 
when he addressed the recent gathering of 
the counctl of the International Union of 
Marine Insurance at Salzburg, Austria. In 
citing results of the depression in shipping 
and telling what the American market ts 
doing, and considering, he said: 





There can be no disagreement as to 

the extent of the world shipping de- 
pression in which, as marine under- 
writers, we are most directly and im- 
portantly concerned. 

The falling off in movement of coal, 
petroleum and general cargo has been 
aggravated as to petroleum movements 
by import restrictions imposed by our 
government. The resultant laying up of 
cargo and tank vessels, including newly 
built super-tankers, and the cancellation 
of contracts and plans for the construc- 
tion of a large number of new vessels, 
has created significant difficulties for 
the shipowners and some concern for 
shipbuilders as well. 


Cuts in Hull Coverage 


One of the paradoxes noted with re- 
spect to the general recession in the 
United States is that whereas indices of 
production and business activity have 
fallen, the prices of goods and services 
continue to rise, including steel and wages 
of shipyard workers. With the earning 
power of ships and their world market 
value in serious decline, many owners 
are making large reductions in their hull 
values for insurance purposes. 

Such reductions, particularly on mar- 
ginal tonnage, have been drastic in the 
extreme. No exceptions can be taken to 
these reductions under marine policies 
which certainly should not provide in- 
surance in amounts greatly exceeding 
the true value of the hulls insured. In 
extreme cases, however, this development 
makes it possible to declare a construc- 
tive total loss with payments of the 
increased value insurance, even though 
the casualty would fall far short of 
sich a claim if the vessel was valued 
at near its replacement cost. 

The course being pursued by the 
American market to minimize these 
situations is to require that insurance 

placed entirely on hull when the 
aggregate value for total loss purposes 
teaches a critically low level. This seems 
to be a logical and proper approach and 
one in which the responsible shipowner 
should be in full agreement. 












Use of Franchise Clause 


Although on certain jobs involving 
yards which are hungry for work there 
may be some temporary easing of ship 
fepair prices, particularly on larger jobs, 
i Consequence of the shipping depres- 
sion, none of us can expect that repair 
Prices will decline appreciably in the 
years ahead. Certainly there can be no 
Ope or expectation that repair prices in 
the future will fall below a level several 
times that obtaining in the year 1930. 
Therefore, the Franchise Clause, origin- 
y designed to eliminate small damage 
OSses more costly to adjust than essen- 
wal in protection, no longer performs 
i$ intended function. Under present 
Cnditions a franchise of even $10,000 
or $12,500 would be required to accomp- 
8 exclusion of the type of claims 
hich the Franchise Clause was designed 
© exclude and did exclude 30 years ago. 





plaint to arise in large part because 
of the low franchise. 

Assureds naturally feel that they must 
exploit fully their hull insurance cover- 
age and in doing so become involved in 
endless detail in ferreting out and pre- 
senting small claims on which the costs 
are out of proportion to recoveries 
effected. Examination and settlement of 
these small claims is excessively costly 
to underwriters as well. 


Upward Adjustment of Franchise 


Whereas application of the deductible 
average will accomplish the elimination 
of small claims, the franchise concept, 
in our opinion, is sound and fundamental 
to marine hull insurance and should not 
be abandoned. In our market we are 
giving this continuous thought, and there 
is a body of opinion that a realistic up- 
ward adjustment in the amount of 
franchise would be beneficial to the 
shipowners. 

We have in the past referred to the 
practices followed in our market in deal- 
ing with hull insurance. We have pre- 
sented to you our market’s system for 
obtaining prompt reports of all casual- 
ties—the computation of loss ratios for 
four completed years and the current 
year to a date just preceding renewal 
discussions, with rating based on experi- 
ence which thus includes the current 
year on an earned premium basis. To 
exclude the current year’s experience 
defers unrealistically whatever rate cor- 
rection upwards or downwards might be 
indicated by the current operation. 

We have found most helpful the so- 
called ladder chart which we.use to show 
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would have been if the present level of 
rates had existed during the rating 
period and had all losses been repaired 
at current costs. 

I have referred to the drastic reduc- 
tions in hull values which have come 
about as a result of the current slump 
in shipping. When substantial reduc- 
tions are to be made in hull values, 
particularly when reduced 25% to 50% 
off expiring values, it is often alarming 
to note the adverse change in the pre- 
mium and loss record on a fleet which 
has not experienced any total losses, if 





at a glance the changes from one year to the record on the fleet were reconstructed 
another in the loss ratio during the on an as-if basis to reflect the retro- 
period of experience used in rating a _ spective reduction in earned premium 
fleet. This has proved to be a very. arising which would have obtained with 
valuable underwriter’s tool, bringing allowances for reduced total loss ex- 
clearly into focus adverse trends and _ posure. 






















practices requiring attention as well as We are gratified by the increase in 
MADOE M. PEASE favorable trends in past loss ratios which our market’s participation in foreign 
can be given appropriate recognition. owned fleets, but this is tempered in 





part by serious concern over excessive 
delay in receipt of premium payments. 
assureds that their hull insurance is Finally and most importantly, we have Chis im part ts due, of course, to the 
cumbersome and is not designed to do reviewed our practice of reconstructing ear tne Feat ce — transfer ee 
the job they would like it to perform. the actual loss ratios for five years in- ‘VOlving foreign we “—* a ig ath 
The comment is made that we are merely cluding the current year to a so-called the delay is so mar gi en wit 
swapping dollars. It is our belief that  as-if basis, thereby establishing approxi- the prompt payment by American as- 
careful analysis would show this com- mately what the premium and loss record (Turn Back to Page 50) 
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Wm. J. Schiff Views 
The Trusted Thief 


BONDING BEFORE TRUSTING 


Indemnity of North America Speaker 
Advises Buyers Group; Embzezzler 
Types Described 


The best protection against embezzle- 
ment is to bond your man first and trust 
him afterward, an authority on fidelity 
surance said this week. 

William J. Schiff, assistant secretary, 
fidelity department, Indemnity Insurance 
Co. of North America, warned a meeting 
of the Delaware Valley Chapter of the 
American Society of Insurance Man- 
agement, in Philadelphia that ‘ ‘dishonesty 
is an incurable human disease linked 

. . ° ” 
sociologically perhaps to survival. 

Discussing the kinds of insurance pro- 
tection employers need against employe 
dishonesty, Mr. Schiff said that fair 
pay checks, careful selection of key 
employes, and audits, “both by outside 
accountants, and through internal con- 
trol system,” tend to minimize embezzle- 
ment losses but are not sure guarantees 
against loss. 


Locking the Stable Door 


“man being what 


In the final analysis, 
him first and 


he is, you should bond 

then permit him to operate in a position 
of trust,” Mr. Schiff said, and 8 
sketched a picture of the “typical” - 


bezzler and the way he or she fanier 
per cent of embezzlers are women) oper- 
ates. 

More than 80% of embezzlers are 
married, he said, and more embezzle 
between the years 30 to 40 than before 
or afterwards, although “teenagers and 
oldsters of 85 have sticky fingers.” 

The embezzler steals “by snatching 
just once or by repeated acts over a 
period of time. Two years, five, 10, even 


20, might elapse before discovery,’ Mr. 
Schiff -«id. 
Usuai.y trusted “absolutely,” the em- 


bezzler may have been with the company 
he robs as long as 50 years, he said. 
“Six years could be considered a fair 
average, and when one has been em- 
ployed for six years, you may be sure 
that person is trusted.” 

Status in a company is no guarantee 
a person will not embezzle, Mr. Schiff 
said. “The embezzler might be a clerk 
or a vice president,” he pointed out. 
“Outside employes, such as collectors 
and drivers, and branch managers of 
retail outlets will perhaps make up 50% 
of the embezzlers,” he said. 

“The other half, which includes book- 
keepers, cashiers, and executive officers, 
represents perhaps the more dangerous 
risks, because the opportunities to steal 
large amounts are greater.” 

Protection against embezzlement should 
be tailored to fit particular business 
situations, Mr. Schiff said, and he 
enumerated such coverages as individual 
fidelity bonds, name _ schedule bonds, 
position schedule bonds, commercial 
blanket bonds, comprehensive dishonesty, 
disappearance and destruction policies, 
and blanket crime policies. 

He also outlined a formula by which 
businessmen could determine’ which 
coverage was best suited to their parti- 
cular needs. 





ATTENDING WC INSTITUTE 

Full details of the Institute on Work- 
men’s Compensation to be held October 
22 in the Statler-Hilton. New York, can 
be had from the New York City office 
of the New York State Workmen’s Com- 
pensation Roard, 50 Park Place. Tele- 
pone: Digby 9-4000. 


AMA Course October 27-31 
On Basics of Ins. Buying 


The course on Basics of Insurance 
Buying of American Management Asso- 
ciation is scheduled for October 27-31 in 
the Hotel Astor, New York. Designed 
to meet a growing need, the course has 
been tailored carefully for men respon- 
sible for their companies’ insurance 
needs. 

Leader 

Clark, 
Inc., New 
William D. 


for the course will be Ernest 
president, Corporate Advisors, 
York. His associates will be 
McGuinness, assistant insur- 
ance manager, Standard O'1 Co. (N.J.), 
New York end John O. Nees. insurance 
consultant, United Hospital Fund, New 
York. 

Mr. Clark. 2 recognized authority, has 
had 45 years experience as agent, broker, 
manager, teacher and consultant. The 
course will cover such metters as stend- 
ard provisions of policy forms (both 
property and casualty) the way rating 
bureaus operate, factors governing in- 
sured vs. assumed risks, handling and 
adiustment of losses, and procedures for 
administering an efficient insurance pro- 
gram. 


Bott, Contract Bond Mgr. 


William E. McKell, president, Ameri- 
can Suretv, has announced the anpoint- 
ment of Harry F. Bott as manager of 
the company’s contract bond department. 
Mr. Bott joined American Surety in 1935 
and after various home office assign- 
ments was n-med to the contract de- 
partment in 1948 and promoted assistant 








ACSC Expands P. R. 
Program in Far West 


NEW LOS ANGELES OFFICE 


Will Explain Rate Mal Making to Southern 
Calif. Public; Myles Smith Out- 


lines Plans 


The Association of Casualty & Surety 
Companies ‘thas opened a Southern Cali- 
fornia public relations branch office in 
Los Angeles to aid in stepped-up pub- 
lic information activities in behalf of 
the casualty and surety industry, accord- 
ing to J. Dewey Dorsett, general man- 
ager of ACSC. 

The office, at 633 Shatto Place, will 
be under the general supervision of Har- 
old K. Philips, manager of the public 
relations department of ACSC for the 
entire country, and will operate as an 
adjunct of the Pacific Coast public rela- 
— office which has headquarters in 

San Francisco. Myles W. Smith, Pacific 
Coast public relations director, will con- 
tinue to supervise this phase of the asso- 


ciation’s work for the eight western 
states. 
“Los Angeles and Southern California 


residents comprise such a large part of 
the insurance buying public in the 
West,” Mr. Smith said, “that we needed 
secretarial help and working space here 
in order to give proper local emphasis 
to the important job of telling about 
our business, particularly about how the 
public makes its own insurance rates. 


Speaking Program in L.A. 


“One of the important jobs of the Los 
Angeles office is to administer the fine 
speaking program on automobile insur- 
ance in the Los Angeles City Schools 
inaugurated and carried’on.by the Los 


Angeles Casualty Claim Managers 
Forum. This will involve booking about 
700 speeches each school year,” Mr. 


Smith said. 
In addition to the school speaking pro- 
gram of the Forum which resumed oper- 


Ralph H. Howes, 44, Dies: 
Well Known in New York 


Ralph H. Howes, Jr., 44, who for the 
past 22 years was associated with the 
New York branch of Standard Accident, 
died in New York Hospital recently, 
following a short illness. 

Mr. Howes, who was a field represen- 
tative of the company, was a specialist 
in the production of contract bonds. He 
began his insurance career with the 
Massachusetts Bonding & Insurance Co, 
New York, in 1933. The following year 
he joined the Standard Accident in the 
contract bond department of the New 
York branch. 

From 1937 to 1941 he was a special 
bond agent for the branch. He _ was 
named assistant to the manager of the 
bond department in 1941, 

Mr. Howes attended Yale University. 
During World War II h> served with 


the U.S. Coast Guard. He is survived 
by a daughter, Diane, of Scottsdale, 
Arizona, 


Mass. Growth Fund Adds to 
Its Ins. Stock Holdings 


Massachusetts Investors Growth Stock 
Fund, Inc. reports that for the three 
months ended August 31, completely new 
investments were made in Aetna Casu- 
alty & Surety stock and Connecticut 
General Life, 10,000 shares of the former 
and 5,000 of the latter. There was also 
added 3,500 shares of Aetna Life, bring- 
ing the total to 20,000. Lincoln Na- 
tional holdings of 3,000 were eliminated. 





CASUALTY ACCOUNTANTS MEET 
The annual meeting of the Association 
f Casualty Accountants and_ Statisti- 
ians will be held on Friday, December 


oO 
¢ 
5 in the Hotel Statler, New York City. 








manager there in June, 1954. ations in September, Mr. Smith said. 

Mr. Bott graduated from Pace Insti- the offices will serve as the Southern sored by the Association, Board of Fire 
tute where he majored in accounting and California headquarters of the California Underwriters of the Pacific, California 
business administration. He also attend- Insurance Speakers Bureau which pro- Association of Insurance Agents and 
ed courses at the Insurance Society of vides insurance speakers to many organ- Insurance Brokers Exchange of Cali- 
IWew York. izations other than schools and is spon- fornia. 
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Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 














confuse them. 


LET’S END 
THE CONFUSION 


Unless prospects know what we mean, we only 
Aware of this costly problem, 
National Casualty makes sales aids available 
that are geared to the prospect’s viewpoint. 

Yes—National meets the demands for modern 
sales methods and quality Disability Income, 
Hospital and Surgical coverages for the In- 
dividual, Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 
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Liability Coverages 

On Army-A. F. Posts 
DEFENSE DEPT. TO RECONSIDER 
October 1 Order Would Have Put 


Govt. in Business; Industry Opposi- 
tion Headed by Dorsett 





Defense Department officials, follow- 
ing a meeting last week with represen- 
tatives of top casualty organizations, 
agreed to consider the unanimous in- 
dustry request to set aside an order 
cancelling commercial public liability 
coverages on Army and Air Force post 
exchanges, clubs and similar non-appro- 
priated instrumentalities. The new self- 
insurance directive was scheduled to 
become effective October 1, but as yet 
the Department had not reached a 
decision on whether to rescind the order. 

Urging reversal of its announced 
action, J. Dewey Dorsett, general man- 
ager of the Association of Casualty & 








Defense Dept. Denies Request 


Despite urgent appeals from insurance 

industry groups the Defense Department 
at Washington, D. C., has reportedly 
rejected the request to rescind its order 
which substituted self-insurance for 
commercial public liability coverage of 
the so-called non-appropriated fund ac- 
tivities of the Army and Air Force. 
C. C. Finucane, Assistant Secretary of 
Defense, in a letter to J. Dewey Dorsett, 
principal industry spokesman in_ this 
matter, refuted point by point the argu- 
ments presented in the article on this 
page. 
SERRE eae RY REIN SP A AE ETN SEER AE RIE IIA Se AM 
Surety Cos. told the Department repre- 
sentatives: “This order is contrary to 
the established policy of this adminis- 
tration and the Congress to encourage 
free enterprise.” 

The views expressed by Mr. Dorsett, 
who acted as principal industry spokes- 
man, were vigorously endorsed by other 
industry association leaders, including: 
Walter Sheldon, National Association of 
Insurance Agents, National Association 
of Casualty & Surety Agents, and the 
Insurance Federation of New York; 
Merlin J. Ladd, president National Asso- 
ciation of Insurance Brokers; Wallace 
M. Smith, American Mutual Insurance 


Alliance, and A. E, Kraus, National 
Association of Independent’ Insurers. 
Brig. Gen. Robert W. Hall, Director, 
Military Personnel Policy Division, 


headed the Defense Department delega- 
tion, none of whom either questioned 
the industry representatives or com- 
mented directly upon their views. 

_ Pointing out that non-appropriated 
fund instrumentalities including clubs 
and exchanges are intended to be self- 
supporting, Mr. Dorsett said the pro- 
posed order could subject the Govern- 
ment to “very substantial liability which 
would have to be met out of appropriated 
tunds.” 

Claims, he declared, would have to 
be paid under the Tort Claims Act out 
of appropriated funds of the Defense 
Department since most unappropriated 
lund activities operate on such a small 
margin of profit that they could not 
have resources to meet any large judg- 
ment. And, he warned, juries are hand- 
ing down extremely large judgments. 

Furthermore, he said, the order would 
be contrary to the intent of Congress, 
as interpreted by the courts, that the 
cost of claims against non-appropriated 
lund instrumentalities should be paid 
rom the proceeds of these activities and 
not trom public funds. 

Mr. Dorsett also questioned whether 
the order would apply to automobile 
liabilit y coverage; he criticised as “un- 
fair” the cancellation by the Government 
of a line of insurance which has proved 
Profitable, while retaining commercial 
Coverages which have not been profitable 
lines for the business; and he denied 
efense Department allegations that the 
order would result in “more expeditious 


settlement of claims,” declaring that the 


claim facilities of insurance companies 


pa. superior to those of the Govern- 
ent. 


J. R. McWilliams Promoted 
By the National Bureau 





Matar 


JAMES R. McWILLIAMS 


James R. McWilliams, who was re- 
cently appointed acting manager of the 
automobile division of the National Bu- 
reau of Casualty Underwriters, first 
joined NBCU in 1929. His present post 
was created when William H. Brewster 
was named special assistant to the gen- 
eral manager (William Leslie, Jr.) to 
develop a closer liaison between the 


National Bureau and producers’ groups. 

Mr. McWilliams served in the various 
rating divisions of the National Bureau 
in the home office and around the coun- 
try until 1936. He then joined Fidelity 


& Casualty Co., as assistant superin- 
tendent of that company’s automobile 


insurance department. 

During World War II Mr. McWilliams 
served with the Army Air Force. At the 
conclusion of the war he returned to the 
Fidelity & Casualty Co. where he was 
active in various capacities in the field 
until resigning early in 1947 to enter the 
local agency ranks in California. 

Mr. McWilliams later returned to the 
National Bureau as assistant manager in 
the automobile division. Mr. McWil- 
liams’ work wth the National Bureau 
has brought him into contact with nu- 
merous public, private and insurance in- 
dustry groups. He has addressed many 
agency conventions and has served as a 
visiting lecturer on automobile liability 
insurance at a number of colleges. 





NEW ADDRESS 
The Boston service office of Reliance 
Insurance Co. has relocated to Room 421, 
261 Franklin Street. 
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BUFFALO, BALTIMORE SHIFTS 


Standard Accident Transfers Herbert P. 
Mason and Daniel F. Hurley; 
Their Careers 

Standard Accident Insurance Com- 
pany, Detroit, announces the following 
personnel changes: Herbert P. Mason, 
Jr., formerly a senior bond underwriter 
in the New England branch, has been 
appointed bond manager of the com- 
pany’s Buffalo (N.Y.) branch. Daniel 
F. Hurley, Jr., formerly a bonding field 
representative in the Buffalo branch, 
has been transferred to the Baltimore 
as a bond underwriter. 

Mr. Mason, who was graduated from 
Yale University, with a B.A. degree in 
psychology, joined Standard Accident in 
1953 as a senior bond underwriter in the 
New England branch. Before joining 
the company, he was a bond underwriter 
for the Massachusetts Bonding & In- 
surance Co, in Boston. He served in the 
Army during World War II. 

Mr. Hurley joined Standard Accident 





in 1955. From 1952 until that time, he 
was «n underwriter for the National 


Surety Corp. in Buffalo. He is a gradu- 
ate of Canisius College, School of Busi- 
ness, Buffalo, and served in the Army 
during the Korean conflict. . 





Seven Appointments Made 
By Allstate in the Field 


The following executive appointments 
have been announced by Judson B. 
Branch, president of the Allstate Insur- 
ance Companies: 

Robert B. Barefield was appointed 
assistant claim manager of the Houston, 
Tex., regional office. 

Claire E. Bailey was named assistant 
claim manager of the Dallas, Tex., re- 
gional office. 

George H. Webb was made district 
sales manager of the Cleveland, Ohio, 
regional office. 

Daniel P. Jones was appointed assist- 
ant claim manager in the Atlanta, Ga., 
regional office. 

Leopold A. Sobel was named sales 
supervisor—commercial fire in the Roch- 
ester, N. Y., regional office. 

John F. Berry was appointed sales 
supervisor—commercial fire in the Long 
Island, N. Y., regional office. 

Robert F. Shefte was made accounting 
division manager of the Detroit, Mich., 
regional office. 
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AMA Fall Conference Set 
For Nov. 17-19 in Chicago 


American Management Association 
has completed the program for its fall 
insurance conference to be held Novem- 
ber 17-19 in Drake Hotel, Chicago. 

The meeting will open November 17 
with “A Current Report on Atomic 
Hazards,” speakers being William H. 
Berry, vice president, America Fore 
Loyalty Group, and Hubert W. Yount, 
executive vice president, Liberty Mutual. 
They will be introduced by C. Z. Greenly, 
AMA insurance division vice president, 
who is insurance and safety director of 
International Minerals & Chemical Corp., 
Skokie, IIl. 

Addresses on “Self-Insurance and Risk 
Assumption” will also be delivered that 
day, speakers being A. Grant Whitney, 
executive vice president, Belk Stores In- 
surance Reciprocal, Charlotte. N. C., who 
will discuss “The ‘Captive’ Reciprocal” ; 
Donald W. Berrv, insurance manager, 
The Borden Co.. New York. whose topic 
will be “Self-Insurance at Borden”; 
Martin E. Segal, New York management 
consultant, who will speak on “Insurance 
vs. Self-Insurance of the Emplove Bene- 
fits Program.” and Gordon Garnhart, 
real estate and insurance director, West- 
inghouse Electric Corp., Pittsburgh, 
speaking on “Why Westinghouse Carries 
‘Full’ Insurance.” 

On November 18 the opening talk will 
he delivered by S. Gwyn Dulaney, second 
vice president. The Travelers, on “Can 
You Afford Comprehensive Medical In- 
surance?” Next will be the address of 
Virgil K. Rowland, The Detroit Edison 
Co., New York, on “Measuring the 
Effectiveness of the I~surance Depart- 
ment: Standards of Performance.” In 
the afternoon a panel discussion will be 
presented on “Corporate Liability to the 
Emplove” under the chairmanship of 
N. C. Flanagin, president, Lumbermens 
Mutual Casualty. Participants will he 
Melvin Belli, San Francisco; Joseph D. 
Edwards, New York, and Thomas V. 
Murphy, Baltimore. 

At the final session November 19 the 
“Unauthorized Insurance Market” will 
be viewed by David V. Palmer, vice 
president, Lumley, Dennant & Co., Inc., 
New York, and Ernest L. Clark, presi- 
dent, Corporate Advisors, Inc., New 
York. Thereafter George M. Marshall, 
Jr., marine manager, The Atlantic Com- 
panies, Chicago, will speak on “Ocean 
Marine Cargo Insurance.” Closing speak- 
er will be Dr. H. W. Snider, assistant 
professor of insurance at the Wharton 
School, on “Insurance Management-— 
The Next Decade.” 





Rate Revisions Made by 
Mutual Ins. Rating Bureau 


Mutual Insurance Rating Bureau an- 
nounced revision of elevator insurance 
rates in New York State, effective Sep- 
tember 10, and revised O. L. & 
liability rates for Arkansas, Delaware, 
Maine, Nevada, South Carolina and New 
Jersey, also effective that day. 

For Greater New York the elevator 
B. I. rates have been raised 11% and 
for the remainder of the state the in- 
crease is 20.7%. Elevator P. D. and 
collision rates have been reduced state- 
wide by 25%. 

The O. L. & T. revision involves rate 
increases in Arkansas—14.6%; Delaware 
—12%; Maine—10.4%; Nevada—7.3%; 
New Jersey—17.8%, and a rate decrease 
of 13.8% in South Carolina. 
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Elmer S. Hyde Marks 
40th Anniversary 


IN SURETY BUSINESS IN N. Y. 





Has Reputation as One of Ablest Court 
Bond Producers; National Surety 
His Principal Company 





Elmer S. Hyde, president of his own 
agency in downtown New York, which 
specializes in court bonds, is observing 
his 40th anniversary this year and the 
38th year of his agency’s establishment. 
In this span of nearly four decades Mr. 
Hyde has built up a sizable volume of 
court bond business and he is now plan- 





ELMER S. HYDE 


ning a 1959 expansion program which 


will embrace the writing of contract 
bonds, all types of casualty insurance 
and life insurance. 

Mr. Hyde has the reputation “on the 
Street” of being one of the ablest court 
bond agents in the business. In his early 
teens he started off in the surety agency 
operated by H. T. E. Beardsley as a 
court bond solicitor. Two years later he 
went into business for himself, setting 
his mark for quality clientele among 
New York City’s law firms. Today he 
numbers among his clients many of the 
large law firms of the city whose court 
and administrative bond needs he han- 
dles in expert fashion. 

Mr. Hyde has had the designation of 
city surety agent for the past 20 years. 
His principal company is the National 
Surety with which he has been identified 
since 1920. On his court bond business 
that company has made millions of dol- 
lars over the years. His loss record is 
practically nil. The chief factor in his 
success, he feels, is his willingness to 
give complete service to his clients. 


Long Relationship With Wm. B. Joyce 


For many years Elmer Hyde has found 
both inspiration and stimulation in his 
friendly relationship with William B. 
Joyce, now head of his own brokerage 
firm at 115 Broadway, N. Y., who was 
president and then board chairman of 
National Surety in its hey-day. He con- 
siders Mr. Joyce, now 91 years of age 
and still active, as the greatest pioneer 
in the surety field. In turn, Mr. Joyce 
points to Elmer Hyde as a striking ex- 
ample of success in concentrating on a 
single line. Said Mr. Joyce: “Starting in 
the business as a youngster, Mr. Hyde 
demonstrated that he is imbued with 
the same spirit of enterprise and prog- 
ress, supplemented by unbounded energy 
and consistency of purpose, as were our 
early pioneers in the surety field. In my 
opinion, Elmer Hyde is one of the best 
posted court bond men in the United 
States and the quality and volume of 
his business attests to that fact.” 


His Outside Interests 


In addition to running a busy agency 
Mr. Hyde finds time to be chairman of 
charitable drives such as the Red Cross, 





Cancer Fund, Sister Kenny and Salva- 
tion Army. For several years he has 
been chairman, surety bond division, in 
the annual fund raising campaign of the 
Legal Aid Society of New York. In 
Belleville, N. J., where he resides, Mr. 
Hyde has served on the board of com- 
missioners for eight years. He is cur- 
rently chairman of the house committee 
of the New York State Chamber of 
Commerce. ; 

Perhaps his greatest pride is in his 
family—two sons and five daughters plus 
ten grandchildren, all of whom are giv- 
ing him and Mrs. Hyde much happiness. 
His oldest son, James [., is general agent 
in East Orange, N. J., of the Colonial 
Life and on the basis of his all-around 
excellence of performance last year he 
received the company’s award as_ its 
leading Ordinary general agent. In 
World War II he saw South Pacific com- 
bat service with the 2nd Marine Division, 
U. S. Marine Corps, winning battle stars 
for participation in three major cam- 
paigns. He joined Colonial Life in 1952 
as agency assistant in its general agency 
department at the home office after at- 
tending Cornell. 

Mr. Hyde’s second son is with the 
Guaranty Trust Co. A graduate of the 
New York Law School, he expects to be 
admitted to the New York Bar in the 
near future. 


Paul L. Wellener Dies at 
66 After Long Illness 


Paul L. Wellener, retired vice presi- 
dent of Fidelity & Deposit, died on 
October 3 in Baltimore after a long ill- 
ness. He was 66 years old. 

Mr. Wellener spent his entire career 
with the F. & D., retiring three years 
ago from his post as vice president in 
charge of its public official department. 

He was widely known in national 
bonding circles, not only for his associa- 
tion with the F. & D., but also for his 
work with the Surety Association of 
America, particularly in the development 
of the public employes blanket bond. 

He is survived by his wife and three 
sons, Paul L. Wellener, Jr., of Pitts- 
burgh; Lieutenant Commander Robert 
L. Wellener, of Beeville, Texas; and 
John T. Wellener of Baltimore; also by 
a brother, Robert, of Baltimore. 





VAL GOTTSCHALK DIES 

Val Gottschalk, 63, owner of his own 
agency in Milwaukee, died recently. 
He established the agency about 35 
years ago and operated it with his son, 
Donald. He also was board chairman 
of the Security General Corp., Milwau- 
kee. 


Appeal in N. Y. Auto Rate 
Case Before Appeals Court 


A motion to appeal the New York 
Appellate Division’s decision in the New 
York automobile liability rate case was 
filed by the state Attorney General on 
Monday, October 6, with the New York 
Court of Appeals of which Albert Con- 
way, former New York Superintendent 
of Insurance, is the chief judge. 

At the same time written arguments 
against the leave to appeal were filed 
in the court by the National Bureau of 
Casualty Underwriters and the Mutual 
Insurance Rating Bureau. There will be 
no oral argument. 

Both rating bureaus previously filed 
requests with the New York Insurance 
Department for a 9.5% statewide in. 
crease in private passenger car rates 
which, they felt, was justified by poor 
experience. The filing was turned down 
twice by the Superintendent of Insur- 
ance whereupon the rating bureaus sub- 
mitted their case to the Apnellate Divi- 
sion which upheld the validitv of their 
arugments and directed that the matter 
be returned to the New York Depart- 
ment for further consideration. 














This fall — Prudential continues its award- 
winning series, “THE TWENTIETH 
CENTURY’— penetrating programs dealing 
with the people and events that have shaped 
this century in which we live. You will see 
exciting shows — shows of significance and 
importance—subjects such as: The Red 
Propaganda Machine: Mission: Outer Space 
- The Hungarian Revolution + Jet Carriers ° 
The Narcotics Problem + and many others. 


Sunday Evenings, “THE TWENTIETH CENTURY,” CBS-7TV 


4 
LIFE INSURANCE © ANNUITIES © SICKNESS & ACCIDENT PROTECTION © GROUP INSURANCE ¢ GROUP PENSION 


CG 
“ 
rrr yd 


The Prudential 


INSURANCE COMPANY OF AMERICA 


















sion 
for 
T 
be 
and 
den 
sucl 
The 
at | 
way 







pane 


Mc 
will | 
the | 
partn 
The 
prosp 
tatior 

Th 
sales 
phia 
How: 
trict 
Haro! 
tende 
Unite 
the | 
and ( 
S. sal 

Fol 
be ai 
Sprin, 
Presid 
sched. 
dinne: 
Presid 
Temen 


), 1958 





ate 
Court 


v York 
he New 
1SE was 
eral on 
w York 
rt Con- 
tendent 


ruments 
re filed 
reau of 
Mutual 
will be 


ly filed 
surance 
ide in- 
r_ rates 
YY poor 
ds down 
Insur- 
us sub- 
te Divi- 
of their 
matter 
Depart- 


)g10NS 


















October 10, 1958 




















Po oS og Oe aa Pe a 
*. cs eae. | 














Plans For Big Sales 
Congress in Newark 


TRAVIS T. WALLACE, KEYNOTER 





October 30 Participants Include Eston V. 
Whelchel, Harold Petersen, Sayre 
McLeod, Glenn Mulvey, J. L. Carrier 





The second annual sales congress 
sponsored by the New Jersey Associa- 
tion of A. & H. Underwriters will be 
held October 30 at the Military Park 
Hotel, Newark. Travis T. Wallace, pres- 
ident, Great American Reserve, Dallas, 
an outstanding national figure in A. & 
H. business, will be the keynote speaker. 

The initial venture last year turned 
out to be one of the most stimulating 
A. & H. gatherings of the year, and 
the dinner which followed on that occa- 
sion is still spoken of as a happy memory 
for many A. & H. people. 

This year the co-chairmen will again 
be William B. Cornett, The Prudential, 
and George E. Lehman, National Acci- 
dent & Health Insurance Co., who did 
such an outstanding job a year ago. 
They expect an attendance of 150-200 
at the congress which will get under 
way in the early afternoon of October 


Richard M. Connolly, regional super- 
visor for Group, Washington National, 
as president of the New Jersey Associa- 
tion, will deliver his opening remarks 
to the guests who will then be welcomed 
on behalf of the City of Newark. Travis 
T. Wallace will set the keynote of the 
congress with his talk “Shoot the Moon.” 

Mr. Wallace has been recipient of 
many industry honors and this year was 
given probably the highest honors avail- 
able from both companies and_ pro- 
ducers. He was elected president of the 
Health Insurance Association of America 
the leading company group in A. & H. 
industry, and jointly with Carl A. Ernst, 
director A. & S. department, North 
American Life & Casualty, was named 
“A. & H. Man of the Year” with the 
Harold R. Gordon Memorial Award of 
the International Association of A. & H. 
Underwriters at IAAHU’s annual meet- 
ing in Los Angeles. Incidently Mr. Ernst 
is remembered for his part in the first 
New Jersey sales congress last year, as 
panel member. 


Whelchel, Panel Moderator 


Moderator of the sales panel this year 
will be Eston V. Whelchel, manager of 
the Newark branch office accident de- 
partment of Provident Life & Accident. 
The panelists will deal in turn with 
Prospecting, sales approach and presen- 
tation, and closing the sale. 

The following figures comprise the 
sales panel: Harry Piedeck, Philadel- 
phia general agent for Loyal Protective; 
Howard H. Coron, Canton, Ohio, dis- 
trict manager, Mutual of Omaha; W. 
Harold Petersen, Indianapolis, superin- 
tendent of A. & S. agencies for American 
United Life, also director of DITC of 
the International A. & H. Association; 
and Glenn O. Mulvey, director of A. & 
S. sales for Mutual Of New York. 

Following the sales panel there will 
be an address by James L. Carrier, 
Springfield, Mass., assistant agency vice 
President of Monarch Life. Dinner is 
scheduled to commence at 6 p.m. The 
dinner speaker is Sayre MacLeod, vice 
President, The Prudential. Those who 
Tfemember the scintillating talk of last 
year’s dinner speaker A. Gordon Nairn, 

U, executive director of agencies. of 
he Prudential in Canada, look forward 
to another entertaining and informative 
evening, 

Registration for the sales congress and 
the dinner tickets may be obtained from 
Richard Plasschaert, 9 Clinton Street, 
Newark, N. J. 


P. W. Watt Re-elected by 
Ins. Economics Society 


AT ANNUAL MEETING OCTOBER 7 





In President’s Report He Compliments 
E. H. O’Connor for Results; S. S. 
Legislative Trends of 1958 Reviewed 





Chicago, Ill, Oct. 7—Paul W. Watt, 
president of the Washington National 
of Evanston, Ill, was re-elected presi- 
dent of the Insurance Economics So- 
ciety of America at its 16th annualk meet- 


PAUL W. WATT 


ing here held today at the Edgewater 
Beach Hotel. 

Mr. Watt, who has been associated 
with the Washington National since 1930, 
and has served on various committees 


of organizations devoted to the develop- 
ment of life and A. & S. insurance, in 
his presidential address detailed the work 
performed by the Society in the past 
year, He complimented E. H, O’Connor, 
the managing director, on the Society’s 
achievements over the years. 

Before a well attended meeting Mr. 
O’Connor reviewed the legislative de- 
velopments in the Social Security field, 
particularly the 1958 amendments. All 
bills pertaining to compulsory cash sick- 
ness insurance were defeated in state 
legislatures in the 1958 session, and no 
state has adopted a compulsory plan 
since 1949, Mr. O’Connor reported. 


Other Officers Elected 


The following officers were also 
elected as recommended by the nominat- 
ing committee: First vice president— 
W. J. Hamrick, CLU, senior vice pres- 
ident, Gulf Life; second vice president 
—J. E. Hallgren, third vice president, 
Lumbermens Mutual Casualty; secretary 
—Herbert O. Fishback, Jr., vice presi- 
dent, Northern Life of Seattle. Nomin- 
ating committee consisted of O. D. San- 
ford, Northwestern Life; W. G. Alpaugh, 
Jr., Inter-Ocean, and R. H. Rydman, 
North American Life & Casualty. 

Elected to the executive committee for 
terms of three eyars were: Theo. P. 
Beasley, president, Republic National 
Life; E. J. Faulkner, president, Wood- 
men Accident & Life; Orville F. Gra- 
hame, vice president and general coun- 
sel, Massachusetts Protective and Paul 
Revere Life; R. J. Wetterlund, chairman 
of the board, Washington National, and 
William deV. Washburn, president, 
American Health Insurance Corp. 





E. J. Faulkner Outlines Broad Plans To 
Hold Voluntary Health Ins. System 


Pres. of Woodmen L. & A. Examines Problems of Insurers, 
Doctors, and Hospitals; Urges Individual Support of HIC 


Programs; Action Urgent in Face of Socialistic Ideas 


E. J. Faulkner, president, Woodmen 
Accident & Life, Lincoln, Neb., stated 
recently that acknowledged leaders in 
the industry are convinced that “volun- 
tary personal insurance will stand or fall 
in the frighteningly near future on its 
ability to solve the principal problems 


of financing health care, and to so con- 
vince enough of this country’s thought 
leaders that our answers are the right 
ones, that further radical expansion of 
social benefit programs will become poli- 
tically unpopular.” 

_Mr. Faulkner spoke at the Interna- 
tional Claim Association annual meeting 
in French Lick, Indiana and under the 
broad title “Contemporary Problems of 
Financing Health Care” examined prob- 
lems facing insurers, the providers of 
medical care, and the recipients of same, 
the public. His speech was well received, 
particularly as he laid down the actions 
necessary from insurance representa- 
tives, and doctors and hospitals in order 
that the system of free enterprise, and 
thereby highest medical care standard 
will be preserved for the public. 

Mr. Faulkner, who is its chairman- 
elect, also described the achievements of 
the Health Insurance Council, and its 
plans to work at the grass roots through 
state and local committees composed of 
insurance representatives. 

Pointing out that the moment of truth, 
for decisiveness, is at hand for voluntary 
health care, Mr. Faulkner declared: 
“This is a formidible assignment. It 
challenges the devotion, diligence and 
best effort of us all. Beside it, contests 
over methods of taxing insurance seem 
of small significance. This is an issue 
that affects every insurer for if health 
insurance is nationalized, if the practice 
of medicine is socialized, it is but a 
matter of time until life insurance and 
property insurance fall the vietims of the 
collectivist state.” 


Insuring The Aged 


Speaking of the problems of coverage, 
he said there is much concern in Con- 
gress and the Federal Administration 
that health care costs of the rapidly 
growing aged population be more com- 
pletely insured, and that more adequate 
care be made for the impaired risk, and 
insurance expanded to reach the remote 
rural prospect. The greatest of these 
problems, of course, is that of the aged 
who will increase in number from 14 
million people over 65 today, to 21 million 
by 1975. For older people incidence and 
duration of disability is greatest, and 
the wherewithal to pay for health care 
has diminished. The speaker is of the 
opinion that insurance industry has the 
tools with which to assure that health 
care costs will not be significant problem 
for the future aged. 

Continuing Mr, Faulkner reported: 
“Studies by the Health Insurance Asso- 
ciation of America, the Society of Actu- 
aries and Task Force Four of the Joint 
Committee on Health Insurance, the ex- 
perience and experimentation of indivi- 
dual insurers have charted the sound 
course that all may, and more must, 
follow to provide this coverage. Unless 
a majority of substantial, responsible 
insurers market these forms courageously 
and aggressively,” he warned, “the al- 
ternative is liable to be the enactment of 
legislation such as the so-called Forand 
proposal that would make the Social 
Security System responsible for provid- 
ing a wide spectrum of hospital and 
medical benefits for OASDI beneficiaries. 
I trust,” he added, “no one is so naive as 
to believe that the enactment of such 
a proposal would not lead quickly and 


surely to a comprehensive national health 
program with its characteristic sociali- 
zation of all health care. 


Forand Bill Popular at the Polls? 


“It is my belief that more vigorous 
pressure was not exerted at the last 
session of Congress for the enactment 
of the Forand Bill primarily because its 
proponents wanted to save it for its 
vote-getting potentials in the crucial 
presidential campaign in 1960. The 
build-up will commence with hearings 
in 1959 when the Department of Health, 
Education and Welfare has been directed 
to report by February 1 to the House 
Ways and Means Committee on a survey 
of costs involved in such legislation and 
its conclusions concerning methods of 
financing the health care costs of the 
aged. 

“The voluntary health insurance busi- 
ness has the know-how to insure these 
costs if not for the presently indigent 
aged certainly for tomorrow’s senior 
citizens. The burning question is whether 
enough insurers will bestir themselves 
and aggresively use the tools at their 
command. Where does your company 
stand? What are you doing to solve 
this problem?” he asked. 

Speaking of health insurance benefits, 
Mr. Faulkner advised that “in spite of 
the clamor by union bargaining-agents 
for payment of the first, last, and middle 
dollar of health care costs, and the 
inclination of a public accustomed to 
first day and first dollar benefits, we 
must adhere tenaciously to proved in- 
surance fundamentals by incorporating 
appropriate deductible and coinsurance 
provisions in our contracts. 

“We must devise and implement better 
methods to avoid duplication of coverage. 
We must underwrite our insureds with 
a renewed awareness of the ever present 
nature of moral hazard and then be will- 
ing on the basis of adequate rates and 
intelligently classified risks to continue 
coverage in spite of deterioration in the 
health of the insured.” 

Mr. Faulkner pointed out that in no 
field as much as health care has the 
purchasing power of the dollar depre- 
ciated since World War II. He attributed 
the increase to labor costs (85% of the 
expense of a general hospital is for 
labor); scientific progress in medicine 
that has developed and demands the 
use of therapeutic agents and devices; 
greater specialization by members of 
the health care team and the employ- 
ment of facilities found only in hospi- 
tals and clinics. 


All Segments Can Help Solve Problems 


All concerned can do something to 
abate this cost problem, he said: 
“Doctors can guard against the abuses 
of over-prescription, over-utilization 
and over-charging simply because an 
insurer will help the patient pay the 
costs of treatment. ’ 

“Hospitals can introduce labor-saving 
methods and machinery, better systems 
of cost accounting and better scheduling 
of treatment. They can introduce the 
propressive system of care whose in- 
tensity and cost are graded according 
to the acuteness of the patient’s illness. 

“Employers can promote health edu- 
cation and conservation. 

“Government can foster better pro- 
grams of sanitation and immunization 
and along with private industry foster 
intensified research to detect the cause 
and develop the cure of much ill health. 

“The public can come to a better real- 
ization that it is each individual’s respon- 
sibility to safeguard his health and that 


(Continued on Page 58) 
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Auto Insurance P. R. 
Groups Met in Chicago 


J. MILBURN SMITH, KEYNOTER 





West Coast, Southwest and South, 
Indiana, Illinois, Connecticut 
Represented 





The street and highway accident toll 
and its impact upon the family pocket- 
examined October 6-7 in 


book was 
Chicago at a meeting of information 
specialists representing many leading 


automobile casualty insurance companies 
of the United States. It was the first 
occasion that such a coast-to-coast con- 
ference was possible. 

The meeting concerned the increasing 
accident toll in terms of human suffering 
and dollars and the role of casualty in- 


surance companies in meeting that 
problem. 

The Illinois Insurance Information 
Service, representing companies with 


home offices in Illinois, was host for the 
meeting. J. M. Smith, president Con- 
tinental Casualty, and president of the 
IIIS set the keynote for the meeting. 
Also participating were Thomas C. 
Morrill, vice president, State Farm 
Mutual Automobile, and Albert’ E. 
Spottke, vice president, of Allstate, both 
vice presidents of the Illinois Informa- 
tion Service. 

Royce G. Rowe, deputy 
Lumbermens Mutual Casualty, 
of IIIS; W. W. Chalmers, assistant 
United States Manager, Zurich Insur- 
ance Co., treasurer of IITS, and Neil C. 
Russell, vice president-manager of the 
Inter-Insurance Exchange of the Chicago 
Motor Club, sat in on the conferences. 


chairman, 
secretary 


The conference were arranged by 
Thomas F. Reynolds, general manager 
of IIIS. 


Information Group Managers 


Participating in the meeting were man- 
agers of information groups representing 
almost the full spectrum of the automo- 
bile casualty insurance community. They 
included Albert H. Wood, manager of 
the Western Insurance Information 
Service, covering California, Oregon and 
Washington; Francis T. Ahearn, man- 
ager, Insurance Information Office of 
Connecticut; Allen Dale, executive vice 
president, Insurance Institute of Indi- 
ana; L. T. Matthews, manager, Michi- 
gan Insurance Information Service; F. 
Darby Hammond, executive secretary, 
Southwestern Insurance Information 
Service, Dallas, Texas, and Ray Ulrich, 
manager, Southern Insurance Informa- 
tion Service, Atlanta, Ga. 

On Tuesday, the group 


met with 


Joseph S. Gerber, Illinois Director of 
Insurance, at the State of Illinois Build- 
ing. 





Wessman’s 30th Milestone 


Irving G. Wessman of Chicago, a well 
known figure in the A. & H. business, 
observed his 30th anniversary with the 
America Fore Loyalty Group Companies 
on October 6. Mr. Wessman is secretary 
of these Companies in charge of their 
A. & H. operations in 18 midwest 
states. He started as a map clerk and 
advanced through the ranks to his pres- 
ent post. 

Mr. Wessman has achieved a nation- 
wide reputation as a production and un- 
derwriting executive in the & H. 
field. One of his industry activities has 
been in connection with the Harold R. 
Gordon Memorial award, annually given 
by the Chicago Accident & Health Club 
for the man who achieves “Man of the 
Year” recognition. Mr. Wessman, one 
of the first chairmen of the awards 
marae continues to serve as a mem- 
er. 





TO ADOPT NAIC AD RULES 


Maine Insurance Commissioner George 
F. Mahoney has set October 27 as the 
date for a public hearing in Augusta on 
the adoption of the NAIC uniform 
Standards Governing Advertisements of 
A. & S. Insurance. 


New York A. & H. Club 
Dinner Speaker Oct. 16 


The October 16 dinner meeting of New 
York A. & H. Club in the Hotel Shel- 
burne will hear William deV. Washburn, 
president, American Health Insurance 
Corp., Baltimore, discuss trends in hos- 


pitalization insurance. Mr. Washburn, 
who was elected this week to a three- 
year term on the executive committee 
of the Insurance Economics Society, is 
also prominent in affairs of the Health 


OHIO A. & H. WEEK OCT. 13 - 18 


“Accident & Sickness Protection 
Week” in Ohio will be held October 13- 
18. The proclamation was signed by 
Governor C. William O’Neill (R.). Her- 
man C. Harrison, president, Ohio A. & H. 
Association, and partner in Cincinnati 
agency of Harrison & Lawrence was in- 
strumental in obtaining this recognition 
of the A. & H. industry. 





Insurance Association of America and is 
a member of HIAA’s membership and 
ethical standards committee. 


Metcalf Hearing Nov. 13 


A hearing to further explore the prob- 
lems of insured coverage of mental ill- 
ness, has been scheduled for November 


13 in the Buffalo State Office Building 
by the New York State Joint Legislative 
(Metcalf) Committee on Health Insur- 
ance Plans. Individuals or groups plan- 
ning to make statements at the hearings 
are advised if possible to forward them 
in advance to the Metcalf committee’s 
Associate Consultant Gerald Blank, 53 
Hilton Ave., Garden City, N. Y 











Hospital—Medical—Surgical 


How Combined’s Wholesale Group Plan Protects You 








Special Disability Income 














Provides insurance for you and your 
family against hospital bills, medical- 
surgical fees, emergency accident care, 
polio, and other miscellaneous expenses. 


The family plan includes maternity benefit 
after the policy has been in force 9 or more 
months. There are no age limitations, no 
termination age, no waiting periods. Bene- 
fits payable in addition to other insurance. 


Combined’s Disability Income Protection 
has been designed to help pay your every- 






day living costs when y eck stops 


because of accident o 


This flexible plan can 
individual needs for c 
job, off the job, or both. 
also payable in addition to 
ance. There is no confinem 


















A:H coverage that sells and renews! 


Looking for a profitable A&H package? 


Here’s one with unlimited sales possibilities .. . 
that you can sell in your between-appointment 
hours .. . coverage so valuable to the insured 
your renewal commissions are almost automatic! 


Combined’s Wholesale Group Plan fills two 
provides small-business 
employees with hospital-medical-surgical coverage 
and disability income protection. The prospect 


COMBINED 


GROUP OF COMPANIES 


important needs; 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 








can buy both — or either one. Employer contribution 
is optional. 


Practically all small businesses in your community 
are prospects for this low-cost Plan... designed by 
and backed by Combined — second largest exclusive 
accident and health company in the world. 


If you’re a general agent interested in high earn- 
ings in the A&H field, find out what Combined’s 
remarkable Wholesale Group Plan can do for you. 


Combined Insurance Co. of America, Dept. 127 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 





Address 









| 
| 
| 
| 
Name : 
| 
| 
| 





City State 
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13 |McGinley, Padden 











prof Transfer to Chicago 
al ill- 

ember FOR CONTINENTAL CASUALTY 
ildi 

lative W. M. McGinley Promoted Disability 
nsur- § Sales Mgr. at H. O.; Edward J. 
plan Padden, East. Commercial Sales Mgr. 
tha Donald Heth, assistant vice president, 
ittee’s Continental Casualty, has announced 
k, 33 promotion to the home office for William 


M. McGinley, eastern regional manager 
of the disability division in New York, 
and Edward J. Padden, commercial divi- 
sion sales manager for New York Metro 
branch, 

Mr. McGinley, named sales manager 
for the disability, will report directly 
to the sales manager and _ assistant 
superintendent of disability, P. H. John- 
ston, Jr., and through him to the Divi- 
sion Superintendent Clifford Lembky. 

The new move will enable Mr. McGin- 
ley to work with Mr. Johnston in 
developing the disability sales regional 
meetings throughout the United States. 
The sales regional meetings of agents 
are designed to bring the home office 
to the agent and to promote better 
communication between the Continental 
Casualty and its representatives. 

Mr. Padden, promoted to eastern sales 
manager for the commercial division, 
wil be in charge of production for 
agents and branch offices throughout the 
eastern part of the United States. He 
is expected to move to Chicago before 
October 15. 

Mr. McGinley will also relocate with 
his family to Chicago shortly. 





FTC Dismiss Ad Cases 


Against Lumbermens, United 


The Federal Trade Commission, basing 
its decision on the recent Supreme Court 
ruling limiting FTC jurisdiction over in- 
surance-advertising to those states which 
do not regulate such practices under 
state law, dismissed two more deceptive 
advertising complaints against A. &H 
insurers. 

The FTC adopted initial decisions by 
hearing examiner Loren H. Laughlin, 
holding that, under the High Court rul- 
ing dismissing similar charges against 
National Casualty, and American Hos- 
pital & Life, the Commission lacks juris- 
diction over the advertising practices 
of United Insurance Company and 
Lumbermens Mutual Casualty Company, 
both of Chicago. 








® § Mutual-United of Omaha 
Name Six G.A.’s in Calif. 


_A major sales expansion program in 
Northern California has been announced 
n by Mutual and United of Omaha. To 
implement the program, six new man- 
agers have been appointed in the area. 
, New general agents include Jack B. 
y Taylor, Oakland; E, S. Adams, Jr., San 
dy Jose; Charles A. Shubert, Stockton; 
Je and H. O, Smith, Sr. in Fresno. Manager 
of the San Francisco area is Vincent 
Monitto, while the Sacramento opera- 
ton will be managed by Richard 





ns emper. 
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Stone’s Publishing Group 

-5 To Launch “Leisure” in ’59 

} _The Godfrey-Stone International Pub- 
lications, Inc., with which W. Clement 
Stone, president of Combined of Amer- 

J la, Chicago, is prominently identified, 


Will launch its fourth magazine, called 
eisure,” in early 1959. It is expected 
to be on the newsstands in February. 
esigned (and priced) as a luxury 
Magazine, “Leisure” will be filled with 
color photographs and features on travel 
Spots, resorts, society, entertainment and 
the arts. It will also include stories by 
‘nest Hemingway, Corey Ford and 
other name writers. 





Topics for Werbel Forum 
To Be Held Here Oct. 23 


A General Insurance Forum conducted 
by Bernard G. Werbel will be held 
October 23 at Central Commercial High 
School, 214 East 42nd Street, New York. 
All subscribers to the General Insurance 
Guide as well as all present or former 
students of schools in which Mr. Werbel 
acted as coordinator are invited to attend 
the next forum free of charge. 


The October 23 meeting will discuss 
the following topics: 

1. What an Insurance Broker or Agent 
should know about the handling of Cas- 
ualty Claims. 

2. Group Medical Coverage 
available for small firms. 

3. The new Broad Form Burglary 
Policies. 


The meetings are held on the fourth 
Thursday of January, May and October 
and commence at 6:45 p.m., ending at 10. 


that is 


East Orange, L. I. Posts 


Edward A. Zengel has been appointed 
by Employers Mutuals to succeed John 
W. Carroll as field sales manager at 
East Orange in the New York branch 
of the company. Mr. Zengel had been 
field sales manager working out of the 
New York office in the Long Island 
territory. 

Howard E. Robbins, a fire engineer 
formerly in the sales department, will 
replace Mr. Zengel. Mr. Carroll has 
been appointed branch sales manager in 
the company’s Atlanta office. 





WANTED 


We’re looking for an Un-average man 


The fellow who doesn’t want an average job. 

The man who thinks chicken feed is for the birds. 
The man who has the know-what-I-want-out-of-life 
initiative to get there, too, if given the opportunity. 


If you have : A Successful sales record of five years or longer. Can fur- 


nish proof of sales management of at least 5 men for two years or more... 


we want to hear from you. If you are this un-average man 


we will outline for you specific steps that will lead you straight to the top. You 


can look forward to a business of your own... A Mutual of Omaha contract that 


can net you as much as seven cents per person in your assigned territory. Terri- 


tories vary in size from 250,000 to 1,000,000 people. 


write today TO: HOWARD DEWEY 


MUTUAL OF OMAHA HAS PAID MORE THAN 900 MILLION DOLLARS 


Largest Company in the World Specializing in Health & Accident Insurance Protection 





MUTUAL OF OMAHA 
OMAHA, NEBRASKA 


He’ll tell you why young men who are going 
places, GO WITH MUTUAL OF OMAHA. 





IN BENEFITS 


V. J. SKUTT, President 
















































Faulkner on Voluntary Health Insurance 


(Continued from Page 55) 


to abuse either the system that provides 
health services or the insurers that 
finance their costs is but to heighten 
those costs.” 


Recommendations for Insurance Industry 


There is much also that the insurance 
industry can do to reduce the cost. of 
providing for health care, and Mr. Faulk- 
ner presented some practical suggestions. 
He said: “We can so write our contacts 
as to discourage extravagance and over- 
utilization. In this connection, the de- 
ductible, coinsurance and issuance of 
adequate but not excessive benefits have 
already been mentioned. We can design 
our contracts in such a manner as not 
to encourage the insured to seek or his 
doctor to permit more eiaborate and ex- 
pensive treatment than the insured’s con- 
dition warrants. For instance, there can 
be little doubt that many insureds whose 
costs are indemnified only when they are 
hospital confined become bed patients 
when less expensive outpatient service 
would be medically adequate. We can 
persevere in our efforts to reduce insur- 
ance costs through more efficient admin- 
istration of our enterprises in home office 
and field. Not the least of these costs 
are those stemming from too great a 
lapsation of insurance and too heavy a 
turnover among sales personnel.” 

He emphasized the importance of un- 
derstanding and close cooperation be- 
tween those who provide health care and 
those who finance it, and suggested that 
perhaps insurance people at times have 
“been inclined to be critical of the 
doctor and the hospital to damn them 
for their failure to supply information 
that we need, or for levving charges 
that seem based more on the ability of 
the insurer than of the patient to pay.” 
He pointed out that doctors and hospi- 
tals too have their problems: “Today 
the profession of medicine is engaged in 
a critical struggle to uphold the funda- 
mental of freedom of choice of phvsician. 
There has been a subtle psychological 
campaign carried forward by those who 
would reduce the practice of medicine 
to the level of the commercial artificer 
hy declaiming that in fact there is no 
freedom of choice, that to the unin- 
formed laymen it is meaningless and 
that high quality medical care at less 
cost is better provided when the pa- 
tient’s physician is selected for him by 
a benevolent and paternal third party— 
a union, an insurer or the government. 
Should the public ever come to accept 
this point of view.” Mr. Faulkner warned, 
“men’s minds will have been well-condi- 
tioned for socialized medicine and the 
entire apparatus of the totalitarian wel- 
fare state. 

“Our stoutest ally today is the vigor- 
ous, dedicated and highly individualistic 
profession of medicine. Let us appre- 
ciate also that our hospital administrators 
and their associates are sorely plagued 
by vexing problems. Few indeed are the 
voluntary general hospitals that can 
operate in the black in the face of rising 
costs and. the. necessity for constantly 
upgrading the quality of their facilities 
and personnel. To their credit, they 
have largely met the challenges of this 
complex period.” 


Industry Representatives Can Help 
with HIC 


Continuing, Mr. Faulkner told the 
audience that the Health Insurance 
Council was formed ten years ago “to 
serve as an instrumentality for inter- 
preting insurance to doctors and hospi- 
tals and for seeking with them answers 
to mutual problems.” 

Although HIC is a loose federation of 
eight trade associations in the health 
insurance business, including, he said. 
the International Claim Association, and 
is staffed primarily by personnel fur- 
nished by the Health Insurance Associa- 
tion and the Life Insurance Association, 
it has a record of real accomplishments. 
Prominent among these was the develop- 
ment of a series of uniform claims 
forms. 


Mr. Faulkner said that about “the 
number one gripe” of doctors around 
the country against insurers has been 
the number and variety of claims forms 
the doctors are asked to fill out. He 
told the gathering of claims administra- 
tors that though “each of you claims 
experts feels in his heart that the claim 
forms he has devised are the best in the 
business,” that this one area is one in 
which each must surrender a _ little 
bit of his own individuality to achieve 
an important objective for the whole 
business. 

He reported that HIC’s uniform claim 
forms are used by about 60% of insurers 
having Group insurance in force and 
35% of individual health insurance. 

Mr. Faulkner advised: “If insurers do 
not voluntarily get behind the program 
of the uniform claim form, either they 
will have inflicted upon them a variety 
of forms designed by local ‘medical so- 
cieties or individual hospitals or will 
find the doctors and hospitals refusing 
to furnish information unless they are 
paid for this service. I cannot over-stress 
the importance of your support of the 
uniform claims forms program of the 
Health Insurance Council.” 


HIC State Committee Program 


Another vital project of the Health 
Insurance Council was the establishment 
recently of state committees of HIC to 
meet doctors and hospital administrators 
at the local level. Mr. Faulkner pointed 
out: “At the national level there is the 
most cordial of understandings between 
organized medicine and the health in- 
surance business, but until this same 
understanding can be propagated at the 
grass roots, we will see little improve- 
ment in cooperation between insurance 
and medicine. After all, it is the physi- 
cian who treats the patient and sends 
the bill who has it within his power to 
prevent over-utilization, over-prescrip- 
tion and over-charging. It is the local 
insurance man who gets to know the 
doctors and hospitals in his community 
who can render a service and abate local 
difficulties. 

“Already more than 400 insurance men 
are active in about 40 state committees. 
We expect such committees to be active 
in every sfate and territory within a 
matter of weeks. If you are unaware of 
the work of the committee in your state, 
won’t you please acquaint yourself with 
it and give it the benefit of your sup- 
port. There is no substitution for co- 
operation among insurers, doctors and 
hospitals at the grass roots,” he stressed. 


On Attitude Towards “Blue Cross” 


Mr. Faulkner also discussed the rela- 
tionships between commercial health in- 
surance industry and the non-profit, 
service-type Blue Cross plans. He said: 
“Tt is undoubtedly true that in the past 
there have been serious misunderstand- 
ings between the insurance companies and 
the service type insurers. Certainly, we 
have*eompeted vigorously for business. I 
am convinced that many service plan 
managers have felt that it was the pur- 
pose of the insurance companies to pre- 
empt the field. We, in turn, have seri- 
ously questioned the desire of service 
plans to become ‘the chosen instrument’ 
for the financing of health care costs. 
The seriousness of the issue between 
those who believe in compulsory govern- 
ment programs and those who believe 
in the voluntary way no longer permits 
of these misunderstandings among im- 
portant segments of thé-voluntary health 
insurance structure. 

“Private enterprise cannot afford the 
failure of the service type insurer nor 
can it afford a situation in which their 
survival depends upon government sub- 
sidy. Business statesmanship requires 
that while we continue to compete keenly 
and cleanly that we support the service 
plans in their endeavor to secure an 
adequate premium for their insurance; 
that we work cooperatively with them 
to restrain rising health care costs; and. 
through the process of persuasion and 





Group of Studénts who attended American Casualty’s special A. & H. school at 


the home office in Reading, Pa. 


A total of 29 agents of American 
Casualty from 11 states recently com- 
pleted studies at a special week-long 
Accident & Health Insurance school. 

This special school was the first of its 
kind and will be conducted periodically 
in the future in various cities through- 
out the country as part of American 
Casualty’s training program to provide 
its agents with a thorough indoctrina- 
tion in A. & H. insurance policies and 
service standards. The school is con- 
ducted as a part of American Casualty’s 
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contribution to a National A. & H. In- 
formation Program being conducted by 
member companies of the Health Insur- 
ance Association of America. 

The accelerated course of instruction, 
conducted by American Casualty’s home 
office specialists, covered all phases of 
insurance marketing and service. Par- 
ticular emphasis was placed on_ the 
revolutionary new forms of protection 
such as the high limit Major Medical, 
Major Hospital, and other important 
programs which have received wide 
acclaim in recent years. 





Loyalty Group Officers 


(Continued from Page 49) 


Squash Racquets Association and the 


University Club. 
Thomas A. Smith, Jr. 


Born in Ridgely, Md., Mr. Smith, Jr., 
attended Dickinson College and the Uni- 
versity of Maryland. He holds Ph.B., 
LL.B. and M.A. degrees and is a mem- 
ber of Sigma Alpha Epsilon fraternity. 
Mr. Smith entered insurance in 1912 with 
the United States Fidelity and Guaranty 
in the judicial department. In 1917 he 
went with the Globe Indemnity and in 
1920 joined a general agency. 

He joined the Commercial in 1921 as 
associate manager of the fidelity and 
surety department. He was promoted to 
manager of the department and ap- 
pointed an assistant secretary of the 
Commercial in 1924. He was appointed 
a second vice president of all Loyalty 


Group companies in 1956, and a vice 
president earlier this year. 
Frank J. Hagan 

Born in Madison, Wis., Mr. Hagan 


attended the Georgetown University Law 
School. He entered insurance in 1922 
with the Massachusetts Bonding where 
he rose from an underwriter to assistant 





education, we help them to an under- 
standing of such important insurance 
fundamentals as coinsurance, the deduct- 
ible and merit rating.” 

In closing Mr. Faulkner re-emphasized 
the confidence of knowledgeable persons 
that voluntary health insurance has the 
capacity to bring to nearly all insurable 
Americans an adequate measure of pro- 
tection within the framework of free 
enterprise, that the business can stop 
the trend to collectivism in this country 
if voluntary health insurers exert them- 
selves promptly and intelligently. Al- 
ternatively voluntary health insurance 
industry, he said. can lose the struggle 
for men’s minds by default. Though the 
problems are perplexing and the way 
seem weary, Mr. Faulkner recalled the 
inspiring prayer of the late Dr. Peter 
Marshall: 

“Oh, Lord, when we long for life with- 
out work, without trials, without diffi- 
culties, let us remember that oaks grow 
strong in contrary winds and diamonds 
are made under pressure. If we are 
pessimistic, we will see disaster in every 
opportunity; but, if we have stout hearts, 
we will see opportunity in every 
disaster.” 


manager of the Pacific department. 

He joined the Loyalty Group in 1927 
as superintendent of the automobile de- 
partment. He was appointed an assist- 
ant secretary of the Loyalty Group com- 
panies in 1935 and a secretary in 1945, 
Mr. Hagan is a member of the Casualty 
Managers Association, the Fire Under- 
writers’ Association of the Pacific and 
Blue Goose. 





STATEMENT REQUIRED BY THE ACT OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 
1946 (Title 39, United States Code, Section 
233) SHOWING THE OWNERSHIP, MAN: 
AGEMENT, AND CIRCULATION 

Of The Eastern Underwriter, published weekly 

at New York, N +, for October 1, 1958. 

1. The names and addresses of the publisher, 


editor, managing editor, and business managers 


are: 
Publisher, Eastern Underwriter 
93-99 Nassau Street, New York 38, N. 
Editor, Clarence Axman, 299 West 12th 
Street, New York 14, N. Y. 
Managing Editor, L. Jerome Philp, 25 Rocky 
Road, Larchmont, N. Y. 


Company, 
uf 


Business Manager, W. L. Hadley, 1835 Wat % 


chung Avenue, Plainfield, N. J. 

2. The owner is: (If owned by a corpora 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding | 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must 
given. If owned by a partnership or other un 
incorporated firm, its name and address, as well 
as that of each individual member, must be 
given.) 

Eastern Underwriter Company, 93-99 Nassau 
Street, New York 38, N. Y. 

Clarence Axman, 299 West 12th Street, New 
York 14, N. ; : 

W. L. Hadley, 1835 Watchung Avenue, Plain 
field, N. J. 

3. The known bondholders, mortgagees, and 
other security holders owning or holding ! 
percent or more of total amount of bonds, mort 
gages, or other securities are: None. 


Paragraphs 2 and 3 include, in cases 


where the stockholder or security holder ap } 


pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom su 

trustee is acting; also the statements in the tw? 
paragraphs show the affiant’s full knowledge and 


belief as to the circumstances and conditions wu” § & 


der which stockholders and security holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a @ 
pacity other than that of a bona fide owner. 
= he average number of copies of ¢a¢ 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sv 
scribers during the 12 months preceding tht 
date shown above was 3,892. (This informatio? 
is required from daily, weekly, semiweekly, 4” 
triweekly newspapers only.) 
Eastern Underwriter Company, 
. L. Hadley, Business Manage. 
Sworn to and subscribed before me this 19th 
day of September, 1958. 
(Seal) 
THOMAS L. HALTON 


Notary Public, State of New York 
No. 40-1646950 
Qualified in Queens County 
Certificate filed in New York County 
Commission Expires March 30, 1959 
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